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AMERICAN CHAIN DIVISION 
M CAN CHAIN & CABLE COMPANY, IN( 
PORT « < NNECTI 


2 
Makers of Quality Chain Products 


Sold through Wholesalers 
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NOW... a complete screencloth department 
in one profitable, compact unit ! 


i 
35" 


11’S YOUR ADVERTISING — CAPITALIZE ON IT! 


If your area ts listed below, 


Pr ann 


ALABAMA 


Mobile 


CALIFORNIA 
Long Beach 

Los Angeles 
Oakland 


San Diego 


CONNECTICUT 
Bridgeport 
Harttord 
New Haven 


DELAWARE 
Wilmington 


FLORIDA 
Jackson 
Miami 
Orlande 


ville 


ensacola 
St. Petersburg 


ILLINOIS 


Joliet 


to these local 


INDIANA 
Evansvi 
Fort Wayne 
Indiana, 


MAINE 


MARYLAND 
Baltimore 
MASSACHUSETTS 
Boston 
Cape ¢ ] 
Springfield 
MICHIGAN 
Detroit 
Grand Rapids 
MISSOURI 


St. Louis 


NEW JERSEY 
Asbury Park 
Newark 
NEW YORK 
Albany 


1 
A 


ertisements il 


yracs 
Troy 
Watertown 


NORTH CAROLINA 
Washington 
Wilmington 


OHIO 


PENNSYLVANIA 
Alle 


your jobber how you can sign 


t 


' 
no cdtra cost 


RHODE ISLAND 


Pr ider 


| SOUTH CAROLINA 


harleston 
TEXAS 
Be nont 


¢ s Christi 
Houston 


VIRGINIA 
fh rt x 
Richmond 


WASHINGTON 
eattle 


WISCONSIN 
F 





LUMITE 
SARAN SCREEN CLOTH 


Display and 
Service Rack 


for the longest-lasting screening 
you can sell! 





Screen 

and cuts the 

24 . 36” > 
*® FOR 


Sus 7 


LUMITE p 


Ifohb Chic 


Orde; 


Creenine 


al MIMimum 


Lun Ic § 


ADVERTISED TO THE HILT! 


In national magazines. Better Homes & Gardens 
American Home, Small Homes Guide, Sunset 
and other 


Pro res 
sive Farmer leading homemaker Magazines 
will deliver thousands of messages this Spring in the 


bigeest Lumite Screening Campaign ever! 


In local newspapers. Big, dramatic advertisements 
will reach customers in your own territory... tell ‘em 


where to buy Lumite—in your store! 


* Guaranteed by ™ 
Good Housekeeping 


LUMiTE 


rons namo Suny EAE CUT 


LUMITE 
DIVISION 


Chicopee Mills, Inc. 
47 Worth Street, New York 13,N. Y 
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A farmer doesn't wait long 
to show off his new Bethlehem 
Fence. He's proud of its trim, busi- 
ness-like appearance, confident of 
its rugged durability. 

One glance at Bethlehem 
Fence—on the farm or in your 
store—shows why smart farmers 
are buying it. Inspect the tried- 
and-proved hinge joints. Test the 
strength of the tough steel wires. 
Examine the smooth, vise-tight zinc 
coating that fights off rust! 

Here's another reason for 
selling Bethlehem Fence. Your cus- 
tomers know the Bethlehem em- 


blem. They consider it a promise 


of superior farm products — the 


kind that pay off in extra years of 
dependable protection. 
Bethlehem Fence is made 
in all standard styles and sizes. It 
goes up faster and lasts longer 
when it's installed on sturdy, easy- 
to-drive Bethlehem Steel Posts. 
Talk over your fence needs Advertisements like 
with your jobber today. And ask these, appearing regu- 


him about Bethlehem’'s other top- larly in regional farm 


quality steel products. They're papers, catch fence 
shown below buyers’ attention 


BETHLEHEM STEELCOMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by Bethlehem Pacipc 


ane en 


. . . And well hove a little white cottage with 
\teel Corporation Export Distributor: Bethlehem Steel Export Corporatror Bethichem Fence around it 


VMOMMMLMM IIT 


gETHLEHEW 
STEEL 


AUTOMATIC soonest Mseonsnre rumnnaroen 


BARBED WIRE BALE TIES BALER WIRE NAILS AND STAPLES FENCE POSTS ciorTers une 
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You can put your confidence in- 


line 

SEINE TWINES 

SEINE CORDS 

TROT LINES 

STAGING 

VENETIAN BLIND CORD 
SASH CORDS 


Quality Twines and Cordages 9 =— “totes unes 


MASON LINES 


BUTCHER'S TWINES 
FISHING LINES 
NYLON CASTING LINES 
STARTER ROPE 
JUMP ROPE 
MOP HEADS 
ART. S33 WRAPPING TWINES 

IN A KITCHEN LINES 

EXPRESS TWINES 


CHALK LINES 


VARIETY of PUT-UPS KITE CORDS 





PARCEL POST TWINES ) 
POLISHED INDIA TWINES 
PLASTIC CLOTHES LINES 


1 Ib. skeins — 12 thru 72 ply 





2 oz. balls — 12 thru 24 ply 





4 oz. balls — 12 thru 48 ply 





8 oz. balls — 12 thru 72 ply 


Above Sold in 5 Ib. Pkgs 


1 lb. balls — 24 thru 72 ply 


Sold in Bulk 





STOCK TOP QUALITY 


SEINE CORD AS A 
ORDERS OF $50.00 OR MORE, FREIGHT es 


PREPAID. Orders of less than $20.00 f.0.b. 
Mill, Lawndale, N. C. or Marietta, Minnesota. 
Orders of $20.00 to $50.00, freight allowed 
to $1.00 per cwt. Freight prepaid does not 


include extra charges incurred outside car- . 
When you display the YILG3 tine - 


rier's regular zone of delivery. 
. it Sells! 
Cleveland Mills Company LAWNDALE, NORTH CAROLINA 


ESTABLISHED IN 1673 . 


BEST SELLER 





Marietta, Minnesota 
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HARDWARE DEALER SPECIAL! 
os 








ACTION 


UH 


MAECURACY | POWER 


i 





Colorful Wall Display Holds 21 Bait 
Casting, Spinning and Fly Wondereds! 
Ger your "$2 er/ue Nonaerod 
hack FREE Simply by cratering 
the #1000 ASOT MEN, Bt Yyouy- 
usual discount 
FAVORITE SERIES WON. 
ZBanly "160-52" O17 5223 E57 
SUPER SPECIAL SERIES 
Bonly #71 -§ 2° OY AGB 457 
TOTAL -—*® 57 622 57- 
Less your usual Ai Scoun? 

















Please Rush .... No. 1000 Shakespeare Wonderod 


Look to the Leader for All that 5 New Assortment(s) and FREE Permanent Wall Display: 


STORE NAME 

SF ADDRESS 
CITY ZONE STATE 
My source of supply for Shakespeare Tackle is: 


WONDERODS : REELS + LINES + BAITS 
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Gusher” 


“Gusher,” Secs 
“Torrent” 


prices like 


9.50—retail 
like the 


stems 


tional features. 
age for deep OF - 
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) 1300-gation. 


All-Brass Model 


r Zaly emse 
illustrated 


fa ized, $ 
ac _ 

; ory. ret more 
ng. in- 


° , : P F 
a THE DAYTON PUMP & MFG. COMPANY 
DAYTON 1, OHIO 
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THERE’S A Sunset LINE FOR EVERY KIND OF FISHING 


Most revolutionary fly line on the market. Mi- 
nute wire threads in a nylon core make it actually 
heavier than silk fly lines. Smooth, oil honed 
finish, excellent for both wet and dry fly fishing. 

Double Tapers $9, Sharp 


Stream King will give your customers easier and Shooter Tapers $9, Shooting 
. P . Heads $6, Levels $2 to $3.25 
smoother casts, with increased distance and accu- sei aites 


racy over all other fly lines. 


Floater’s 
monoffament finish give the angler a dry fly 
ling’ that has the finest floating qualities of any 


Wy line made. Hig ecommended for dry fly 
Tapers $7.50 


and bass bug fishing. Levels $1.75 to $2.75 


e Ask Your Jobber Salesman for a Demonstration 


SUNSET Line & TWINE CO. 


92 Jefferson Street, Petaluma, Calif. 
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u 20” TRIMMER TYPE ROTARY POWER MOWER 


The Cooper Cyclo-Mo model was designed with proper balance particu 

in mind to provide the greatest possible ease of handling. The large 8-in h 

diameter rubber tired ball bearing wheels actually make handling much 
easier than pushing an ordinary hand mower 


This new Cooper gives you everything expected in a Rotary mower - good 

design and construction, easy handling with plenty of smooth engine powar 

under all cutting conditions, plus the added advantage of side delivery from 

the Cooper-built adjustable chute to the front that ejects all cuttings yrass 
and weeds - and eliminates wind-rowing or clogging 


COOPER MANUFACTURING CO. wrrecn eo USe 


Heavy full size 20° suction, or lift 
type blade fashioned from highest 
grade tool steel mows fast and clean. 
Readily accessible for easy sharp- 
ening. Operating shaft is sei in 
rubber to absorb extra shock and 
prolong life of the motor 

The deck design and wheel align 
ment provide two outsianding fea 
tures. The Cyclo-Mo will trim clos- 
er to fences, walls, sidewalks, curbs, 
etc., than any other mower. Knife 
follows natural contour of lawn be- ; REEL TYPE 

cause of position of offset wheels, wv P 0 ee E ue he 0 ne E A s 

and will not SCALP. " ” 

Specially designed blade and Rhy d lb wigs 
shroud has desirable leaf mulching 

action. Combination lift and blow- 

er action picks up leaves and 

breaks them down into a natural 

beneficial mulch. 


or Clinton (according to availability) 2 HP 
engine, for plenty of power. 
ding in solid aluminum deck provide 
1% low to 3% inches high. 
e with o riable rubber grips stands up for 
storage. 








Order from your nearest distributor or write for 
prices, literature and complete information. 


. Rubber tired Riding 
Sulky (optional equipment). 


BUILT FOR THOSE WHO WAWT THE BEST 





FOR '53 - BIGGEST SALES PROMOTION IN COOPER HISTORY 


rs I ) lis AMERIC Flower wena 
1 Summed Better [lames American City FRICAN Grower [OMI PARK 








One of the many NONE BETTER Alloy Steel 
Sets. 34 pieces. 2" and 4" square drive. 
For hex nuts, 12 pt. Sockets from 7/16” 
to 1%e"'— 6 pt. Sockets from 4" to 7/16”. 
For square nuts, 8 pt. Sockets in 4" drive, 
5/16” and %” openings. Selection of 
most useful Drive Parts in each size. All 
in sturdy metal box. 


Another popular 23 piece Alloy 3teel Set 
in Ya" square drive. Precision broached 
12 pt. Sockets for nuts ranging from 7/16" 
te 1%". Drive Parts include Reversible 
Ratchet, 18 Flex Handle, 19” Speeder, 
Socket Extensions, Slide Tee Handle and 
Cross Bar. All in sturdy mete! box. 


TOOL Line with 


Customers BUY when they SEE what they need in your store — 
remind them and you SELL them! NONE BETTER raises this proven 
merchandising principle to an all-time high with the greatest, most 
compelling assortment of sales-making ideas and Tool Displays 
ever put behind a great Tool Line. An unbeatable array of SALES 
TOOLS that make TOOL SALES easy and profitable for you! 

First, your customers SEE the handsome design and rugged con- 
struction of these famous Tools. They FEEL the comfortable grips 


Available in 4", %", 2" and %” drives, NONE BETTER Drive Parts provide 
sturdy, compact strength and hand-hugging grips without useless weight or 
bulk. Specially popular for saving time and energy are the Reversible Ratchets, 
Flex Handles, Speeders and Universal Joints. All Drive Parts with the NONE 
BETTER “Keyless Locking” feature and Triple Plate, Chrome finish for long, 
rust-free life. 


Engineer's Set in Combination Set. 15° tong Box End Tappet Set in 
Leatherette Roll. Openings from Set. Openings tLeatherette Roll. 
Openings from 7/16" to %".... from %” to 1”. Openings from 

leotherette Roll. Leatherette Roll. 7/16" to 11/16”. 


| CAR L SETs | 


L SETS 


Complete '2” Hex Drive 
Ratchet Set with 8 Sockets 
in metal container. 


“4"" Hex Drive Midget Set of 


7 Sockets and Ell Handle in 
mete! container. 


Complete Hex Drive ‘'2" 
Ratchet and 4" Socket Sets 
in metal container. 


“4” Hex Drive Ell Handle 
with 7 “strung-on” Sockets 
for compact storage. 
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Merchandising Magic! 


and perfect balance . . . and they BUY because you have reminded WINDOW OR COUNTER 
them and made it easy with inviting displays. DISPLAY STAGE 
NONE BETTER Tools are always sales-active . . . they move fast for 

the quick turnover that means steady profits for you! That's the 

magic that does the trick. Let your customers see these great NONE 

BETTER Tools. They'll sell themselves, and the profit is yours. Just 

look at this line-up of popular Tools, and ask us about the Displays 

that do the greatest selling job in Tool history. 


i 8 


6 POINT 8 POINT 12 POINT 3 fast-moving NONE BETTER Sets mounted 
Extra well contect for For squere anvts, 2 For hex nuts, Y2"' drive, on an eye-catching Display Stage for win- 
stubborn hex nvts a Drive Sockets, openings openings 7/16"" te 1'«""; dow or counter. Place it where your cus- 
Drive openings Yo": "a a Extre Deep Seckets 2 tomers can see it — it will make sales for 
Ms Drive “% to ‘ to 2 te 3%’. * Drive, . 
** in both Extra Deep Sockets '«"" i ag 5/16" to %"", Extre deep you. FREE with the purchase of the 3 NONE 
end reguler Sockets _* ‘es’, speciolly useful for Tt) eee) ee) en oe BETTER Sets shown. 
Drive Midgets, 3/16" to corburetors and genere- Heavy Duty %"" Drive 
7/16" tors ve" to 2" 


FLOOR RACK 


NONE BETTER Thin Wail Sockets of finest alloy steel, carefully heat treated. T 
Precision broached for perfect fit—‘‘on the nut.” Triple plate, chrome finish ool ion 
for long, rust-free life. All with “Keyless Locking” feature 4... mE ¥ 

OMS st % ‘ 


Set up your own Tool Department with these handsome 1! x 2 ft. Tool 
Stocking Boards. Shipped complete with Tools and Kit for multi-panel 


set-ups. Panels FREE of extra cost with purchuse of Tools. : : ry fvvee eye Pe vy 
a 


Ars 7 
ast 





This NONE BETTER Floor Display SELLS 
Tools. Cccupies only 2 squere feet of 
flocr spoece to display 10 of the most 
wanted Sets (5 alloy steel, 5 carbon 
steel) plus a selection of 90 fast-moving 
Tools. A virtual Tool Department in 


THE NEW BRITAIN MACHINE CO. itself. 


New 6ritain, Conn. 
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Clinton 
hex mesh 


nettings 


HEXMESH 
Nettings 


OTHER WICKWIRE 
HARDWARE PRODUCTS 


, Ope ot ; [a in a wide variety of widths, 
os Geld Swend meshes and wire sizes, Clinton Hex Mesh Nettings 
— insect Wire Screening are used extensively for poultry and fur farm en- 


= \ oF closures, crab traps, stucco reinforcement, baseball 
and tennis court enclosures, and for numerous other 

diversified purposes. 
You can count on continued customer satisfaction 
ry with sturdy Clinton Hex Mesh Nettings. Made with 


iii extra strong selvages, they hang well, are easy to 


Door Springs handle, will give years of weather-resistant service. 
Clinten Standard : 
Hordwere Cloth Write or call our nearest sales office for full details. 


THE COLORADO FUEL AND IRON CORPORATION + Denver, Colorado 

THE CALIFORNIA WIRE CLOTH CORPORATION + Ocklend, Colifornia 

WICKWIRE SPENCER STEEL DIVISION + Atlonta + Boston + Suffclo 
Chicago + Detroit + New York © Philadelphia 


Wissco Flexible > fgg 
Wire Clothes Line : 
Quick Hitch 


(Fy HARDWARE PRODUCTS 
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Only TORO helps you sell “on time”! 


No other power mower manufacturer 
gives eligible dealers a powerful selling 


or 


tool like this! It’s ‘“Toro Time’’. . . the 
first and only finance plan in the power 
mower industry. 

Streamlined contract forms s_mplify 
your job (if you don’t already have a 
plan of your own). Toro mails you full 
cash for accepted contracts in less than 
four days, and handles collections, too 
... there’s no extra paper work for you. 

“FREE HOME TRIAL" DEAL! 

A life-size Sam Snead display figure, 
window banners and ad mats are ready 
to help you promote “Free Home Trial.” 
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Standard mowers are given a special discount for 

use as demonstrators. You show ’em and sell ’em! 
Look in the classified section of your phone book 

for the name of your nearby 

Toro-Whirlwind distribu- 

tor. Call him today for 

complete information on 

““America’s Most Complete 

Line of Power Mowers”’ ... 

plus the new Leaf Mulcher 

Attachment and Snow 

Hound to boost your sales 

year-round! 


TORO MANUFACTURING CORPORATION 


2947 Snelling Avenue Minneapolis 6, Minn. 





Follow the L 


Style 71. . . long trousers for 
hunting, fishing or any out- 
door activity; double seat and 
knees; zipper fly and over- 
size pockets. In Duxbak and 
lighter fabrics 


Style 75 . . . elastic 
waistband pant with 
tie string; needs no 
belt or suspenders; ex 
, tra deep front and 
_ a ag back pockets; zipper 


Style F .. . the popular fly. 


and practical hat-cap; in 
Duxbok, Montano cloth 
and Mohawk Duck. 


Style 04 . . . our most 
popular coat; double-ply 4 
body ond top-sleeve; bi- 
swing back; adjustable 
pivot sleeves; blood-proof 
Pakbcak game pocket; 
hand-warmer pockets; 
shell pockets divided, or 
with shell loops. In Dux 
bok cloth. 


Style 55 . . . combination 
hunting and fishing vest; 
12 shell loops with flaps, 
two expansion patch pock- 
ets and plastic-lined back 
pocket for game or fish. Style 72 . . . worsted cuff pant with 
In Utica Duck, Sail and double seat ond knees; zipper fly; large 
Oxford Cloth pockets. In Duxbok and lighter fabrics. 


+ 


the fi mpaign ' 
eo-nnig havering 
‘sory: 
medershiP of peer 
en. 
and wom 


list: 


gaturdey 
america” 





Evenin 
oo 


an 

’ scripts 

will be Style OS . . . a short, sleeveless 

+ Cost to fishing jacket for wading Two 

huge front pockets ond expansion bock 

pocket; one breast pocket with 
fly pod and flap, one inside 
pocket, re"! holder and D ring 
for net. In Utica Duck, Wing and 
Oxford Cloth. 


on % 
withou" | 
into this 
\ : motion 
gdvertising , 













and Turnover . 
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Prepare now for a new : 
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er hunting and fishing year. Be ready for the rush 
when the migrating flights stir the blood and fire the imagination of every outdoor man and 
woman. 
Stock Duxbak, display Duxbak, advertise Duxbak! Like the leader of the flying Vees 
headed for the north, Duxbak the leader in hunting and fishing clothes will bring the 
» buying crowds straight to your store. 


A 4 y 
—e. Sheds Water Like a Duck's Back Full Cut, Stoutly Stitched 
Duxbak is the name of a cloth and of a company. The Examine any Duxbak garment carefully. Notice that it 
cloth is a specially constructed, specially shrunk Army is full cut and roomy stoutly stitched and reinforced 
Duck that is sanforized and water-proofed. It actually it points of greatest strain 
sheds water like a duck's back The bi-swing backs and pivot sleeves of the coats 
the Pakbak game pockets all contribute to free move 


Other and lower-priced fabrics tailored by Duxbak : 
, if ' ment. Stoop, bend, twist. Notice how the trousers are de 

are suitec » differen imat 2 é : y 
ait to ¢ e< es, game covers and laws signed for easy walking, climbing, running 
governing hunting colors. All are roomy, hardy, practical ; 
And don't overlook the pockets. Roomy, stitched, and 
designed from actual field experience 
easy to reach, some are divided for shells, some with shell 


Try on any of these garments. You'll be amazed at loops. The game pockets are plastic lined and blood 


the freedom of action. Freedom that's due to the special Proof. The handwarmer pockets are comfortably placed; 
cutting ... and to the two-way action design. the breast pockets are amply sized. Some coats even have 
a water-proof drop seat that's ideal as a seat in boat, 
Over the years, Duxbak garments yield the purchaser blind or lean-to 


greater value, dollar for dollar, and the dealer greater Features that make Duxbak garments preferred every- 


profit, garment for garment. Be the leader in your town where! Features that will make Duxbak your biggest 
with DUXBAK. seller, too! 


Since 1904 Utica Duxbak Corporation Utica 4, New York » 


Style 38 . . . hunting coat in suede- 
lined wool; set-in and hand-warmer 
pockets; storm cuffs and 6-inch col- 
lar. One of our most popular coats. 


Style D.. . reversible red + 
top cop with inside band 
for cold weather; same 


in dark red and black. 





Style 72 . . . plaid wool pant with 
worsted cuff; zipper fly and strong 
pockets. Also laced-leg model. 


5) 








New 
Pennsylvania 


EXETER 


— 
com 
- 


» 
a 


—_ eeeecar 


New 
Pennsylvania 


PENNETTE 


Two New Mowers for ’53 


and...NEW FEATURES 


@ With the two brand new mowers illus- 
trated above, PENNSYLVANIA offers you 
eight great mowers for 1953. Home owners 
and professionals can select just the right 
mower for any kind of grass or size of lawns 

The Exeter is a new 18” power mower that 
sells for less than the DeLuxe. The Pennette 
is anew 14” hand mower combining Pennsy]- 
vania quality and a new low cost. 


Important features such as the new clutch 
and grass stripper on both Pennsylvania 
power mowers will help increase your sales 
So will Pennsylvania ads in color in leading 
consumer magazines. Circulars and point-of- 
sale material give specific details and create 
final interest. 

Get full details right now from your 
PENNSYLVANIA distributor. 


QUALITY LAWN MOWERS SINCE 1877 





on’ 
B, \ PENNSYLVANIA LAWN MOWER DIVISION 
aly) Witte ma te me Vie: 


\ MQ) 


Bridgeport, Conn © Exeter, Pa 


Great American Pennsylvania, Jr. 


and Edger 
° 4 
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Weill to helo you SEL 
eemrmes PENNSYLVANIA 


than 50 million selling messa 


on Penne yivanie Lawn Siete me iiltela tl of role | 
during the first half of 1953. 
January thru June 





TO $y 
\ : 
\y) 


4,208,000 4 *~ 3.597.000 
READERS A. \m, READERS 


ACK , . 
2,950,000 ¥ 527,000 272,500 Nl 1,181,000 «| 
READERS ,.— READERS ao JS READERS 7 


- POWERFUL 
PROMOTION MATERIAL 


@ You’ ‘re not all on your own when you feature Pennsylvania Quality Mowers. 
We help you tell your customers how good they really are. We help you sell with: 


; 
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Claims Show Many Are Under-Insured 
SUFFER SERIOUS LOSSES 


OWNERS 


The Claim Department of any fire 
and casualty insurance company can 
tell you the same thing. We are con- 
sistently receiving claims from busi- 
nessmen whose insurance covers 
only a fraction of their loss. In each 
case they pay dearly for a little neg- 
lect, sometimes in the loss of their 
business, sometimes in bankruptcy. 


Cost of Increased 
Coverage Low 


The cost of increasing the amount 
of your insurance to keep pace with 
higher values is very low. Fire in- 
surance can be brought up-to-date at 
a fraction of 1°; of the additional 
coverage needed. 


Inventory Time Is A 
Good Check-Up Time 


When you have completed your 
annual inventory it’s a good time 
to review your insurance coverage. 
In addition to being sure that the 
amounts of each policy are sufficient 
you will want to know that you are 
adequately protected against all 
chances of serious loss. 


Services of A Competent 
Insurance Man Needed 


Fire and Casualty insurance poli- 
cies should not be bought on a hap- 
hazard basis. Each one should fit 
into its place in a logically arranged 


program. A thorough knowledge of 


the various coverages is necessary to 
the development of a good program. 

Your Friendly Federated Mutual 
man is a thoroughly trained, full time 
direct representative of his company. 
He knows insurance and he knows 
particularly today’s special require- 
ments in the implement, hardware 
and automotive fields. For the name 
of the Federated man nearest you, 
write Federated Mutual, Owatonna, 
Minnesota. 


Sederaled Moleal 





The Mountain Tractor Company, Missoula, Montana, 
is typical of the many preferred risks 
Federated Mutual is proud to serve. 


Questions about Insurance? NEED SOME HELP? 
Would you like to have a part 


Se aw 
Ask Aadoorbeds identified? Like information on what 


sort of plans others like you are pay- 

ing salesmen? Like to know some- 
QUESTION BOX thing about a company you've never 

heard of before? Ask your associa- 
tion! That’s what they’re for. Good 
dealers help make strong associations 
and vice-versa! 


q. In case of damage to electrical 
equipment by lightning is the in- 
surer liable under the fire policy? 


A. Yes, unlessspecifically excluded. “ARE YOU FULLY COVERED?” 


THOUGHTS FROM GREAT MINDS 





I congratulate poor young men 
upon being born to that ancient and 
honorable degree which renders it 
necessary that they should devote 
themselves to hard work.— Carnegie 


Joy is not in things; it is in use.— 
Charles Wagner 














Self confidence is the first requisite 
to great undertakings.—Samuel Smack In The Face 
J 
Johnson If YOUR place burned, would it 
smack you in the face—or does your 
wetter insurance fully cover? YOU need 


K% 5) " , 
Be full protection. For a free insurance 
Rr. survey write Federated Mutual, 





IMPLEMENT ond HARDWARE INSURANCE COMPANY *& OWATONNA, MINNESOTA Owatonna, Minn. 


16 
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No. SLI4 Adjustable lawn Broom 

\ Quickly set te any width from 11', 
to 20° to swit work. 22 flat spring 
tempered teeth. 4 ash hendle. 28 Ibs 
per dor 


No. $12 Floral Hoe: 5” =« 3%" blade 
4 handle 17 Ibs. per doz. Ne. S14 
Nursery Hoe: 24 x 3% blede, 4 


hondie. 16 Ibs. per doz. Blades po! 
ished. Spring pottern ash handles 


e v 


How Mass-Display Increases Sales: Every tool in this display section is one of a 
matched set. Each helps to sell others, often increasing the initial purchase and always invit Garden Hoes: No. $124 socket pattern 
ing customers back for matching blue-handle tools when they buy again No. SS chenk pattem. 6 s On oe 


SPEEDLINE lawn & garden fools 


hondies. 26 ibs. per doz 
matched and balanced like a set of golf clubs, 
now outsell old-type heavy tools by 2 to 1 


perte etly 


No. $16 Warren Hoe: 4%" « 6%" blade 


. shorpened ear to ear 41," spring pot 
These light. strong, easy-to-use tools are today hest sellers to your fast tern ash handle, 3%" ferrule. 25 Ibs 


° per dor 
frowing market the men and women who do the irown vard work 


Every item pays full profit and sugvests the purchase of other matchi: 
items in the line 


Nationally advertised to 20 million home rardener in Better Home 


Gardens. American Home. Sunset. House Beautiful. Flower Grower 


your needs from this catalog page Order from your UNION jobber 
No. SL7 Two-Prong Hoe: Strong 3 9/16 
. . alan aniaA € , 2 « 9%” forged blade. 4' spring pat 
Note: New short-handied SPEEDLINE Garder 7: ‘ vr nr 10% aoe cai Glia, lll. on the 
per doz 


2" 4§ ago” = , 


No. $120 Spading Fork. Roll-forged 1C No. S$LI7 Garden Shovel 7". x 10 No. $12! Floral Shovel Very strong No. $122 Earless Hoe 7" « 3 
long polished tines with anguiar back blade with integral socket and footrest forged, heat treated 5 
j bent osh handle, 8” Tapertite fer Lower half of blade polished. 42” bent 


rule, Steel D top. 46 Ibs. per doz ash handle. 42 Ibs 


blade 
s” = 8” blede sharpened on 3 sides, 4')° spring pot 
and shonk, with 42” bent ash handle tern ath handle, 3% ferrule. 24 the 


per doz 8” Tapertite ferrule. 32 Ibs. per doz 
, 1 ’ 


per dor 


No. SL9 Bow Rake: Bows and head No. SLI0 Level Head Rake: 13°," wide No. SLI! Dendelion Topper and Crab No $123 Soil-Knife Hoe 3% « 3% 
forged in one piece. 13%, wide, 14 14 curved teeth, 25." deep. Forged in grast Rake 26 sow teeth on curved binde 
curved teeth 2%" deep 5 ash hondle one solid piece. 5° ash handle, 3°, head 15'4" wide 5 ash handle, 3 
3% ferrule, 37 ibs. per doz ferrule. 32 ibs. per doz ferrvie. 37 Ibs. per doz 


thorpened on sides and point 
A 4 spring pottern ath handle, 3 fer 
rule 17 Ibs per dor 


Ne. SLI Gross 
Trimmer: 8% 
«2% heat 
treated, serrated 
ond beveled 
blade, reversi 
ble and replace 
able. 30” ath 
hendie. 17 Ibs 
per dor 


Speedy Cultivators: No. SL5 has 4 tines No SLIS Turf Edger 
4," spring pattern handle, 3°.” ferrule satisfactory edger. 9 
20 Ibs. per doz. No. $L3 has 3 tines, 4 sharpened end 
handie 15 ibs. per doz handle, 4'% 


The permonently No SL!I2 Dandelion Weeder | wide 

« 4% blode notched ond sharpened blade on 6 
to end. Footrest. 4 ash long shonk of forged stee! 30 osh 
ferrule. 32 Ibs per do hondle, 3° ferrule. 9 Ibs. per dor 





the first set of quality-finished small tools 
to retail at 69c each (73c in West) 


SPEEDLINE garden tools 


No. $152 Cultivator-Hoe: Blade and tines one solid 
piece of steel. 2." x 5%” blade; 11'/2” handle; 
3” ferrule. Y2 doz. in carton. Shipping weight 6 
Ibs. per doz. $5.60 per doz.; in West $5.90 


A complete line of & popular | 
with SPEEDLINE matching blue 
handle 


sale of matehin 


ittern 


, wold trim Promotes mult pile 


varden tool 


Self-serve fan-display rack 


No. $153 Weeding Hoe: Warren hoe blade and 
Note how easy it is to see and pick 


tines one solid piece of steel. 3” by 5%” blade; 


‘ , pat A 
out every tool. Price | mel invite 11%” handle; 3 ferrule. % doz. in carton. 
customers to serve themselve i 


6 Ibs. per doz. $5.60 per doz.; in West $5.90. 
plays 18 tool 


earns big profits trom 


small puce 


1 permanent portable fixture. A\| 
steel, Simple, rigid construction: easy 
to assemble. Brilliant enamel finish 
Will last as long as the famou 
UNION Display Rack. Size 10” x 11” 
x 12” high 


No. SL54 Cultivator: Strong construction. Shank 


" ond center tine are one piece. 2'/." tine spread; 
Balanced stock of 3 dozen tools; plus fan-display rack: 11%,” handle; 3” ferrule. % doz. in carton 


(8) No. SL50 Regular Trowels (5) No. SL54 Cuitivators oe ae ee ee oe ee Se ee 
(5) No. SL51 Transplanting Trowels (3) No. SL55 Hand Rakes 

(3) No. SL52 Cultivator Hoes (4) No. SL56 Lawn Weeders 

(3) No. SL53 Weeding Hoes (5) No. SL57 Spading Forks 


Retail value of above 36 tools $23.64 


In West 
$25.04 (( 
Based on 69c for all items except lawn Weeder, 39c 


for Lawn Weeder (full mark-up). In West 73c and 42c ( 
Permanent all-steel rack (regular price). . 4.00 4.00 
$29.04 
$18.15 





No. SL5S Hand Rake: Strong one-piece construc- 
tion. 3-9/16”" wide head; 2-15/16” teeth; 11%” 
handle; 3” ferrule. 2 doz. in carton. 6 Ibs. per 
doz. $5.60 per doz.; in West $5.90 


Total value . . 
You pay jobber only 


These tools are specifically designed for the 
ma millions of gardener who want small 
light tools that are sturdier, more serviceable vithstand hard pryin 

more comfortable to use than cheap tools, vet i | est " white ash, weatherproof | 


sell at a very modest ‘ 


All item fexcept l iwn Weeder) are of high ut ti Use ti f > 2 


NOTE: These tools match with long-handled SPEEDLINE Lawn & Garden Tools, shown on other side. 


No. SL56 Lawn Weeder: One-piece heat treated 

made by THE UNION FORK & HOE COMPANY steel forging with V-notch blade and drop shank 

Columbus 15, Ohio 1” wide blade; 5” shaped handle. '% doz. in 
carton. Shipping weight 5 Ibs. per doz. $3.05 per 
doz.; in West $3.35 


No. $L50 Regular Trowel: With comfortable size 


ash handle. 34," x 5%” blade; 5” handle. ' 
dor. in carton. Shipping weight 5 Ibs. per doz 
$5.60 per doz.; in West $5.90. 


2 


No. SL51 Transplanting Trowel: With comfortable 
size ash handle. 2-1/32” x 6” blade; 5” handle 
¥, doz. in carton. Shipping weight 4 Ibs. per doz. 
$5.60 per doz.; in West $5.90. 


No. SL57 Spading Fork: Uniformly pointed fiat 
tines with shank and center tine one piece for 
strength. 3” wide at points; 7” handle; 3” ferrule 
¥, doz. in carton. Shipping weight 5 Ibs. per doz 
$5.60 per doz.; in West $5.90. 





Mode! L 


PRESENTS YOUR 16" ond 18 


5 POINT PROFIT PLAN [BB Soest 


Purpose — Power or Hand Reel 
Rotary or Sickle. From 16" hand through 
the leading 20” Rocket and new Rotary 
to the 32” Speedway Eclipse otters 
the right model for every grass cutting 


ty 


re quire ment 


Speedway 


Tornado Rolloway 25 
Parkhound 21 


Exclusive and Out- 
standing Features 

— found in no other brand 
give you a big sales ad 


vantage in point for point 


Dominant National 
Advertising — in wp 
consumer publications — 
reaches millions of pros- 


pects with a sales story no 


Complete Promo- 
tion Kit—packed with 
selling aids that make 
it easier to bring in 
prospects and send them 


out as saushed buyers 


comparison, one else can tell 


"”~ -, 
G oe - 
> =H \ 
~y 4 
Zephyr 16” Vogue Arlington 16 
16" and 18 


Service and Parts — for every mode! 
through Authorized Service and Parts 


THE ECLIPSE 
LAWN MOWER CO. 
Distributors or direct trom Factory \ Raflele-E. 


5701 Railroad Street 


a 
y Prophetstown, Illinois 


/ 


Rotary (Power or Hand ~ 
, s 
Propelled Models Rocket 20 Model 


ame) ave vepiitered trade 


marhiofibel claun Meouer 


@ Write for the full story of Eclipse Lawn Mowers and the Eclipse Franchise. 
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ROTARY POWER MOWERS 


/“¢ {RON HORSE 


R PM Manufacturing Company 
introduces a 2-cycle engine designed 
and built specifically for lawnmowers. 
High-output, 100°. waterproof magneto 
assures a hot spark, a quick start. The 


fast-accelerating centrifugal governor and 





large starter pulley give extra assurance 
of quick, easy starting. Quiet and 


simple, this new 2-cycle engine gives more 











horsepower per pound, the most 


economical operation. 
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A Complete Line of 
4 Mowers 


Wide 18 inch cut 
Front ‘‘Grass Spray" 
discharge 

2-cycle “IRON 
HORSE" engine 


Weight— only 


2) inch cut 


Reor “Gross Spray 
discharge 


4-<ycle engine 


9 INCH MODEL LAWN-BOY 


Extro-wide 22 inch cut 


Front ‘Gross Spray" 
discharge 


2-cycle engine 


AVAILABLE THROUGH WHOLESALE 
HARDWARE JOBBERS 


Aa these LAWN-B8OY¥ 
Features! 


"GRASS 
SPRAY! 


1 Trims as close os 


1 Me-inch 


Gross clippings 
instantly discharged 


The Lawn-Boy is the one rotary 
power mower that's built right, 
priced right. And it's backed by 
the largest advertising campaign 
ever used to promote any lawn- 
mower. Contact your jobber today 
and be sure you cash in on the 
Lawn-Boy by R P M. 


Prevents scalping... .or 
digging into terraces 


f 
a SAFETY - 
PLUS! 


Completely swelded 
cutting blade 


GRASS! 


¥, The Lown. Boy 
cuts high, thick 
+1 grass or weeds 





Toit 2 pase full color spread in LIFE mag- 


LIFE 


Imericas newest powwerlsomms 


PLUS a free - 
dealer kit y yY 
designed to 2 


pull prospects 
right into 
dealer stores. 


} - Half Page ads in The 
Farm Journal... Better 
Homes and Bardens 
The Saturday Evening Post 


FREE 1. 


every dealer! 


RPM MANUFACTURING COMPANY 


LAMAR, MISSOURI 
A Subsidiory of Outboard, Marine & Manufacturing Compony 


Also manufactured and sold in Canodo by 
Outboord, Marine & Manufacturing Co., of Conada, Ltd., Peterborough, Conedo 


i 


5° NEW sere MATS ° 


s NOW See IT! 


4S 
wi ooo WALL ARROWS 


HANDLE TAC 
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“BLINDFOLD TEST’ PROVES 
LOF GLASS EASIEST TO CUT! 


T. M. Haley of Haley & Durrett says: 
“On Brand “‘D”’ the cutter pulled down 
ff easierandthecut wasclean and quick.” 
‘> 


Mr. Haley, hardware and building supply dealer, ran 
cuts on four unidentified brands of single-strength 
window glass. He found the brand marked ‘‘D” 
easiest tocut. ‘‘D"” was L:O-F. 

It is easier to cut L-O'F window glass into big 
pieces, little pieces; angled and curved pieces. You can 
cut off thin strips close to an edge with a light stroke. 

L-O-F window glass cuts easier because it is an- 
nealed more slowly, more patiently. That makes it less 
brittle. So it’s a safer buy for your customers, too. 


ASHLAND, VIRGINIA 


Try the ‘Blindfold Test’ 
yourself! 


You'll see why you have fewer bad cuts, less waste 
and more profit, with L:O-F. 

Anybody in the store can cut it... nothing tricky 
about it. 

Call your nearest L-O-F Distributor. These local 
businessmen are listed under “‘Glass”’ in the yellow 
pages of phone books in principal cities throughout 
the country. And send for your free booklet— For 
Greater Profits on Window Glass 

Write Libbey Owens‘Ford Glass Company, 7113 
Nicholas Building, Toledo 3, Ohio. 


EIR LIBBEY-OWENS-FORD ve casy.to-cut WINDOW GLASS 
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THERE'S hardly a spot in 11 Southern States 
that can’t be serviced by fast, overnight de- 
livery . .. or convenient “drive-in-pick-up” . . . 
from one of 16 well-stocked SSirco Ware- 
houses. This means money to you—in smaller 


inventories, lower investment, faster turnover. 
THESE FAMOUS PRODUCTS MAKE UP 


SsIRCO STOCK 


. ' Reynolds Aluminum Durall Screens 
only the best grade of nationally advertised Building Products Georgio-Pacific Plywood 


Follansbee Terne le-"K’’ Cotten 


building materials and metal products. Check Carey Asphalt and Insulation 


Ashestes Products Columbia-Matic Screens 


And you can be sure of customer satisfaction 
and repeat business, because SSirco carries 


the list at right for some of the famous names a Shakertown Cedar Shingles 


, 7 « General Flush Doors 
that will help maintain your reputation for Shentdeven Gekteet Atlas Flush Doors 
Milcor Steel Products 
top quality products. oh Veri-Pitch Louvers 


Insulite Insulation Hamlin Ventilators 


EZ-Way Steirwoys 


Celotex Insulation 


r - Board Products Anaconda Copper 
Fine products at prices that leave you a good Flintkote Products SSirco Stee! Roofing 
7 : : Nu-Wood Insulation and Building Products 
margin of profit plus a new high in prompt Board Products Barclay Plastic-Coated 
Masonite Hardboords Paneling 


delivery is the SSirco combination that adds Upson Panels Superior Metal Trim 
Asbestone Asbestos Leslie Louvers 


up to sales and profits for you. Products Alsynite Translucent Panels 


FOR A NEW HIGH IN ALL 3—QUALITY, PROFITS, AND DELIVERY 
MEG —WRITE OR CALL YOUR NEARBY SSIRCO WAREHOUSE 


yw SOUTHERN STATES 


™ _ IRON ROOFING COMPANY 








There's 


no substitute = 
for Opal! 


Here’s the finest insect wire screening on the market! 








Exclusive Multi-Strand edge makes galvanized Opal lie flat, 
fit smoothly. Your customers will prefer its precision-made 
uniform mesh. Watch sales soar with this winning combination... 


Opal, Aldura Aluminum and Liberty Bronze. 


NEW YORK WIRE CLOTH 
COMPANY 


63 Park Street, New Canaan, Conn. 
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You can't fool a fly fisherman with second-rate tackle. You'll find your 
selling a lot easier with South Bend for it gives fishermen everything they 
ire looking for in rods, reels, lines and lures. Be ready see your jobber 


and complete your stock nou 


~ 


OREN-O-MATIC* FLY ROD REEL LINE YOU CAN TRUST 


Unmatched performance made this Excel-Oreno Fly Line is famous for 
the most popular automatic fly rod the way it “shoots,” floats and 
reel made. Silent. Strips freely. wears. Available in Nylon or silk 
Automatic line brake. Two sizes Bug tapers or double tapers $9.50 
$11 and $11.50. up. Level sizes $2.20 up 


No. 3290 


FISH-FOOLERS 


HOLLOW GLASS 
FLY RODS 

No. 3290 Light, sporty 
t a $22.95 

Others $15.95 to $35 

No. 3024 Ii 

TROUT-ORENO® Ever CALLMAC * BASS BUGS CORK-N-HAIR FROG ta pic 
pular. 1/10 oz. 85¢ Six patterns. 85¢ Won't wa Se " $35. Others trom $19.95. 


eee wy $2 > 


TRIX-ORENO SUPER-DUPER New z 
75< sweeping act 50 
other fly rod 


NEW TRADE CATALOG SOUTH 
" South Bend tackle. I { new bait, fly 
‘ 4 ‘ f HAG e > 


* 





nes. Write tor 


SOUTH BEND BAIT CO., 900 High St., South Bend 23, Indiane Tetons LP? “Seas Y 


‘4 RG 











—_ , till 10¢ 
Evercltte still ton quality 


The Gray still maximum profit 
Plastic Pipe 
Triple-tested —by U.S: Testing Labs, by 
Tip-Top Quality Control Lab, by millions of 
] pleased users. OK 10¢ adhesives sell fast because 
that they're tops in eye appeal and value. 
. They bring fast repeat sales because they’ re 


tops in quality. Colorful tubes, compact displays 
bring easy pick-up sales. 


ideal for: 
Jet Pumps 


Wells 
Irrigation OK HOUSEHOLD CEMENT 


Assures permanent bond to glass 
General Cold Water Use china, fabrics, plastic, wood 
leather. Crysta!l-clear, all- 
purpose sure-holding 
cement 


. No. 1297 —3-WING DISPLAY 
Bettis Everlite is made y Holds 12 tubes. Can be sepa- 
: rated into 3 individual panels 


entirely of virgin polyethylene it will last longer 


and withstand greater pressures than pipe of 
reprocessed material. Its long length (coils 
up to 400 feet) means a minimum of fittings ‘(om 

and makes it easy for the farmer himself to we) 


install. Ten sizes. Fully guaranteed. Don't 


risk your reputation with a cheaper plastic OK LIQUID SOLDER 
pipe. Get Everlite Repairs leaks in plumbing, ra- 
diators, tanks. Makes speedy 
powerful bond to metals 
wood, glass, tile, etc 
Water-proof, gasoline- 


a proof, quick-drying — 
FB: 7 72. j . No heat necessary ‘ “> : 
ad CORPORATION Lasts indefinitely No. 1296 —3-WING DISPLAY 


Holds 12 tubes. Can be sepa- 
rated into 3 individual panels 





P. O. Drawer 9365 
Houston 11, Texas 
Telephone YUkon 5401 


~ OK MODEL CEMENT 


Send . - 
Coupon Bettis Corporation —Dept. S.H. Specially developed for model 
builders, hobbyists, crafts- 


Now P. O. Drawer 9365 
H con: WR. Vanes men. Quick-drying, fast-and- » 
ous ' sure setting, crystal- 





literature clear. Jumbo size tube 


Please send me free 
with nozzie tip 


about Bettis Everlite. 


Name 
No. 1298 — SELF-SERVICE DIS- 


Company 
PLAY CARTON. Holds 24 tubes 


Address 
City State OK -another famous line by TIP-TOP 
My pipe jobber is a. write today for details, samples 

PRODUCTS CO. Omaha 2, Nebraska 
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TURN PAG 


K We ANOTHER 


© 
- 
a4 - 
18 INCH HANDY TOOLS Y i4 MAKE HANDYMEN DUAL BLADE 


FINE TOOTH HAND SAW yy WEST OF SAWS 








Precision Saw Kit... FOR FINE FINISHING WORK 
Another Great RoékwéllPromotional Deal 


... fo? MATIONAL HARDWARE 
WEEK ONLY! 








Subsidiar f ROCKWELL 
Rockwell Tools, Ime. 220000006008. 
1314 Kinnear Road Columbus 8, Ohio Pittsburgh, Pa 


JOO Years of Fine Quality Saw Maki ing 





—_ —_— 


TURN PAGE FOR 


© Makes Circular Saw into MULTI-PURPOSE Tool 
DELTA Moulding Cutterhead and Knife Set 


PICTURE FRAMES, TABLE 
EDGES, BEAUTIFUL DECORATIVE 


SHAPES on a circular saw! 


Real sales appeal PLUS practical value, 
PLUS attractive display packaging all 
combined to make this big DELTA Hard- 
ware Week Special a fast moving profit Display Packaged as illustrated 
builder. Packed in individual shipping car 


fons 


FITS ANY STANDARD 8” or 10” CIRCULAR SAW 


The Delta moulding cutter head and knife set makes it 


_ possible for the circular saw owner to make beautiful picture 


frames, and the decorative shaped edges that give a home 
project that professional look. He can make dowels, do his 


interior millwork, too. 


Not only is every circular saw owner a prospect—but this 
set will help to sell circular saws to the beginner who doesn't 
realize saw’'s versatility. There are many additional sets of 
. >, knives for later sales, giving your customer an unlimited se 


lection of moulded shape 


The fast-moving turnover will ring your cash register profit- 


ably and often! 


In stock at your wholesalers NOW! 


DELTA POWER TOOL DIVISION 


Reckwell MANUFACTURING COMPANY 


rT) 20 
Uitference 630P NORTH LEXINGTON AVENUE «+ PITTSBURGH 8, PENNSYLVANIA 


DELTA POWER TOOLS Another & Product 





Tle aint gonna 
_get away/ 
5 zi 


y) 












































DON’T LET CHAIN CUSTOMERS GET AWAY. 


Sell McKAY CHAIN .. . the complete line that 
offers ‘‘a chain for every use.’’ Dealers report 
increases up to 600% after installing the McKAY 
“Silent Chain Salesman.’ Write for full details. 


THE McKay COMPANY 


442 McKAY BUILDING - PITTSBURGH 22, PA. 


Since 1681 
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REVERE 


FOR wn smal canes oA 


oS A 


|-qt. Sauce Pan 1%-qt. Sauce Pan 2-at. Souce Pan 3-qt. Seuvce Pan cup Drip Coffee Moker 
No. 1401 No. 14014 No. 1402 No. 1403 No. 1598 


6-in. French Chef Skillet 
No 1446 


4-qt. Souce Pot 
No. 1424 


2“ -at. Pistol Grip Whistler 
No. 270) 


B-in. French Chef Siillet 
No. 1448 


6-at. Sauce Pot 
No. 1426 


3-qt. Pistol Grip Whistler 
No. 350!1C 


10. in. French Chef Skillet 
No. 1450 


8.qt. Sauce Pot 
No. 1428 


\ sea 


|-pt. Handy Pan 
No. 921 Set of Two 


12-in. French Chef Skillet 
No. 1452 


_ 


4-qt Boil Handle Kettle 
No. 1434 


rms 


l-qt. Handy Pan 
No. 922 


Revere Breakfast Unit 
No. 1488 


=, 


/ ‘ 


6-qt. Bail Handle Kettle 
No. 1436 


2-qt. Handy Pan 
No. 923 


STAINLESS STEEL 
MIXING BOWL SET 


STAINLESS STEEL 
HANDY PAN SET 


5.qt. Teo Kettle 
Solid Copper 
Nicke!.Chrome Plated 
No. 15 


SEE REVERE'S 
“MEET THE PRESS” 


A hanging rack comes with this Revere Mixing 
Bow! Set. Standard Revere quality dent-resistant 
SUNDAYS 2 Pes. 1-Pt. Handy Pan with cover stainless steel construction. Each Bow! has exclu- 
1 Pe, 1-Qt. Handy Pan with cover sive Revere “easy-arip” ring. Set consists of 

1 Pe. 2-QOt. Handy Pan with cover 1-Ot. Mixing Bow! +-On. Mixing Bow! 

No, 924 No. 914 2-t. Mixing Bow! Mixing Bow! Rack 


Set priced lower than utensils purchased 
individually, Set consists of: 


ON NBC TELEVISION, 
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REVERE RACKS 


23 promote the sale 
ts of all Revere Ware 


1%-aqt. Double Boiler 2-at. Double Boiler 
No. 1442 


1%-pt. Double Boiler 
No 1/144)! Ve) 
8-cup Percolotor 
Utensil Rack of stainless steel with four adjust. 


No. 1440 
6 cup Percolator 
No. 15186 
able hangers. Holds four utensils and covers 


Egg Poacher inset Alone 
No 1515 No. 1516 
Neo. 172 


—<- 


== 


ey) 


8-at. Bail Handle Kettle 6-qt. Dutch 1-qt. Mixing Bow! 
No. 1438 No 5 No. 90! 


. ” 
Ly 4 
" 1 tensil Rack of «tainless steel with four adjust 
able hangers. Hold« four utensils and covers 
. No. 1721 


2-qt. Mixing Bow! 4-qt. Mixing Bow! 6-at Mining Bow! 
No. 902 No. 904 No. 906 


Oven 
65 


BEGINNER'S 
SET 


Set priced lower than utensils purchased individually. Set consists of 
1-QOt. Sauce Pan with cover 
1'4-Qt. Sauce Pan with cover 
6-in, Skillet with cover 
No. \-20 No. 1720 Utensil Rack 
DeLuxe Shelf Kack of stainless steel with 
REVERE COPPER AND BRASS INCORPORATED ten adjustable hangers. Three cross rods 
ROME MANUFACTURING COMPANY DIVISION, ROME, N. Y. meant eng emer mea ere, 
No. 1722 


ROME, NEW YORK CLINTON, ILLINOTS RIVERSIDE, CALIFORNIA 
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This 3-WAY deal 


V Check These Questions! 
If you can answer “yes” to most 
of them, you—and your com- 
pany — are doing a needed job 
for the National Blood Program 


sell the best bolts 


ployees time off to make 
blood donations? 


Has your company given 
any recognition to donors? 


Do you have a Blood Do- 
nor Honor Roll in your 
company? 


Have you arranged to have 
a Bloodmobile make regu- 
lar visits? 


save time in ordering 


Has your manageme en- 
dorsed the local Blood 
Donor Program? 


catalog N0. a) 


Have you informed your 
employees of your com- 
pany’s plan of co-opera- 
tion”? 


Was this informatien given 
through Plant Bulletin or 
House Magazine? 


reduce 
handling costs 


Have you conducted a Do- 
nor Pledge Campaign in 
your company? 





Have you set up a list of 
volunteers so that efficient 

t i i ; P : li ‘a > g > f 
Only Buffalo Bolt gives you this combination of quality bolts, plans can be made for 
: , scheduling donors 


it (8 fF oo) i 


a concise and complete catalog, and clearly labeled sturdy cor- 
rugated board Handy-Pack containers. What's more, prices are Remember, 
: , . . oh > t d may mean the dif- 
no higher than for ordinary bolts in ordinary cartons. That's pint of blood may n 

’ ference between life and death 


why it makes sense to order, stock and sell Circle bolts. for any American the need 
for blood is urgent! 


BUFFALO ~:~ 


CALL YOUR 


BOLT con PANY RED CROSS TODAY! 


Division of Buffalo-Eclipse Corporation NATIONAL 
North Tonawanda, N. Y. BLOOD PROGRAM 
Sales Offices in Principal Cities 


as long as a single 











PRODUCERS OF CIRCLE @ PRODUCTS — BOLTS ¢ NUTS © RIVETS AND SPECIAL FASTENERS 
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NEW NO. 2370 NEST OF SAWS— 
A SENSATIONAL VALUE AT ONLY 


Here is a brand-new Millers Falls moneymaker — offered at a special 
low price for Hardware Week only. 

A younger brother to the famous, fast-selling No. 725 Nest of Saws, 
it has the same mass sales appeal. Homeowners, farmers, craftsmen, 
hobbyists, mechanics, service men —even housewives are good prospects. 

Its sturdy, pistol-grip handle gives excellent control. The blades are 
reversible for cutting into corners. Three blades are supplied — medium 
and fine tooth for metal, coarse for wood. Mounted on a colorful dis- 
play card, it’s a real eye-catcher that sells itself. 

In every way, it’s an amazing value—a natural, high-volume impulse 
item with tremendous potential. Order a generous supply from your 


wholesaler and cash in on this salesworthy new Millers Falls cool. 


No. 2370 Nest of Saws 

carded complete with Length Packed 
1 woodcutting, 1 medium and Overall 12 cards 
1 fine metalcutting blade 10” to a box 


RETAIL 








POWERFUL SALES AID 
TO HELP YOU CASH IN 


9,115,253 ADVERTISEMENTS in the 
Hardware Week issues of the 
Saturday Evening Post, Country 
Gentleman, Popular Mechanics 
and Popular Science Monthly are 
scheduled to pre-sell millions of 
customers for you. 


STORE PENNANTS featuring the 
No. 2370 Nest of Saws will be in- 
cluded in all irha Hardware Week 
Store Decorating Kits, which are 
being supplied free by the NRHA. 


NEWSPAPER MATS for use in your 
own store advertising are avail- 
able on request from the factory. 





Regular Special Hardware Week Prce*b2£ a dozen 


Selling Price 
$900* q doz. 


*Prices slightly higher 


Special Hardware Week Cost 52 a dozen 


nove: Your Protit 334% °2.76 


MILLERS FALLS COMPANY, GREENFIELD, MASSACHUSETTS 
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COMPLETE SELECTION! 


There's an Allenco sprinkler or hose accessory for Whe 
te 
every purpose, every purse. raed Your Watering Mood 
) " " 
=e Seal for it is ja 
PRESOLD! 


M ALLENCO dine 
Allenco watering-tools—more than any other—are 


presold to your customers by advertising. 
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Established 1887 


W. D. ALLEN MANUFACTURING CO. 
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— FEDERAL Government is spending your money 
at the rate of about $2,500 every time the clock 
ticks. That is approximately the amount to be paid 
in federal taxes this year by a man, with a wife and 
two children, earning $12,000 a year. 

The Federal Government is collecting taxes from 
you at the rate of more than $2,200 every second of 
every day and every night. The per capita income in 
this country now is estimated at about $1,700 a year 

The Federal Government is adding to our federal 
debt, through deficit spending, at the rate of more 
than $300 a second. 

Federal expenditures in this fiscal year which end 
next June 30 will total nearly $80 billion. Federal 
revenue will not exceed $69 billion. 

This kind of deficit spending has been going on for 
au long time. In 21 years the federal budget has been 
balanced three times. A new generation has reached 
its majority under federal deficit financing. 


When Is Insolvency Apparent? 


In view of these facts one might well ask himself: 
When does a Democracy become insolvent? In a sys- 
tem such as ours, when and how does national in- 
solvency manifest itself? 

There probably will be no milestone to mark the 
crossroad, but there are some who may conclude that 
a Democracy is approaching insolvency when: 

(1) We are unable to pay current costs of govern- 
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om Demands a 


By HARRY F. BYRD 


ment over a prolonged period with taxes short of con 
fiscation and diminishing returns: and 

(2) When the constant cheapening of the dollar 
is a result of these conditions 

In our short-of-war status, federal taxe raised 
three times in one year—did not meet expenditures 
last year, and expenditures will exceed revenues by 
more than ten per cent this year. The dollar is now 
worth 53 cents. 

The best tax experts in the country have testified 
that taxes are already so oppressive they cannot be 
maintained at present levels for more than a tempo- 
rary period 

Each new deficit is being piled upon a federal debt 


FEDERAL DEBT 


SOURCE: U. S. TREASURY 
1869 ff s2.2 BILLION 
( 


Sheer Ciel War) 


1919 I 525.2 BILLioN 
( After World Wart) 
1929 EE +166, suzion 
19) I 309 51.1108 
(Pre-W orld War ii) 


Smith Publishing Co., 


Atlanta, Ga 
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In this article the nation's long-time leading 
exponent of governmental economy points to the 
desperate need of cutting federal spending and 
balancing the budget. This is No. 2 in a series 
on problems of business and government, written 
exclusively for the W. R. C. Smith publications. 












IUustration from 
U. 8. Chamber of 
Commerce. 


Solvent America 





United States Senator from Virginia 


already greater than any other nation ever dared 
create. We went into World War I with a federal debt 
of less than $1 billion; we went into World War II 
with a federal debt of less than $50 billion. We started 
this new deficit financing era with a federal debt of 
more than a quarter of a trillion dollars. 

If the integrity of the United States is to be main- 
tained—if we are to remain solvent—we must finance 


the new debt created by current deficits at the same 


time we are paying off the old debt obligations which 
are now coming due. This must be done whether the 
debt was incurred for war or peace. 

With characteristic deception, the Fair Deal econo- 
mists have been telling us for years that there is 
nothing wrong with a huge federal debt so long as 
we owe it to ourselves. But when pay day rolls around 
we find that we owe it to ourselves in the war bonds 
we hold, in our bank savings against a rainy day 
which are invested in the federal debt, in the insur- 
ance we bought for the protection of our families 
which is invested in the federal debt, and in the social 
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THE AVERAGE FAMILY’S SHARE 
OF THIS DEBT IS $5,860 







SENATOR BYRD has rendered distinguished service to 
his country as a member of the Senate since 1933 
Prior to that time he was governor of Virginie. He 
is Chairman of the Joint Congressional Committee 
on Reduction of Nonessential Federal Expenditures 


security taxes withheld from us against our old age, 
which are invested in the federal debt 

We find some ten per cent of the taxes the Federal 
Government takes from us goes to pay ourselves in- 
terest. What would happen if we should find that this 
debt the Federal Government owes us couldn't be met 
when it comes due; if we couldn't finance it, or if we 
couldn't pay the interest? 

It is the federal debt that stimulates inflation. It is 
the federal debt that may impair our personal secur- 
ity. The federal debt is a vital factor in the security 
and preservation of our form of government and the 
freedoms for which it stands 

Democracy can not survive insolvency. Neither can 
our free enterprise system. Without the productive 








$259.0 BILLION 












capacity of our free enterprise system we can not hope 


to deter or resist Russian aggression 


Control Pattern Breaks Down 

Our alternative to free enterprise is socialism. A 
trend toward socialism is inherent in continued deficit 
spending, increasing debt, and the resulting economi 
and social dislocations, including inflation and mount 
ing taxes 

These factors create demands for controls. Control 
require more controls, and finally the pattern be 
comes so intricate that it breaks down in confusion 
Prices rise and inflation spirals 

There is demand for additional taxes to halt infla 
tion, and finally taxes reach a point of diminishing 
returns, suffocating the profit incentive of our free 
enterprise system in the process 

Then comes the temptation to increase socialism all 
along the line, including the necessities of life such as 
food, housing, medical care, and finally the sources of 
livelihood—-business and agriculture 

Socialism, itself, is destructive of all the things that 
have made our country great. But socialism require 
controls. Controls lead to centralization in Washing 
ten. Corruption is invariably a product of centraliza 
tion of purse and authority. This combination can lead 
only to moral and economic decay 

There are those who have been contending that 
st.ch are the conditions facing the new administration 
which is taking over direction of the Federal Govern 
ment in Washington 

We can continue down the road to state socialism 
and ultimate disaster, or we can strengthen and re 
vitalize the free enterprise system with solid fiscal 
policies and go forward, with our head high, as the 
leader of those who have the will to fight for freedom 
and independence 

I do not concede that either Democracy or free en- 
terprise, or any other American freedom, has run the 
course of its usefulness in the world. They have been 
worth fighting for in the past against both economic 
and military challenge and I do not concede that they 
were any dearer to those who have fought for them 
before, and won, than they are to us today 

But, frankly, we are faced with a federal fiscal 
crisis. Unless we meet it with courage, we can expect 
continuing deterioration of our currency and credit 
and consequently the destruction of our form of gov- 
ernment, our free enterprise system, and all the free 
doms for which they stand 

What are the alternatives facing the new adminis 
tration at Washington” 

1. More taxes. Taxes are already perilously high 
Diminishing returns in both revenue and production 
would be the certain result of more taxes 

2. More deficit financing. Besides the problems of 
financing and managing a debt of more than a quarte 
o! a trillion dollars and all the other treacherous as- 
pects of debt, more of it is bound to generate more 
inflation which in itself will further undercut what 
little financial and economic stability there is left 

Only the Federal Government can spend in un- 
limited amount. It alone determines the value of 
money and the extent of credit, because it alone is 
empowered to do so. When we think of the federal 
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dcbt we must remember that a federal bond is not 
imply a loan to the Federal Government on which | 
pays interest. It is a first mortgage on all we own 

3. Reduction in nonessential federal expenditures 


This of course is the only safe, sane, responsible and 


? 


constructive alternative 

The most inflated thing in America today is the 
Federal Government. Big government costs big 
money 

Of course, it is absolutely necessary that our mili- 
tary defense should be made impregnable and our ef- 
forts toward this end must be supported to the hilt 
sut the military is the most wasteful segment of ou! 
government today. More efficiency through which we 
would achieve more defense for less money is the 
first requirement of the new administration 

3eyond this, we must purge the federal budget of 
every nonessential expenditure. In the first quarter of 
the current fiscal year federal expenditures exceeded 
those for the same period last year in the following 
categorie Agricultural Research Administration 
Farmers Home Administration, Forest Service, Pro 
duction and Marketing Administration, Soil Conset 
vation Service, Civil Service Administration, Publi 
Roads, Economic Stabilization Agency, Civilian De- 
fense Administration, Office of Education, Social Se 
curity Administration, Public Housing Administra- 
tion, Labor Department, postal deficit, State Depart 
ment, TVA, Coast Guard, Internal Revenue Bureau 


and interest on the debt 


Federal Payroll Expands 
In the first quarter of the current fiscal year there 
were 2,495,519 civilian employees in the Federal Gov 
ernment. This was more by 76,000 than were em 
Among 
the agencies showing substantial increases were the 
Post Office Department, Civil Service Commission 
General Services Administration, TVA, State De 

partment and the military establishment 
The federal budget must be balanced immediately 


ployed in the same period in the year before 


through reduction in nonessential federal expendi 
tures, and then we must move to reduce taxe if we 
are to restore fiscal stability to the United State 
Government. Financial soundness is the heart of the 
American system from which our social, economi 
and military flows 

We are the last free area in the world. If free ente 
prise democracy in the United States is not pre 
served, there will be no source of support and rein 
forcement for either ourselves or our allies 

With no intensification of the war situation, reduc- 
tion in the federal expenditure level of the current 
vear by $10 billion without impairment of our secur- 


itv is possible, despite existing commitments and legal 


requirements. This would virtually balance the fed- 
eral budget. Within the next two years, under cur- 
rent military requirements, efficiently administered 


reduction in the current spending level of $15 billion 
should be achieved, thus affording some relief from 
the present burdensome tax impositions 

This can be done only by courageous and sympa- 
thetic action by the new president and the new con- 
gress. This must be backed up by every citizen. Other- 


wise, it would be too much to expect 
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BARCALO 
BUFFALO 






No. 846 BARCALO SLIP bese PLIERS 


h Diamond k 
61>” long. Chrome plated with polished 
faces. Pkgd 12 per box Weight i Ibs. 4 oz. 
per box 
VERY man who lives in a house (and most of them do) wa 
prospect tor not one pai ot Barcalo pliers, but two. \ pai 
tor the basement work shop ind a pam for the warage...o1 
ste. 848. $14” lonz. Chrome kitchen. That's the smart way to sell ‘em, because you get a 
plated with px ao faces. Pach faster turnover and a better profit The smart way for you to 
ized’ i per Dox cient ; a 
ner bos buy ‘em is to always insist on Barcalo. Barcalo Pliers are drop 
torged from special analysis tool steel, and scientifically heat treated 
to insure Customer satisfaction for years. Barcalo Ship Joint Pliers 
No. 848. long. Chrome plated 
with polished faces. Package have slim noses for work in confined places. Handles designed to 
r box ht | r be 
nm Wi pe . give added leverage. Diamond knurling provides surer grip. 
g g | 


No. 8410. 10° lon Chrome 


pend wiih eee: (20, Pc UP ers 
at S10 cal Plie ¢ now! 


BARCALO MANUFACTURING COMPANY, BUFFALO 4, N. Y. 
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Production and Sales Soar 
to High Level as 1953 Opens 


BUSINESS, GENERALLY, will enter 
1953 with the most favorable 
political atmosphere within the 
memory of many of today’s retail- 
ers. At the same time, virtually all 
business indicators point uniform- 
ly upward and the outlook is for 
a continued rise in business volume 
to at least mid-1953. 

Government spending continues 
to expand along with business and 
consumer spending. Assuring high 
activity for the months ahead are 
factory orders which continue to 
pile up. On November 1, backlogs 
of orders amounted to more than 
$75 billion, more than $71 billion 
of this for durable goods. 

Meanwhile, non-farm employ- 
ment is at record levels and in- 
come in the fourth quarter after 
taxes and normal savings was at an 
annual rate of more than $222 bil- 
lion, a substantial boost over the 
1951 period. 

Personal saving continues at a 
high rate though a bit under the 
9.1 percent of income after taxes 
during the latter part of 1951. 
Though high savings mean less 
spending the purchasing power is 
there as a bulwark against any 
sharp recession. 

However, consumer credit—on 
the rise for a number of months 
is causing the Federal Reserve a 
little concern. Consumer credit 
outstanding reached $22.3 billion 
in October, 14 percent above a 
year earlier. Installment sales of 
automobiles accounted for much 
of this expansion in credit. Regula 
tion W, the control over consumer 
credit which was lifted last May, 
cannot te reimposed without Con- 
gressiona! action. 

Though the nation’s economy is 
in sound shape as it heads into the 
new year, one problem may cause 
the new administration some head- 
aches. Farm prices received have 
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been dropping at a faster rate than 
prices paid by farmers. As a re- 
sult, net farm income is in a down 
ward trend 


Decline in Prices 
Received for Cotton 


THE PRICE OF cotton showed a 
rather steady decline during Oc- 
tober and the first half of Novem- 
ber, according to the Department 
of Agriculture. From October 15 
to November 17 the average price 
for Middling 15/16 inch cotton at 
the 10 spot markets declined 2.22 
cents per pound. Prices received by 
farmers for American upland cot- 
ton showed a parallel movement, 
declining 2.72 cents per pound 
from mid-October to mid-Novem- 
ber. 

The price decline has been as- 
sociated with the increased supply 
of cotton in relation to disappear- 
ance. The total supply for the 
1952-53 marketing year is esti- 
mated at 17.7 million running 


bales, 300 thousand bales larger 
than the supply a year earlier 
However, disappearance in the 
1952-53 season is expected to be 
around 800 thousand bales smaller 
than a year earlier. 

According to the Department of 
Agriculture this indicates that the 
carry-over on August 1, 1953 will 
be in the neighborhood of a million 
bales larger than the 2.7 million 
on August 1, 1952. 


* 


Dip in Farm Prices; 
Parity Ratio Lower 


LOWER PRICES for meat animals, 
cotton, fruit and corn dropped the 
Index of Prices Received by Farm- 
ers as of November 15 by five 
points (two percent) from a month 
earlier according to a report from 
the Department of Agriculture. In- 
creases in prices of commercial 
truck crops, feed grains, and poul- 
try and eggs partially offset the 
effect of these declines. 

During the same period, the In- 
dex of Prices Paid by Farmers 
dropped one point. This decline re- 
sulted from lower prices for feed- 
er livestock, feed, food, and items 
bought for household operation 

(Continued on page 77) 
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Wholesale Hardware Sales and Inventories 
(From U. S. Dept. of Commerce Monthly Report) 
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Now, seven companies with 

483 years of experience in 
manufacturing sporting 

goods, announce the forma- 

tion of the new Sealand. 

family. Their names and their famous 
products are known and respected by 
millions. 


And from now on, one trade-mark — 
Sealand. — will be a symbol of qual- 
ity and value that will influence the 
buying habits of millions. The new 
Sealand. trade-mark will make more 
and more consumers prefer these popular 
products than ever before. 


Watch for your Sealand. sales repre- 

sentative. Let him tell you more about 

what's in store for you and what the 

Sealand_trade-mark can mean to you. eee MILLIONS OF | 
NEW USERS | 


EVERY YEAR! 
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Sealand: 


UNION HARDWARE COMPANY . 
BRISTOL HORTON, .INC. - 
RAIN- BEAU PRODUCTS COMPANY ay 
THE SPRINGFIELD COMPANY 
JOSEPH T. WOOD COMPANY 
THE T. H. WOOD COMPANY 


JILIIHLVY © STIVELIOS 


SJOHS 


FISHING RODS e FISHING LINES e 
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Plymouth Opens New 
Plant in New Orleans 
THE 
new 
Drive, 


PLYMOUTH CORDAGE Co.’ 
plant at 600 Pontchartrain 

New Orleans, La wa 
called “a tribute not to the 
pany but to the South and the 
people who have made the South 
great,” by Plymouth President 
Edwin G. Roos at formal opening 
ceremonies on December 12 


com 


a 
Charles H. Babington 


The called one of 
the most existence 
Under the supervision of Plant 
Manager Paul Krueger, approxi 
mately 120 people are employed 
for the manufacture of rope, tying 
twine binder and baler twine 

Situated on a 2l-acre site eight 
miles west of the center of New 
Orleans, the plant 150,000 
square ieet of floor and in 
addition to the manufacturing mill 
the facilities include a warehouse 
for raw fiber and another for the 
finished product. A fourth section 
of the plant houses the machine 
shop, boiler room and emulsion 
room where chemical treatments 
for rope and twine are developed 
Plymouth’s South District Sales 
Office formerly located at St 
Charles Avenue is now located at 
the new site and continues unde: 
the management of C. H. Babing 
ton 


new plant i 


modern in 


has 
space 
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Convention Plans Announced 
By Wholesalers, Manufacturers 


THE ANNUAL JOINT convention of 
the Southern Wholesale Hardware 
Association and the American 
Hardware Manufacturers Associa 
tion will be held in Dallas, Texas 
April 19 to 23, 1953. Formal an 
nouncements of the convention 
were mailed by both 
to thei on December |! 

Commitments have been ob 
tained for what should be an 
ample supply of hotel rooms fo: 
the convention—a total of 1280 
all with bath and practically all air 
conditioned. Of this number the 
two leading Dalla hotels, the 
Adolphu and the just 
across the street from one another 
will furnish at least 850 rooms 

The Dalla hotels from 
which commitment 


association 


2 
) 


members 


juke 


other 
have 
been received, all within a few 
block of the Adolphu and the 
Saker, are Southland, White-Plaza 
Travi Whitmore and 
Jefferson 

Convention headquarter 
at the Adolphus 
The advance 
will 
the 


room 


Laurence 
will be 


registration plan 


again be used and copie 


advance direc 


registration 


tories will be available on Sunday 
which time 
registrations will 
of the two as 


morning, April 19, at 
the on-the-spot 
tart for members 
sociations 

First business sessions will be 
held on Monday, April 20, with ad 
on Thursday, April 23 
completion of a 
Adolphus 


journment 
The recent 
large addition to the 
makes it possible to house this 
convention in Dallas—the first 
time the convention has been held 
in the Southwest since 1942, when 


New Orleans was the site 
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Guaranteed Products Now 
Shox-Stok, Inc. ....... 


GUARANTEED PRODUCTS Inc 
Wellington Ohio announce " 
change in its firm name, effective 
October 1, 1952, to Shox-Stok, Inc 
The the 
name Guaranteed since 
1938 W ide 
ceptance of the trade name 
Stok identifies the 
pany controllers 
brought about the change in name 


operated under 
Product 

and ac- 
Shox- 
com- 


firm has 
popula! ity 


which 


electric fence 


Bird's eye view of the New Orleans plant of Plymouth Cordage Co. at 600 
Pontchartrain Drive. Company's Southern District sales office also will be 
located at the new address 
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HURRY. . . MAKE EXTRA SALES 


with this NEW STANLEY SCREEN HARDWARE DISPLAY 


Get this new and colorful Stanley 
Merchandiser with actual hardware items 


mounted. It is yours free of extra cost with a 
$30.00 (dealer price) order for any Stanley STA N LEY 
Screen Hardware. Get set for spring sales... 

Off 


order from your distributor today. 








Reg. U.S. Pat 


SEND FOR FOLDER AND NEWSPAPER MATS 
THE STANLEY WORKS, NEW BRITAIN, CONNECTICUT ® HARDWARE © TOOLS © ELECTRIC TOOLS © STEEL STRAPPING © STEEL 
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INDUSTRY NEWS 


Morrison Named Head of 
Animal Trap Sales ..... 


Davip S. Morrison has been 
elected vice president in charge of 
sales of the Animal Trap Company 
of America, Lititz, Pa. The an- 
nouncement was made by Chester 
M. Woolworth, president of the 
company, following a meeting of 
the board of directors. 

Mr. Morrison joined the Animal 
Trap Company in 1939 as sales 
representative in the Eastern ter- 


David S. Morrison 


ritory. He was later transferred to 
the Southern area. In 1943 he was 
named assistant sales manager 
and was elevated to position of 
sales manager in July, 1948. 


o 


Colorado Fuel & Iron 
Purchasing Roebling . 


A WHOLLY-OWNED subsidiary of 
The Colorado Fuel and Iron Corp 
has contracted to buy all the manu 
facturing business, plants and in 
ventories of John A. Roebling’s 
Sons Co. The announcement was 
made recently by Charles Allen, 
Jr., chairman of the board of The 
Colorado Fuel and Iron Corp., and 
Charles R. Tyson, president of 
Roebling. 

The purchase was expected to 
take place on December 31, 1952, 
subject to the completion of de 
tails. 

The Roebling business will be 
operated as a subsidiary of Colo- 
rado Fuel and Iron under the 
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Roebling name. Charles R. Tyson, 
president of Roebling since 1944, 
will continue to direct the opera 
tions of the Roebling plants. 

Alwin F. Franz, president of 
Colorado Fuel and Iron, stated 
that after the purchase of Roebling, 
Colorado Fuel and Iron’s total con- 
solidated sales volume is expected 
to approach three hundred million 
dollars a year. 

Roebling was founded in 1841 
by John A. Roebling, builder of the 
Brooklyn Bridge. It operates plants 
in Trenton and Roebling, New 
Jersey, producing steel wire, cold 
rolled steel specialties, wire rope 
electrical wire and cable and 
bridge products. 


° 


MIRRO Appoints Smith 
New Representative . . 


Jack H. SMITH recently was ap- 
pointed retail sales representative 
by Aluminum Goods Mfg. Co., 
Manitowoc, Wis., for western 
Tennessee and northern Alabama, 
Arkansas and Mississippi. He will 
contact the retail trade for MIRRO 
in this area 

Mr. Smith attended the Uni- 
versity of Kentucky and served 
with the 8th Air Force in England. 
Prior to his new appointment, he 
was floor manager for a large 
restaurant supply house 


Jack H. Smith 


He recently completed a sales 
training course at the company’s 
home office in Manitowoc, Wis. His 
headquarters will be in Memphis. 


SOUTHERN 


(Continued from page 42) 


Whidden to Represent 
Utica in Southeast... 


ANNOUNCEMENT HAS been made 
by Utica Drop Forge & Too] Corp 
of the appointment of Theron D 
Whidden, Jr., Jacksonville, Florida, 
as southeastern representative for 
the complete line of Utica tools 


Theron D. Whidden, Jr. 


Utica management declares that 
the appointment of Mr. Whidden 
as a representative direct from 
Utica is in line with Utica’s sales 
policy of promcting close coopera- 
tion between wholesalers and re- 
tail hardware accounts 

For this purpose, Mr. Whidden 
will make missionary calls on in- 
dustrial and retail accounts, either 
alone or with a wholesaler sales- 
man, to emphasize the factory's 
interest in the Utica tool line right 
through to the point-of-sale. 


am 


Smith to Manage Sunset 
Alabama Plant...... 


SUNSET LINE & Twine Company 
have announced the appointment 
of Pete Hugh Smith as manager of 
their new factory in Florence, 
Alabama 

Smith, veteran employee of the 
firm’s Petaluma plant, is making 
his home in Florence, together 
with his wife, son, and daughter 

The new factory is completely 
equipped to produce the entire 
Sunset line for fast delivery to 
points east of the Mississippi. 
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Safety (1 Important 




















Tapat«co 


leads in Safe 


You bet safety is important. Especially when 
you're selling safety equipment! Will the merchandise 

you sell do exactly what it’s supposed to do for your customers? 
Will it hold up a man in a marine emergency? Will it save his life? 
You can count on it doing just that if it's Tapatco 

For Tapatco spares nothing in time, men, methods and 
materials to make marine safety equipment safe 
When you're selling a product that may be called 
on to save a life, it’s good to know you're \ 
selling the best! Ask your jobber about the \ 


complete Tapatco line, or write us for literature. 


AN EXAMPLE OF TA-PAT-CO SAFETY 


The new Tapatco #8 Sportster Vest is designed to be 
dependable both for you and your customers. The 
buoyant kapok filling is fully-enclosed in vinyl envelopes 
It never touches water because it’s sealed in. The vest 
retains its original buoyancy and dependability despite 
repeated wettings. Covered with green jeans cloth 
Universal size. Packed six to a carton 


THE AMERICAN PAD & TEXTILE CO. 
GREENFIELD, OHIO 





STAY-A-FLOAT BUOYANT CUSHIONS No. 10 SPORTSTER VEST RACING VEST 


T& pate ... You Can’t Buy Better to Save Your Life 
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INDUSTRY NEWS 


Pratt Elected President 
of Samson Cordage Works 


SAMSON CORDAGE Works, manu- 
facturers of braided cotton cord- 
age, announces the election § of 
Lucius G. Pratt as president 

Mr. Pratt 
with Samson Cordage Works fo! 
many well known 
throughout the trade, particularly 
in wholesale hardware circles 


has been associated 


years ard is 


Lucius G. Pratt 


The company’s mills are located 
in Shirley, Mass.; Anniston, Ala.; 
and Icard, N. C 


+ 


Y&T Establishes New 
Lock & Hardware Div. 


THE ESTABLISHMENT of a 
Yale Lock and Hardware Division 
to coordinate expanded operations 
of The Yale & Towne Manufactur 
ing Co. in the lock and hardware 
business is announced by Gilbert 
W. Chapman, president. The new 
division unifies under man 
agement the manufacture § and 
sales, in the United States, of the 
company’s plants producing Yale 
brand locks and hardware at 
Stamford, Conn., Salem, Va., and 
two new plants now under con 
struction at Gallatin, Tenn., and 
Lenoir City, Tenn 

It was also announced by Mr 
Chapman that Leo J. Pantas, gen- 
eral manager of the Stamford 
Division, has been advanced to the 
of general manager 


new 


one 


post 


4% 


of the 


Leo J. Pantas 


new Yale Lock and Hardware 
Division. Mr. Pantas will 
management group that will direct 
the 
the 
ket 
tral organization 

Mr. Chapman described the for 
mation of the new division as part 
of Yale & Towne’s lock and hard 
ware expansion program involving 
a substantially increased volume 
of production, fuller lines of Yale 
locks and builders’ hardware, new 
and centralization of 
and effec 


head a 
manufacturing operations 
plants and that will mar 
products through a cen 


four 
thei 


products 


ales for more efficient 


tive customer service 

Mr. Pantas has been associated 
with Yale & Towne for 17 
Before his appointment last year 
as general the Stam 
ford Division, he was manager of 
the Salem, Va., plant 
for two and before that 
Buffalo plant fo 


years 
manager of 


company 
years, 
manager of its 


four years 


e 


Conner to Manage Texas 
U. S. Steel Division ..... 


John P. Con- 
Texas, district 
manager of United States Steel 
Supply Division, has been an 
nounced by Leslie B. Worthington 
the 
operation of U. S 


APPOINTMENT OF 


nor as Houston, 


president of coast-to-coast 
warehousing 
Steel 

Mr 


who has been in 
sales work for the Tennessee Coal 
and Iron Division of U. S. Steel in 


the Fort Worth area for the past 


Connor, 


SOUTHERN 


(Continued from page 44) 


years, will be in charge of the 
addition to VU. S. Steel 
Supply's chain of 15 warehouses 
The facility, leased from Tennes 
see Coal and Iron Division of U.S 
Steel, is situated at 9500 Clinton 
Road near Galena Park, nine miles 
southeast of Houston, along the 
Houston ship channel. It is sched- 
uled to begin operations December 
1, and will carry complete stocks 
of steel including bars, shapes 
strip and sheets in carbon 
stainless grades 


four 
newest 


plates, 


alloy and 


« 


Ehlenfeldt to Manager 
Round Chain Advertising 


DONALD E. EHLENFELDT has been 
appointed advertising manager of 
Round Chain Companies, in charge 
of advertising and sales promotion 
activities for this nationwide group 
of firms, it is announced by James 
W Dickey 
treasurer 

Prior to 
Companies, M1 


vice-president and 


joining Round Chain 
Ehlenfeldt 
managel for 
Battery ‘o 


erved 
a ales promotion 
the Willard Storage 
Cleveland, Ohio 


Donald E. Ehlenfeldt 


The Round group now includes 
11 companies manufacturing chain 
material handling equipment and 
products. The plants 
located in Bridgeport, Conn.:; 
Trenton, N. J.; Cleveland, Ohio 
Birmingham, Ala.; Chicago, Ill 
Seattle, Wash.: Portland, Ore.; So 
San Francisco and Los Angeles 
(Continued on page 79) 
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...and SEALKOATT 


“PEE-GEE SEALKOATT is the best 
product we have yet discovered 
for sealing hot spots 
in new plaster walls” 








is a great primer-sealer, transparent or pigmented 


SEALKOATT HAS: 


|. Terrific sealing power 


Wait until you see how this new product seals over 
porous gypsum wallboard, spotted-up nail holes, and 
all kinds of dry wall construction! It took ten years to 
develop, but we're sure you'll agree it’s way above 
anything you've used before. 


2. Exceptional film holdout 
A highly important improvement . . . due to the out 
standing self-sealing quality. This solid film-building 
feature results in perfect two-coat jobs, even where 
deep-tone Flat finishes are used over Sealkoatt. 


PEASLEE-GAULBERT 


Serving the South Since 1867 
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3. Superior brushing quality 
The best we've ever seen in any brushing sealer and 
that covers a lot of brushing experience! 


4. Nearly twice the hiding power 


based upon an average of well-known sealers (in 


cluding some previous Pee-Gee products)! 


And just to idd Somme good mensure, new Pee Chee Seal 
koatt has better wet edge, drying power, alkali resistance 
and resistance to top-coat solvents! 


Your customers will thank you for 
showing them the superiorities of 
Pee-Gee Sealkoatt. It's great! 


Sce See 


PAINT & VARNISH COMPANY y 
223 N. 15th Street, Lovisville, Kentucky 





HOW DO YOU 
PRONOUNCE 


Much ? 


Some FOLKS THINK 
DOLLAR BiLLs...AND 
ified ALL CALL US 


OTHE RS T HINK OF CATALOGS 
AND THEY, \W TURN, 


SOME SAY £5 "BUSH' 
SOME SAY Ty “OUTEH, 


BUT IT REALLY 
DOESN'T MATTER... 
RHYME IT WITH “DUKE” 
AND You'LL Say Buch 
THE RIGHy WAY EVER AFTER. 


Honest folks—it doesn't mat- 
ter what you call us—just as 
long as you keep right on 
calling us when you want the 
best in packaged and un- 
packaged Home Wheelbar- 
rows, Heavy Duty Commercial 
Wheelbarrows, Lawn Spread- 
ers and Water Ballast Lawn 
Rollers. 


carrying the load 
since 1868 


MANUFACTURING CO. 
ELIZABETHTOWN, PA. 


J 








WHOLESALER NEWS 





David Nash Passes in 
Fort Worth, Texas .. 


David NaAsH—who, with his 
brother, Charles E. Nash, has op- 
erated Nash Hardware Co. at Fort 


David Nash 


Worth, Texas, for many years 
died in a Fort Worth hospital on 
December 4. The death was quite 


unexpected; for while he had an 
emergency operation about a week 
previously, he was believed to be 
recovering satisfactorily. In fact, 
Charles Nash left for some meet- 
ings in New York a day or two 
after the operation, with the as- 
surance from doctors that the op- 
eration was a complete success and 
that his brother’s complete recov- 
ery was only a matter of time 

One of the best known and most 
popular hardware wholesalers in 
the Southwest. David Nash was 
president of the Texas Wholesale 
Hardware Association at the time 
he passed away. 


* 


“Nimrod™ Roebuck 
Bags the Limit... 


E. LEON ROEBUCK, manager, 
Harris Hardware Co., hardware 
wholesalers in Washington, N. C., 
has ample proof of his powers as a 

(Continued on page 78) 


There's no doubt about the success of this hunting trip. E. Leon Roebuck and 
party display the proof. Left to right: Jim Keel, Ernest Larkin, Ill, Dr. E. W. 


Lerkin, Jr., 


J. Max Roebuck and Leon Roebuck 
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++-no gears to collect can label, 
food particles, dirt, grease or grime 
to contaminate food! 

»++no gears to wear out. Works 
as simply and as easily as the modern 
automatic drive on your car. 


Easy to Keep Clean 


All DAZEY can openers retailing from $2.69 to $6.95 feature the famous DAZEY 
atented, trouble-free angle cutting wheel. Fit the universally accepted 
AZEY wall bracket. Most models swing back against wall when not in use. 

The fine material, construction, and workmanship builds customers’ goodwill and 

increases your saies. Top Quality models priced to sell at retail from $1.49 to 

$6.95 with assured profit markup. 


Sales Unlimited 


Women Know, Women Want DAZEY KITCHEN HELPS 
“DAZEY"— The Original Wall Type Can Opener 





Triple Qw Aluminum 
Ice Crusher 


Super Juicer 











Be sure 


AW 


ts 4 DAZEY 





Manufacturer participating in IRHA Hardware Week April 17 to 25 
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SELL THE FENCE THAT 
HELPS YOU SELL! 


Dixisteel 

Wire and Staples are ad- 
vertised consistently in all 
of these Southern farm 
publications, which your 
customers turn to for in- 
formation: 


Progressive Farmer 
la Grower 
Southern Livestock Journal 
Florida Cattleman 
Coeorgia Farm Bureau News 
Tennessee Farm Bureau News 


W. C. Berry, manager 
of the Fairmeadows 
Farm, Jonesboro, Geor- 
gia, seen with Dixisteel 
Fence which will enclose 
a new pasture. The 400- 
acre farm is owned by 


H. J. Schneider. 


“YOU CAN'T BEAT 


DIXISTEEL FENCE” 


Here's a man who knows what he is talking about. because 
he has put up plenty of Dixisteen Fence and Barbed Wire 
on the beautiful Fairmeadows Farm. breeders of registered 
Aberdeen-Angus cattle. 

As a dealer, you naturally want to sell fence that will 
bring you repeat business. 

DixisTeEEL is that kind of fence. Its superior features 
soon convince your customers that here is a fence that’s 
made right for easy stretching and heavily galvanized for 
long life. 

DixistEEL Barbed Wire and Dixisreer Staples will help 
you meet the complete fencing needs of your customers. 





Fence ¢ Barbed Wire « Staples ¢ Nails 





ATLANTIC STEEL COMPANY + ATLANTA, GEORGIA 
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Guns are never given a minor 
display position in this store. 
They are a year-‘round line that 
receives vigorous promotion and 
intensive selling effort. The store 
accepts trade-ins which, in turn, 
are repaired and sold. At right, 
John J. Hemze, manager and co- 
owner, points out features of a 
shotgun to a customer who will 
also be shown the store's full 
line of accessories 


Year- round GUN PROMOTION 


Given prominent display and vigorous 
promotion, guns account for a $20,000 
annual volume for this hardware store 


By S. W. Ellis 


LAYED prominently and giv 
vigorou promotion — the 
und run and related 
oduce a $20.000 annual 

Massey Hardware C« 
Arkansa and accord 

to John J. Hemze, manage 
co-owne!l gun are the only 
the tore that account for 

ind two profit 

we trade an old gun for 

we make the first sal 

clean, polish, and, if 

epair the trade-in gun 

and sell it at a profit.” 

r, he continued, wants 
newer gun, but the 

when well conditioned 

k demand among new 
youth and people who 

ily occasionally 

! eason of the year are 

guns tucked away or hidden. Al 

though the well-equipped sporting 

Ample space is devoted to outdoor clothing at the rear of the store goods department in this modern 
Customer, here, inspects a coat, later will look at hose, boots, etc ized store carries full displays of 
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fishing tackle and other outdoor 
items, guns are given a prominent 
place in store displays and in the 
windows. Right before the present 
hunting season opened, two win- 
dows were devoted to gun dis- 
plays. Near the entrance an at- 
tractive gun rack was shown, 
with a large sign stating, WE 
TRADE GUNS. The second win- 
dow showed shotguns and rifles, 
ammunition, and a neat sign stat- 
ing that hunting licenses were 
available in the store. 

Guns and allied items account 
for so much volume here, that they 
are spotted throughout the entire 
store, helping to attract attention 
to other merchandise, and selling 
themselves to customers who come 
in for other items. 

The paint display, in the center 
of the store, is typical of the man 
ner in which hunting items en- 
liven unrelated displays. Duck de 
coys rest on the top tier of paints 
“They call attention to the paints 
in the hunting season,” Hemze ex- 
plained, “and they induce painters 
to buy hunting supplies.” 

Outdoor clothing has its own 
important department at the rear 
of the store, where plenty of open 
space is arranged for the customer 
to see the merchandise and to try 
on coats, hunting vests, hose, and 
boots. 

The lay-away plan offered by 
Massey Hardware Co. has helped 
stimulate the sale of guns and re- 
lated items throughout the year, 
and guns are bought most fre 
quently in this manner. A down- 


52 


EP i bane 


EP bbeps Et Rae 


= 


hunting season opens. But often at 
the height of the hunting season, a 
hunter trades an extra gun for a 
new one. 

“If the customer wants to use 
his new gun in a hurry, he pays for 
it quickly,” Hemze said. “We like 
the lay-away plan because it en- 
ables us to serve customers who 
do not have the cash, yet it en- 
ables us to operate on a cash basis. 
We tell the customer that the big 
saving we realize by not main- 
taining a bookkeeping department 
is passed on to him.” 

Reconditioned trade-ins are dis- 
played as carefully as new guns. 
In fact, they are shown right along 
with the new ones, especially 
when they are in first-class condi- 
tion and look attractive. 

“We try to keep every gun in 
stock where it can be seen,’’ Hemze 
“Every gun represents profit, 
trade-in as well as the new 


said. 
the 


‘ weamte we 


MALS Att 


Mast au: 

‘ mer 
. AMEL L 
. 


Special window displays devoted to guns prove a strong attraction for 
hunters. Related items such as the decoys shown in bottom picture are 
scattered throughout the store for added buyer appeal 


payment of 10 percent is required 
and the gun is held until all pay- 
ments are completed. 

In this otherwise strictly cash 
store, sporting goods customers 
who do not have the cash to pay 
for an expensive gun prefer to 
shop and have their purchases 
placed in lay-away because the 
selection here is large and the 
service excellent. 

Trade-ins also play an important 
role in the store’s gun promotion 
Hunters bring in their old guns, 
have them appraised for trade-in 
value, and the store accepts them 
as a down-payment on a new gun. 
These trades go on throughout the 
year. During out-of-season months, 
old guns are traded for new ones, 
to be placed in lay-away until the 


SOUTHERN 


gun. And we know from experi- 
ence that a well-displayed gun 
will sell itself.” 

The gun rack is placed near the 
entrance, so that anyone entering 
the store is sure to see it. A sales- 
man remains near it at all times 
and spends much of his time, dur- 
ing the hunting season, in serving 
gun customers. 

Guns are played up for every 
gift season—Christmas, birthdays, 
Father’s Day, and as gifts for the 
graduate. Hemze uses display ma- 
terial furnished by the manu- 
facturer, and he often devises his 
own. One of his favorite methods 
of highlighting guns is to show a 
single gun, with a sign that calls 
attention to its current utility 

(Continued on page 76) 
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DISPLAYING LIGHT FIXTURES 


a* A COST not to exceed $50 
employees of Philipp’s Hard- 
ware in Dallas. Texas, built a dis 
play fixture with at least five ad- 
vantages. 

It collects at one central point 
all the light fixtures offered for 
sale, displays them lighted and 
displays them mounted as they 
would be used in the home. A 
bank of switches permits focusing 
attention on a few fixtures of one 
type. And firally the display 
creates a bright spot that attracts 
attention to the electrical depart 
ment, without brightness sufficient 
to detract from other displays 

Owner F. W. Philipp, who has 
been a hardware retailer for more 
than 31 years, has stocked and 
sold light fixtures for most of that 
period of his experience. Previous 
ly his light fixture display wa 
elongated, with fixtures strune 
overhead the length of each of two 
electrical counters. This made it 
inconvenient for customers to com 
pare one fixture with another 

When Philipp moved his busi 
ness to a new and larger building 
some miles from the 
he chose to buy a man- 


in a location 
old stand 


...for better sales results 


ufactured display for his light fix 
tures. However, this was not avail- 
able, so Philipp designed his own 
His display fixture consists 
principally of an inverted platform 
supported by four columns, each 
column securely anchored to a 
counter. This inverted platform is 
four by eight feet and its ceiling 
is of embossed 
plywood, finished 


and sometimes five of each fixture 
shown in order to include the en 
tire range of colors produced by 
the manufacture 

“It is necessary 
colors,”’ Philipp points 
cause a customer may approve of 
the fixture style, but color of the 
globe or shade will be displeasing 


extra 
“be 


to carry 
out, 





with flat wall 
paint. The ceiling 
is normal residen 
tial height, or eight 
feet, five feet 
above counters 
This display ac 
commodates a to 
tal of 23 light fix 
tures. One of each 
fixture stocked is 
displayed with ad 
ditional stocks in 
the warehouse at 
the rear Stock 


consist of four 


F. W. Philipp, owner 
of the store, stands 
before his employee- 
made special fixture 
for displaying light 
fixtures. The fixture 
cost but $50 and of- 
fers unique advan- 
tages. Aft left, a 
close-up view of this 
special display 
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I have no idea how fixtures will 
sell in this location. We occupied 
this new store, with a total of 6,200 
quare feet of floor 
last March 

“In the old 
was in business for 31 years, our 
ales of light fixtures were sub 
tantial. I was never one to break 
down departmental sales by per 

(Continued on page 74) 


sales space 


location, where I 
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Facts that will help you se 
ASBESTOS ROOFING 


gence DEALERS who make it 
a part of their operations to 
take care of their customers’ roof- 
ing needs have found their roofing 
departments a profitable and de- 
pendable source of revenue. 
Roofing is an indispensible item 
Whether a structure is new or old 
it must have an adequate protec 
tive covering. When an old home 
or other structure needs new roof- 
ing, the owner must provide it if 
the building is to continue in a 


o-- 


Asbestos-cement roofing  shin- 

gles, because of freedom from 

upkeep costs, are economical for 

farm buildings. Dutch lap shin- 

gles, above, form a large pattern 

which is well suited to large 
roof areas 


Completely fire-safe, asbestos 
cement shingles, right, are sub- 
jected to severe fire test ia an 
underwriter's laboratory. Since 
component substances, asbestos 
fibers and portiand cement are 
incombustible, shingles will not 
catch fire 


By Chester C. Kelsey 


Manager 
Asbestos-Cement Products Ass'n. 


serviceable condition 

A roofing sale, from the view- 
points of both buyer and seller, is 
a good sized transaction. The deal- 
er, therefore, should be in a posi 
tion to advise the purchaser as to 
the type of roofing best suited for 
the purpose 
are, of 
course, a_ variety 
of materials used 
for roofing. Among 
those particularly 
favored in the 
South is the family 
of asbestos-cement 
shingles. They are 
distinguished _ for 
incombusti 
bility and perma- 
nence More 
bestos - cement 
shingles are sold 
in Southern state 
than in any other 
section of the 
country. Louisiana 


There 


: == 
——— 


SOUTHERN 


ranked first in the use of 
followed in or 
and Georgia 


in 1951 
asbestos shingles, 
der by Florida, Texas 
Virginia and Alabama were among 
the first nine state 

An understanding of the 
acteristics of asbestos-cement shin- 
gles will enable the dealer to ap 
the reasons back of thi 
and to do a better job 


char 


preciate 
preference 
of merchandising 
Asbestos-cement 
combining 


hingle are 
made by fibers of the 
mineral asbestos with portland ce 
ment, They have a rocklike compo 
them with ex- 
Although a 

have pro 
for more than 45 
no 


ition which endow 
durability 
shingles 
used 


treme 
bestos been 
duced and 
there i record of any 
ever having worn out. They 
immune to the deterioration which 
ordinarily results from 
posure to the element 

they 


years 


art 


long ex 
They 


olde I 


Prow 
tougher a get 

While appropriate 
ity, they are particularly 
for the South 
temperatures prevail 
where 


local 


well 


for an. 


where high 
and for 
the 
Neither ex 
heat 


sulted 

region atmo 
salt 

and 


coastal 
phere j 
treme 


laden 


vrolonged no! 


1953 


HARDWARE for JANUARY, 





salty air has any damaging effect 
on asbestos shingles. 

The discerning purchaser of 
roofing looks for a material which 
will provide protection against 
fire. In this respect, asbestos 
shingles are entirely satisfactory. 
They contain nothing that will 
burn and therefore are completely 
incombustible. They safeguard the 
roof permanently against the haz- 
ards of chimney sparks and wind- 
borne embers 

Another selling point for as- 
bestos roof shingles is their free- 
dom from expensive repair or the 
need for periodic replacement. 
Since they do not rot or wear out, 
and because no preservative treat- 
ment is needed, maintenance ex 
pense virtually is eliminated 

Asbestos-cement shingles can be 
expected to last for the lives of the 
buildings to which they are ap- 
plied. This permanency factor, 
plus savings in upkeep expense, is 
a further selling point that will 
have special appeal to many cus- 
tomers. 

Most purchasers of roofing will 
be interested in the matter of at- 
tractive appearance. Asbestos-ce- 
ment shingles have a high rating 
in this respect. They are produced 
in a variety of pleasing colors and 
designs, and have been accepted 
for churches, fine homes and other 
imposing structures. Their long- 
range economy, at the same time 
makes it possible for modest 
houses and service buildings to 
have their beauty without ex- 
travagance. 


Types of Asbestos Shingles 


Asbestos-cement shingles are 
made in four basic types—Amer- 
ican method, multiple unit or strip 
shingles, Dutch lap and hexagonal. 

American method asbestos shin- 
gles are similar in size and shape 
to conventional wood shingles 
They make an excellent roof,. but 
since other types are somewhat 
more economical to buy and apply 
they are produced on a compara- 
tively limited scale. They may be 
obtained on order, however, from 
some manufacturers. 

Multiple-unit or strip shingles, 
as the name implies, are large units 
which provide the coverage of 
from two to five standard-size in- 
dividual shingles. When in place 
they give the appearance of Amer- 
ican method shingles individually 
installed. Because of attractive 
appearance and low application 
cost, they are becoming increasing- 

(Continued on page 66) 
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Left, strip asbestos-cement shingles, sometimes known as the multiple-unit 

type, give the appearance of individually applied American method shingles 

when in place on the roof. Right, American method shingles are individual 

shingles put on in conventional shingling manner. They are particularly 
suited for churches and more expensive homes 


Hexagonal Dutch Lap 
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Left, Hexagonal asbestos shingles when in position present a honey-combed 

effect. Their large unit size results in fast coverage and reduces the cost 

of application. Right: Dutch lap asbestos shingles are larger than regular 

American method shingles but have similar vertical lines. They may be 
applied with either a one-third or a one-fourth lap 
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DISPLAYING LINOLEUM 


covering floor with linoleum remnants 


serves as sales and service stimulus 


By William B. Bottenhorn 


Arnold had given long and seri- 
ous thought to the idea of modern- 
izing his store to the extent of cov- 


RB: COVERING the floor of his 
hardware store with linoleum 


remnants, R. Risk Arnold, owner 


Above, Frank Risk points out the 
advantages of expertly laid lino- 
leum to a customer. Use of lino- 
leum remnants to cover the 
store's floor area has proven o 
valuable display method 


of Arnold’s, Falmouth, Kentucky, 
not only liquidated his dead stock 
of remnants but converted his 
sales floor into a practical display 
for dozens of current patterns 
Linoleum remnants 
problem of long standing for 
Arnold. They accumulated to clut 
ter up the storage room, using 
valuable space, and represented a 
substantial frozen investment. He 
promoted sales that disposed of a 
portion, but in a large percentag 
of sales remnants had to be priced 
below cost to move them. Some 
were always left, and had to be 
disposed of as trash, at a total loss 


posed a 


ering the worn wood floors with 
linoleum. It was while selecting a 
suitable pattern that he conceived 
the idea of using remnants, but 
the clashing patterns and various 
sizes at first made him wary. He 
feared the “crazy-quilt” pattern 
would drive customers right out 
of the store. But comparative cost 
favored the use of remnants, and 
was worth consideration He 
evolved the idea of bordering each 
remnant to approximate a minia 
ture sample of a finished floor. A 
Burgundy, marbleized pattern wa 
selected = for the border The 
fillers elected to 


remnant were 


Right, in the garden tool section, 
which also has a floor of lino- 
leum remnants, Arnold explains 
the advantages of a swing grass 
hook to a customer. In all depart- 
ments, customers are made 
aware of lincleum patterns 
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fit into a given space. Pattern and 
were a secondary 
consideration. However, some care 
was exercised to avoid using a 
large pattern in a small space 

When the floor was finished, it 
favorable customer com- 
ment and roused an interest in 
linoleum. It has proven to be a 
valuable demonstration 
well as a serviceable fle r 
ing 

Although Arnold 
complete line of printed and inlaid 
linoleums, the 
that the patterns displayed on the 
floor were the best sellers. This 
fact led to the covering of the floor 


color schemes 


rated 


asset, as 


cover 


Carries a very 


records revealed 


of the adjoining variety store, als« 
Arnold, using the 
border 


operated by 
same Burgundy 
ing the remnant 
permit a more varied display 
The unique floors afforded 
eral The smallest 
sert is of ample size to fully di 
play the representative 
and in many the 
make their selection right from the 
floor This 
man and a lot of 
since he seldom has to wrestl 
rolls to unwrap 
enough for a 
customers 
better perspective 


but mak 


inserts smaller to 


advantages 


pattern 
cases custome! 
insert saves the ale 
time energy 
of material 
showing. It 
they 
fron 


heavy 
ple ase 
can get a 


the floor 


because 
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ortion 

vorder idea 
lqge 65) 


Above, linoleum remnants that 
provide practical display in the 
store's aisles. After seeing them, 
one customer purchased lincleum 
for seven rooms. Above, exterior 
of Arnold's. Lef#, a hand tool dis- 
play. visible from the street, at- 
tracts men 


King 


tand 


is 





REMEMBER WHEN-- 


these old parlor stoves were 


a must in every hardware inventory 


Arcand Parlor Stove 


These early models in the 
stove line are from a collec- 
tion housed at the Farmer's 
Museum, Cooperstown, N.Y. 


Stanley's No. 1 


— MAY not be many in the 
hardware trade today who re- 
iron 
above 
Nevertheless, in yesteryears, there 
was no more important line in any 
hardware store, These hot numbers 


member elaborate old cast 


stoves such as pictured 


were the center of attraction in 
every home; and well they might 
be, for outside their circle of 
warmth, winter nights were some- 
thing to reckon with. 

They required a good deal of 
patient handling, considering the 
kindling to be cut and the grate 
which had to be shaken with 
monotonous regularity. 

And since they occupied a 
prominent position in the living 
room. or parlor, customers chose 
them with an eye to beauty as well 
as durability. To meet the _ in- 


SOUTHERN 


Diamond 


Box Type Heater 


sistent Gemands of women, manu 
facturers produced stoves in varieu 
designs—stoves that could with- 
stand the thud of heavy chunks of 
wood and the impact of shoveled 
coal and still lend an air of grace 
to Victorian parlors 

No one will deny that 
heating has brought more comfort 
to homes. But to anyone who has 
stood before one of these old- 
timers, toasting first one side, then 
the other, before dashing to bed, 
some of the romance is gone 

But for many the memory will 
linger on. Steelways, the publica- 
tion of the American Iron and 
Steel Institute, through whose 
courtesy these pictures appear, re- 
ports that since World War II 
seven million new ones have been 
made. 


central 
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S. W. Ellis 


mall Space- 


LARGE VOLUME 


ao FLOOR measuring only 
£437 x 69 feet might seem pretty 
mall, but it accounts for a $100,000 
sales volume for Deese 
Hardware & Sporting Goods 
North Little Rock, Arkansas 

In his suburban highway 
tion, Brady Deese depends 
two factors to move out merchan 
dise almost as fast as he can stock 
it: advertising and timely promo 
tions. His window promotions at 
tract and stop the heavy highway 
traffic. And are at- 
tracted to the result of 
well-planned newspaper advertise- 
that tie in with the promo- 


annual 


loca 


upon 


customers 


tore as a 


ment 
tions 

Advertising, to Deese, is more 
than a matter of keeping his name 
in print, or filling space that has 
been contracted for by the year 
Every advertisement is planned to 
ell merchandise and to bring peo- 


ple to the store from miles around 
To get the most returns for his ad- 
he concentrates on 
Wasted circu 
lowe! 


vertising dolla 
his local newspape! 
thus saved 
space rates are available 

Deese’s yearly schedule calls for 
of 16 
quarte! 
Thi 


lation 1 and 


paid inches a week 
with a 
month 


sometime 


space 
page ad once a 
changed 
to provide several small 
insertions during the 
monthly 


chedule i 


one-column 
week, and the 
page sometime is 
provide more weekly 
All display advertising is co 
ordinated with promotional activ 
tore For 
example Deese recently conducted 
with 
hed 
used to ad 
including a that 
floor furnace to the 


quarte! 
shortened to 


Space 


ties carried on in the 
a gas floor furnace promotion 
all promotional 
by the 
vantage 
awarded a 


matter furni 
manufacture! 


contest 
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In spite of small floor space, 
Deese Hardware & Sporting 
Goods Company offers adequate 
displays of housewares, left, and 
power tools, below. A firm be- 
liever in demonstrations of power 
tools, the store can satisfactorily 
demonstrate every tool sold 


J 
we 
«- " 


* aie» 
TL We 


oo 


Special nail bins constructed of 
sheet metal are used to reach 
the extensive bolt bins 


15 percent reduction in 
limited 


window 


winnel au 
and dis 


Manu 
used in 


price for a time, 
material for 
stuffer 
ail and often in pack 
dropped 


che ‘ ke d 


play 
facturer’ were 
d name into the 
box were against 
present mailing list 
Sometimes these names are used 
telephone call list by Mrs 
handles the bookkeep 
work, in addi 
dut 


as a 
Deese, who 
ing and 
tion t 


ecretarial 


» making telephone call 
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ing her spare time 

Whether Deese’s newspaper ad- 
vertisement is a three-inch, half 
page, or one-column, only one pro- 
motion is featured. Each 
every major item has its 
fans for attic, window or floor; 
plumbing and plumbing appli 
ances; lawn mowers, paint, etc. 

Deese is particularly pleased 
with his success in merchandising 
power tools. Because of limited 
floor area, he can devote only a 
minimum amount of display space 
to only one or two power tools, but 
this is used intensively and sup- 
ported with one-column news 
paper advertisements. These show 
a picture of a power tool and urge 
readers to have “hobby fun” and 
cut home-repair costs 

Because the entire yearly sched 
ule of newspaper advertising is 
planned with the newspaper's ad 
vertising manager, profitable link: 
between insertions are often 
achieved through careful planning 
A power tool advertisement is fol- 
lowed by a paint ad, or perhaps 
with advertising and store promo 
tion for screen wire, which is given 
special attention by the store. In 
fact, since screen wire started re 
ceiving its share of promotion 
Deese sells 100 rolls a year, to 
gether with all the allied mer 
chandise that goes with it 

“T’'ve made screen wire a traffic 
item,” Deese pointed out. “Display 
and advertising attract people. I 
display the wire at the back of the 
store, so that customers will be ex 
posed to a lot of other merchandise 
as they watch me cut their wire 

Deese strives for showmanship 
in his compact store, and every 
thing that can be demonstrated ac- 
tively is demonstrated 


season 


turn 
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A surprising 
volume of plumb 
ing fixtures are 
old in the store 
Deese promotes 
them in his news- bi 
advertising, 
often Is 
lanted toward 
rural residents 
and owners’ of 
homes yet to be- 
come modernized 
His location is 
ideal for this trade 
close 


papel 
which 


also is = 


extensive 
section 
home-own 
enjoy the 
incomes 


and 
to an 
negro 
where 
ers now 


Boys Now 


largest 
they 
earned 
In advertising to 
customers, a 
page 
spaper 
prospective 


have ever 


these 
quarter 
new 
urges 





PAY ONLY 107 DOWN 


ON COMPLETE HOME MODERNIZATION with one of 
Our F. H. A. Title 1 Loans. 


- Ln. 
Vile 
~~ : J 
Pie th 

7 


Hot Water 


RHEEM 
Hot Woter Heaters 


Save HoursofTime | , Pwsrans (oleman 
| aAring ———————~ 


and Work 


WESTINGHOUSE | 
LAUNDRYMAT \ - 


@ Let 0 Soppey Rev ft fast Sexmee : £4 low Sol bos 
|e petse 


4132 East Weshtagtos )% 


Make Your 
BATHROOM 


BOTH BLAUTIFUL AND 
SEAVICLASLE WITH NEW 


See Us F os Compicte Stoces of 
: Ouengebary Pipe and Fixtures 
ley Tile and Firtings 
ast iron Sut! Pipe & Fittings 


LIGHTING 
FIXTURES 


serv amaed Pope All Soee 


Bleck bp 
Capper Tubing 
* AMERICAN STANDARD 
IXTURES 


woman eas 


FLOOR ' 
FURNACE 


LEMAN 
HA w 


we ae Rae Norte Lovie RB 


n we Rms 








home moderniza 
customers to 
pay only 10 percent down for 
plumbing fixtures with a FHA 


loan on the balance. This appeal 


tion 


Have hobby fun... 
cut home-repair costs. /. with 


DELTA © HOMECRAFT 
SAW-JOINTER COMBINATION 
© Cutsupto 214” stock, 
® Joiner planes woud =, 
4” wide. 

® Both tools mounted 
on one $ 

@ Only one motor, 


Come in—sce this Delta Homecraft 
Saw-]ointer 


DEESE 


Hdwe. & Sporting Goods 


4123 E. Washington 
Phone 5-2538 
NORTH LITTLE ROCK 
ne 


SOUTHERN 


attracts cus 
tomers. 

Also used to pull traffic into the 
service on floor 
and out 
hand- 
of the 


as well 


many prospective 


store is a rental 
anders, edgers, polishers, 
board motors. Two large 
lettered signs on the front 
store announce this service 
as sales on seasonable and unusual 
items, such as bicycle repair parts 

In spite of the small floor space, 
Deese sells athletic goods to schools 
with unusual success. At the 
proper season, athletic goods have 
the stage in the store—the choice 
display the windows, and 
the advertising He calls’ on 
athletic coaches and school super 
intendents, and the store often is 
crowded with students 

A firm believer in action in sell 
ing, Deese prefers ‘a small store 
where volume must stem from in- 
tensive selling, than a larger store 
where many items loaf.” He puts 
much thought into making every 
quare foot of the store work to his 
advantage. For instance, an ex- 
tensive bank of bolt bins reaches 


(Continued on 64) 


spots, 


page 


Above left, Brady Deese uses the 

screen cutter that helps sell 100 

rolls of screen each year. Above 

right, the quarter-page ad used 

monthly is devoted to various 

lines. Left, small one-columna ads 
are used weekly 
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PLUMBING 
FIXTURE 
SALES 


get a boost from his direct mail promotions 


THEN A. Q. ELLIOTT, owner of 
Elliott Hardware Co., Oxford 
Mississippi, mailed out 1,000 
mimeographed letters promoting 
electric water systems and plumb 
ing fixtures last summer, he re- 
ceived 150 replies—leading to a 
possible volume in excess. of 
$52,000 
The mail promotion 
only stimulus used to boost plumb 
than window dis 
percentage of the 


was the 
ing sales—othe1 
plays. A large 
persons replying, probably over 75 
percent, had never been in Elliott’s 
and, oddby 
each prospect paid the postage re 
quired to answer Elliott’s inquiry 

Elliott expects to sell kitchen 
sinks, bathroom fixtures, electric 


store before, enough 


By Stuart Covington 


pumps, etc., to at least 50 percent 
of the rural residents who re 
sponded to the brief, personally 
esti 
average sale and 
installation will amount to ap 
proximately $700, and there will 
be a few purchases increasing the 
customer's bill past the $1,000 
mark. Thus, on an investment of 
$25,000, he estimates that eventual 
may ex- 


sales messages. He 


that the 


written 
mate 


ly the resulting business 
ceed $52,000 

This influx of 
timed to come at a period 


Elliott was best equipped to handl 


business wa 
when 





ARE INTERESTED IN: 


New Well 


Blectric Pump in Present Well 


Kitchen Sink 


Bathroom Fixtures 
Hot Water Heater 


ah 


Vane 


Address 


——— 
Ee ee 


~~ 





A 
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it—the summer lull in store traf 
fic—and at a season when installa 
tion 

But how wa 


would be easiest 
he able to achieve 
results from a 
single promotion? He is unable to 
answer that specifically, but points 
believes are the two 
points of his plan 
forceful, to-the-point 
letter; (2) an method of re- 
Enclosed with his lette 
x 5% inch card. On one 


such outstanding 


to what he 
major selling 
(1) a brief 

easy 
plying 
was a 3% 
mimeographed a list of 
was 


side wa 
the installations he 
moting, together with space for 
the prospect’s name and address 
The recipient needed only to check 
the installation which interested 
him. The card was self-addressed 

Elliott did not provide return 
postage, on the theory that thi 
would discourage curiosity seeker 
and that persons genuinely in 
terested would not be deterred by 
the cost of a stamp 

His letter, consisting of five 
brief paragraphs, led off with 
carefully worded question “] 


pro 


Above, Quay Eliiot? prepores 
one of the direct mail letters 
which have boosted his soles of 
electric water systems and 
plumbing fixtures. Leff, a 3'/2 x 
52 inch card, enclosed with the 
letter, facilitated customers’ re- 
plies to the store 








ELLIOTT HARDWARE COMPANY 


Stands Hand “Wea 


Handware that 


Phone 974 


siierec 


water eyste 


e 


i +ALL, 


have considered 
to your home the 
venience of an electric water 
tem and plumbing fixtures?” Thi 
paragraph was followed by an ex- 
planation that the purchase could 
be FHA-financed, with a 36-month 
period for payment. Thus, the first 
two paragraphs  immediatel) 
brought to the the 
tion’s two major selling points, the 
convenience offered by modern 
water systems and plumbing fix 
tures and the easy payment plan 

“I followed up all replies within 
48 hours,” Elliott pointed out, 
“even if I had to go myself. I feel 
that this is important, because the 
prospect should be contacted while 
his 


wonder if you 


adding con 


SVS 


reader promo 


interest is strong.’ 


Above, the mimeographed letter 

which may result in a $52,000 

sales volume in water systems 

and plumbing fixtures. Right, El- 

liott helps a customer select the 
right kitchen sink 


a 


— al 


Oxford, Misses pp* 





Elliott Hardware Co, maintains 
a full-time plumber who has been 
on the payroll for four years. He 
receives a percentage of the profits 
job he handles and 
time to installing water 


each de- 


his 


on 
votes 


SOUTHERN 


ystems, pumps and plumbing fix 
for company customers. Also 
tallations for 


? ire 
he sell 
the store 


plumbing 
during 
prompt in 


in 
his free time. and 
tallation and 


all job 


ne assure 
trouble-free 
old 


Mail 


operation on 
promotion has been 
uccessfully Elliott 
than four to boost 
number! 


for m 
of al 
wate 


by 
yeal al 
of 

and 


item beside 


systems plumbing fixture 
Di he 


CelLVE 


paints re 
When th 
promoted by direct 
mail, Elliott lashe 
25 to 50 percent for a brief 
week—and fe 
merchandise on which he ovel 
tocked. Circulars describing these 
“specials” are mailed the Wedne 
the Monday or 
reduced prices will go 
so that they will be re 
ceived by rural residents Friday o1 
Saturday. The mailings are direc 
ted exclusively to rural box hold 
at Oxford and at small post of 
fices nearby. Elliott obtained 
a bulk mailing permit for this pun 
Also, attempt to 
attract the “Saturday trade,” pre 
ferring to a prospect into hi 
store solely to inspect merchandise 
de of the circular 
many mailing 
many women 
these promo 
most of hi 


housewares and 


imilar attention 
merchandise 1 
usually price 
perioa 


usually a ature 


day previous to 
which the 
into effect 


Cl 
has 


pose he does not 


get 


one 

from 
twice as 
to 
beamed 
A mailing now 
every three 
prepal 
in ad 


cribed in 

Learning 
that about 
a men 
tions, he 


mailings 


respond 
ha 
to women 
about once 
and Elliott 
about a 


goes out 
begin 


week 


months 
the 
vance of each mailing 


ing Copy 


(Continued on page 64) 
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MAJOR SALES 
every day 


of major appliances 


By Robert Latimer 


{pn HARDWARE dealer can com- 
pete successfully with electrical 
dealerships in the sale of major 
electrical appliances—if he adopts 
the same type of methods 
used by his competitors, accord- 
ing to Maurice Scheinberg, head of 
Scheinberg Hardware Co. of Mem- 
phis, Tennessee. 

Scheinberg has built up a year- 
ly appliance volume which com 
pares favorably with the largest 
department and appliance 
dealerships in his city. He not only 
has carefully studied the methods 
which make appliance dealerships 
successful, but through a process 
of elimination he has chosen only 
the best, most consistently 
tive methods and developed them 
into the “Scheinberg plan,” which 
has accounted for sales of as many 
as 50 major appliances in a single 
day. 

The store’s appliance department 
occupies almost half of the floor 
space on the left side of the store, 
and offers a choice of some 30 
major appliances, which are sold 
by no less than 25 salesmen. The 
size of his sales force might at first 


sales 


stores 


effec- 


seem staggering, until it is realized 
that the veteran Memphis hard- 
ware dealer merely added them as 
the market grew 
demand additional personnel 
“Naturally, we could hardly use 
25 salesmen inside the tore,” 
Scheinberg explained. “However, 
since all of my men outside 


large enough to 


are 


earn a 
income 


specialty salesmen, who 
substantial and consistent 
well above the average, there is no 
reason why the crew should not 
have been brought up to _ its 
present size.” 

Despite the fact that 25 salesmen 
are out daily, 
it is not unusual for one man to 
come in at the end of the day with 
20 orders for refrigerators, home 
freezers, washing machines, and 
other major appliances—all sold 
that same day. Naturally, every 
salesman does not achieve such 
spectacular results day in 
the year, but all of them by cease 
less campaigning and efficient use 
of Scheinberg’s methods 
have hit the “20 in a day” mark at 
one time or another 


beating the bushes” 


every 


sales 


Sales Pian 


sales plan, as he 


based on these 


Scheinberg’s 
outlines it, is 
points: 

(1) Consistent, profitable use of 
“bird dogs.” 


(2) An efficient shop for recon- 
ditioning trade-ins 
(3) Salesman - mechanic teams 


which visit every installation job 

(4) Scheduled call-backs on 
every customer 

(5) Inventory complete enough 
to cover the market. 

Point Number One probably ji 
the most important single step in 
his selling plan. Under the “bird 
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Scheinberg 


dog” plan agere ive 
ly encourages all of hi ale 
to make the most of friends o 
acquaintances in as wide a variety 
of circles as possible, rewarding 
each for tips on home-owne! 
are prospects for major appliance 
of any type 


men 


who 


“There is no limit to the good 
which can be accomplished 
through such sources,” he said, “A 


telephone operator may know four 


or five newly-wed couples who 


will need complete appliances, An 
elderly bookkeeper may offer the 


names of friends who are plan 
ning to install complete new 
kitchens. The postman may note 
that new families have moved in 


and pass the information along 


We have set up the ‘bird dog’ plan 


in such a way that every salesman 
individually contact hi lead 
sources and rewards them in hi 
own way. There is no such thing 
as a standard five percent on the 
ale, no small appliance gift, et 
Instead, the alesman is free to 
work out his own deal with the 
person who supplies his leads, and 
how he dos o is his own bu 

ne The important thing is that 
all of our salesmen are capitalizing 
upon wide lists of acquaintance 
and doin o in such a way that 
each can be depended upon to 


keep a stream of prospects coming 
hay 
Thi 


the new 


that 


customer 1 


dealer see 


Me mphi 
appliance 
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visited by a “team” at the time the 
appliance is installed. This team 
includes the salesman who origin- 
ally made the sale and the expert 
mechanic who makes the installa 
tion. Together, these two make a 
strong impression on the customer 
Also, this service insures that 
Scheinberg’s will get first call 
when there is need for service 
While this combination requires 
many man-hours, it is significant 
that many leads have been de 
veloped in the immediate area 
where each new installation has 
been made 

Scheinberg sells a large volume 
of reconditioned refrigerators, 
washing machines, and, to a lesser 
extent, ranges, homefreezers, etc 
Well aware that an old refrigera 
tor for which a prohibitively large 
allowance has been given is a 
serious “profit leak,” the 
will not go to fantastic lengths in 
order to accomplish There 
are no $100 trade-ins, even on the 
most expensive refrigerators, and 
the allowance at all times is 
gauged so that the will 
“break even,’ or show a _ small 
profit on the reconditioned appli 
ance. Thus, if a refrigerator can be 
sold for $65 on the market, the 
store's offer will never exceed $60 
Salesmen are trained to estimate 
the resale value of used units, and 
they look for sound, efficient 
mechanisms, rather than impres 
sive exteriors, confident that the 
repair shop will completely strip 
the box to base metal, prime the 
exterior, and refinish it with a 
handsome, eye-appealing coat of 


store 


sales 


store 
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gloss paint. The repair department 
and the sales department are so 
closely interconnected that there 
is no actual separation line. 

When salesmen are unable to 
sell a customer on a new refriger- 
the prospect is offered the 
same liberal time-payments on a 
used unit. On the day the last pay- 
ment is made, the salesmen invite 
the customer to trade in the old 
box, less a small nominal reduc- 
tion, on a new refrigerator. A 
large percentage of used-box 
owners have done that. All rebuilt 
refrigerators carry a highly worth- 
while guarantee, and the units 
have earned an excellent reputa- 
tion in Memphis’ lower income 
market 


ator, 


Prospect List 


Salesmen are kept busy at all 
times, whether there are sufficient 
prospects on hand or not, through 
a “prospect card system.’ Under 
this plan, Scheinberg may check 
daily to determine if each prospect 
has been called upon within a 
specified time limit, and check the 
remarks made by a salesman, if a 
sale was not completed. All pur- 
chasers are followed up at least 
twice yearly, on the possibility of 
selling additional appliances; and 
all owners of trade-in, recondi- 
tioned appliances are followed up 
just as often. Many call-backs, 
scheduled in this way through the 
year, help to keep salesmen busy 
at all times, and, by “the law of 
averages,” to create profitable 
sales. 


SOUTHERN 


Occupying alimost 
half of the floor 
space and offering a 
choice of some 30 
major appliances, 
the appliance depart- 
ment maintains a 
staff of 25 outside 
specialty salesmen. 
Owner Scheinberg. 
above, credits much 
of his appliance vol- 
ume to the “bird 
dog” plan developed 
for use by his sales- 
men in locating 
sources for future 
appliance sales 


Large Volume 
(Continued from page 60) 


up close to the ceiling on a cente! 
wall of the store. A ladder to reach 
the top bins would be in the way, 
so he had special nail bins con- 
structed of heavy sheet metal, ar- 
ranged stepwise to reach the 
counter under the bolt bins. A 
salesman, or even Mrs. Deese, 
using the nail bins as steps, can 
easily mount the counter and find 
all bolt bins within reach 

Are bolts promoted? 

“You bet they are,’’ Deese said 
“We put the bolt bins where 
everyone could see that we have 
an unusually complete _ stock. 
Then, every once in a while, we 
run a bolt advertisement and 
place a sign out front to remind 
the passerby that we have their 
bolts in stock.” 


* 


Plumbing Fixtures 


(Continued from page 62) 


With some of the letters goes a 
16-page printed booklet, telling of 
the new, seasonal merchandise 
which the store has in stock. The 
booklets have proven profitable 
companions to the letters 

Although he earmarks about 
$200 yearly for advertising, Elliott 
feels that his direct mail program, 
coupled with an effective follow- 
up campaign and appropriate win- 
dow displays, has produced grati- 
fying results. 
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The Steel Situation 


With ample supplies available, industry group 


recommends decontrol of production, distribution 


bree PRODUCTION now provid- 
ing ample supplies of steel 
for both defense and non-defense 
requirements, a Task Group of the 
Steel Products Industry Advisory 
Committee has recommended to 
the National Production Authority 
that “immediate steps be taken” 
to eliminate control of steel pro- 
duction and distribution 

In a formal report the Task 
Group listed those factors support- 
ing elimination of controls: 

1. With the completion of first 
quarter 1953 mill rollings approxi- 
mately 95° of the steel mill prod- 
uct requirements of the Industrial 
Expansion Program will have been 
shipped. 


2. Deliveries of controlled ma 


terial delayed by reason of the 
steel strike and needed for the 
Military Procurement Program 


have been “caught up” in the post 
strike period 

3. The estimated controlled 
steel mill product requirements of 
the Department of Defense and 
Atomic Energy Commission as re 
flected in the M-1 setasides con 
stitute approximately 12 percent 
of the estimated 1953 steel supply 

4. The available supply, esti- 
mated by NPA, of 29,600,000 net 
tons of ingots in the second quarter 
of 1953 is 11 percent greater than 
the average quarterly supply for 
the vear 1951 

5. There is no shortage of con 
sumer durable goods  notwith 
standing a 54-day steel strike and 
many consumer goods are in more 
than adequate supply. 

In its report the Task Group 
stated that “in 1951 steel ingot 
production totalled 105,000,000 net 
tons and it is estimated that 
5,000,009 tons were consumed for 
Department of Defense and Atomic 
Energy Commission requirements 
In 1952 we estimate total ingot 
production, taking into considera- 
tion the work stoppage losses, wil! 
be approximately 92,000,000 tons 
The DPA-NPA allotments to De- 
partment of Defense and Atomic 


Energy Commission for the year 
1952 totalled 9,000,000 product 
tons, which is equivalent to 
12,000,000 ingot tons 

“Thus in 1952 there remained 
80,000,000 ingot tons for all other 
Looking ahead to 1953, we 


uses 
anticipate available ingot supply 
to be 118,000,000 tons. The esti- 


mated controlled steel mill product 
requirements of the Department of 
Defense and Atomic Energy Com 
mission, when equated to ingots 
totals 14,000,000 tons, leaving 104, 
800,000 ingot tons available for all 
other uses. This represents an 
available supply in 1953 for all 
other uses 31 percent greater than 
the 80,000,000 ingot tons which will 
actually be produced for these 
1952.” 


uses in 


as 


Displaying Linoleum 


(Continued from page 57) 


contagious. It often influences a 
customer to pattern after it with 
the net results reflecting in the 
sale of higher priced merchandise 
and more work for the mechanic 
who lays the linoleum. Since th: 
mechanic is also a salesman, this 
presents him an opportunity to 
survey the customer's need for ap 
pliance replacements and hard 
ware items. A timely sales talk at 
this point often leads to added 
sales. 

Arnold reported that frequently 
a shopper in the variety store see 
a remnant insert that has a com 
pelling appeal. Since linoleum i 
considered a hardware item the 
shopper is directed to the hard 
ware store where the sale is com 
pleted. After the sale is made, the 
shopper, (in most instances a 
housewife) edmits she had no in 
tention of buving linoleum, but 
the display served as an incentive 
to brighten up a kitchen, or a 
floral pattern for a bedroom 

A 6-foot arched opening permits 
customers to pass from one store 
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to the other without leaving the 
building. However both 
have separate street entrances 

To promote the sale of hand 
tools, a well stocked display bar is 
located by the traffic lane leading 


stores 


from the arched opening to the 
hardware store entrance. A large 
proportion of the variety store 


customers use this passage way as 
an exit about 90° of those 
using this women, The 
handy tool display acts as a re 
minder for home repairs and leads 
to hardware sales, or as often hap 
turns attention to portable 
that need repairs or re 


and 
exit are 


pens, 
appliance 
placement 
Most men, when accompanying 
their wives shopping in the variety 
find the opening an 
from boredom. They wan 
store to 
invariably wind up 
Many of the 
are the re 
husband 


store arched 


escape 
der into the hardware 


browse and 


buving something 
ippliance sales 


ceeking her 


majo 
sult of a wife 


in the hardware store. If he hasn't 
bought anything when his wife 
ioins him, she remembers a win 
dow rope, stove pipe, paint for the 


bath room, or any one of a dozen 


items they need 
Arnold believes that a hardware 
hould display merchandise 


to women 


tore 
that appeal 


Housewife Decides 


the final 


The housewife makes 
decision in many instances, espe 
cially when a major appliance is 


involved he said. He estimated 
that one third of the 
made to the 


roughly 
hardware sale are 
“The \ have the 


trings,” he 


housewife power 


to loosen the purse 


aid 

There another distinct ad 
vantage in the remnant idea, Any 
section can be replaced when it 
becomes worn, and expensive in 
laid can be reserved for the heavy 
traffic spots. Should a print pat- 
tern show rapid wear, it can be 


replaced with better material at a 
low cost, usually in an hour or two. 
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Asbestos Roofing 
THERMIC JUGS BY (Continued from page 55) 


METAL INDUSTRIES 
ly popular for homes. Their gen- 
eral economy also recommend 
them for all other types of build- 
ings. Styles and sizes of strip 
shingles vary with manufacturers 
All styles have a common objec- 
tive, however, and that is to keep 
costs low through economy of de- 
sign. They are available in a wide 
range of colors, including white, 
gray, blue-black, red and green, 
and in blended patterns. Exposed 
areas are textured to give a 
grained effect 

Dutch lap shingles, sometimes 
called Scotch lap, are larger than 
conventional single-unit shingles 
and when put down are lapped at 
top and one-side. A common size 
is 16 x 16 inches. They also are 
made in a 12 x 24-inch size. The 
16 x 16-inch shingles are head- 
lapped 3 inches and may be ap- 
plied with either a one-fourth or 
a one-third sidelap. With a one 
fourth sidelap, the exposed area i 
13 x 12 inches. A one-third sidelap 
gives a 13 x 10-2/3-inch exposure 
The 12 x 24-inch shingles are head- 


7, lapped 3 inches and sidelapped 4 
New viliets... Vee Melutt... inches, giving each shingle an ex 


posed area of 9 x 20 inches. Most 


‘ 4 
We flo Wf BS/ Dutch lap asbestos shingles are 
ONLY “jd - manufactured with the exposed 
surfaces textured in attractive de- 
signs. They are commonly pro- 
enameled steel liner, Sportsmaster Thermic : duced in gray, green, blue and red 


Jugs are the de-luxe line of the year. Added to ; and sometimes in other colors 
last year’s grand-slam advantages of stunning, ’ The hexagonal type shingle 
- *Xagz lé rpe : 4 


ed . . . . 
& Featuring the double-coat, white, porcelain- 


new styling, and extra-strong, two-piece, steel 
case are big, new improvements in handle, cap, 
and inner-stopper appointments. Write for full ' 
information and learn for yourself the many . blunted corners on two opposite 
advantages that make Sportsmasters the big- cP ends. Shingles of this type are laid 
gest values . . - the biggest sellers . . - and the Famous Sportsmasters have handsome, hard in a diamond pattern, thus pro 
most profitable jugs you can handle. Maximum nite “antes Gai” dnanet Gitth den eoaltaiie : 
discounts offered. Available only on price- in the 1 gallon faucet, 1 gallon spout-in-shoulder, ducing a hexagonal or honey- 
combed appearance. Like the 


maintained agreement, and 2 gallon faucet models 
Dutch lap method, each shingle is 


TWO OTHER GREAT LINES GIVE MOST COMPLETE COVERAGE OF EVERY NEED AND PRICE DEMAND! 16 x 16 inches. The exposed area 
ied after overlapping is 13 x 13 inches 
% NEw, 1953 »¥Ul- -Pmerican & new, 1953 Chamfcon Because of the greater exposed 
area in relation to shingle size, 
This leading, competitively-priced line is offered this year In the ever popular vitreous, stoneware P , . 
with a choice of liners: Series A, sturdy, lightweight alumi liner, fast-selling Champions are still tops. these shingles provide a service- 
num, Series E, single-coat, blue porcelain-enameled steel Has lustrous baked-on “‘Harbor-Blue” able roof at a low 
Beautiful, hard-baked, high-gloss “Harbor-Blue"’ finish enamel finish. Offered in 5 models: 1 gal. produced with a smooth surface. 
Four Models 1 gallon plain, faucet, of spout-in-shoulder plain feucet, or spout-in-shoulder, 2 gal web banned they can be obtained in gray, blue- 
and 2 gallon faucet faucet, ‘2 gallon with glass-liner 
black, red and green and _ in 
mottled colors 
All types of asbestos-cement 
shingles are sold by the square—a 
square being the number of shin 
gles required to cover 100 square 
feet of surface when applied in ac 
‘ordance with the manufacturer's 


also known as the French method 
is nearly square in shape, with 





cost. Usually 


PB New home of Metal Industries’ Thermic Jugs following merger with manufacturers of famous Colum- 


bian Porcelain-Enameled Kitchenware, Sick-Room Supplies, and Photographic Equipment. lirections 


Application procedure vary 
with the different types of asbe 
T ! . M NAM s TAMPIN 0 . RR AuT _ T 
METAL INDUSTRIES DIV. + COLU E ELING & S G CO. INC. + TERRE HAUTE, IND tos-cement shingles The dealer 
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* 


anouncing the NEW) | Cee 


UUBLE / Ltt 


* 


for Coleman Lamps and Lanterns 


T=-44-DL and T-66-DL 4 Made with the NEW— 


Result of New Amazing Coleman / 7 ‘J |NORGD 


j 


Engineering Development .. . / High Absorbtion 
INSULATION 





The new Coleman DOUBLE-LIFE Generator is one of 





the greatest advancements ever made toward improving ; 

; oa , a This Means That a 
and extending the efficient operation of Coleman Lan- 
terns and Lamps. An outstanding precision engineer- 


ing development, it is the result of years of labora- ives TWICE the Life of 


tory research by Coleman technicians. Thousands ; 
an Ordinary Generator 
oe 


and proved to last TWICE AS LONG in actua 

a» =o —_— ctual Fewer Changes — Lower Cost 
operational service. This means twice the cus- Operation — “QUINORGO” is a new 
high temperature insulation with previ- 
ously unobtainable combinations of thin- 


Now Standard Equipment on ness, flexibility, dielectric and mechanical 


properties. 


All Coleman Lanterns Note in the enlarged, cut-away illustration how this 
amazingly efhcient material is used to form a smooth, 
All 1953 models of Coleman Lanterns are compact, high absorbtuon insulation tube around the 


equipped with these new wonderful inner coil and needle. The generator needle is made of 
special stainless steel wire that withstands 20 times more 


DOUBLE-LIFE Generators an added 
heat than lantern normally produces. The generator bar 
Coleman Lantern sales advantage for you. Y rel is nickel plated to eliminate oxidization. These 


But you should order a supply of these features, plus the use of 8 different heat-prooft materials, 
; : and 46 precision production operations, make the new 


new generators now for extra sales and 
generator unmatched for quality and long service. Order 


Coleman Generator 


of these new generators have been field tested 


tomer satisfaction for you! 


profits. your stock supply now! 


THE COLEMAN COMPANY, INC. — WICHITA, KANSAS 


ORDER FROM YOUR JOBBER 
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@ TOUGHER 


@ LIGHTER 
@ STRONGER 


100°. VINYL GARDEN HOSE 


A complete line EXCLUSIVELY 

* for the Hardware trade— 
available in popular colors 
SUPERLITE guaranteed for 10 
years 


os TRULITE guaranteed for 5 years 

Point-of-sale appeal — bril- 

> liant three color package 

styling 

a Solid brass free-flow non-rust- 
ing couplings 


Available through leading 
Southern Wholesaers 


Inquiries invited 


APEX 
ee & RUBBER CO. 


KET e@ 4 





should make certain that the pur 
chaser has these instructions and 
advise him to follow them exactly 
In addition, the dealer should 
handle them in accordance with 
the manufacturer's recommenda 
tions while they are in his keep- 
ing 

The shingles should be kept dry 
at all times during transport and 
storage. If trucked during wet 
weather, they should be covered 
with a tarpaulin, waterproof felt 
or waterproof paper. If it is neces- 
sary to store the bundles outside 
at the job site, they should be 
stacked on edge on planks at least 
four inches off the ground and 
protected by a waterproof cover 
ing 


Tools and Accessories 


In addition to ordinary tools, 
certain accessories and equipment 
are needed for applying an as 
bestos-cement shingle roof. The 
dealer should have them available 
or be able to obtain them for the 
purchaser. These items include 

(1) Asbestos Shingle Cutter. For 
quick, accurate and neat cutting 
of shingles on the job the appli 
cator should obtain from his deal 
er an asbestos shingle cutter. The 
cutter, which can be taken right 
up on the roof, is equipped with a 
device for punching the additional 
nail holes required in cut shingle 
For most of the nailing, the shin 
gles have pre-punched hole 

(2) Ripper. A standard roofing 
tool, the ripper is required for re 
moving a shingle that may be a 
cidentally broken during applica 
tion and overlooked until later 
The ripper cuts the nails holding 
the shingle in place 

(3) Adjustable Roof Bracket 
Use of these saves time and labor 
They serve as a base for the plank 
scaffolding recommended as a 
working surface for the roofing 
mechanics. Workers should avoid 
walking on the asbestos. shin 
gles. Brackets are easy to nail in 
place and easy to take off 

(4) Roofing Felt. Fifteen-pound 
asphalt saturated roofing felt is 
required for covering new roof 
decks before asbestos shingles are 
applied. It is not needed in re 
roofing jobs, except at hips, ridges 
valleys, etc.. where the old shin 
gles are in reasonably good condi 
tion. The felt comes in a three 
square roll 

(5) Cant Strips and Furring 
Strips. Wood lath, %4 x 1%%-inch 
is required for use as cant strips 


along the eaves. Similarly, 1 x 2 
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P¥Fictor Bait Bucket 
means BIGGER 
PROFITS 


SNUG FITTING uo 
Or 
~~ MOLDED Flare 


* 


—_ 


At their low price, your 
fishermen customers will 
buy two or three of these 
sturdy VICTOR bait buckets — they'll 
really build profits for you! 

Two Sizes: 6-qt., $1.19 list; 

10-qt., $1.50 list 

Shipped nested for minimum storage 
and display space. Order from your 
wholesaler 


ANIMAL TRAP COMPANY OF AMERICA 


Lititz, Pa. © Pascagoula, Miss. 





inch or ‘4 x 2-inch wood furring 
strips are needed for hips and 
ridges 

(6) Metal for Flashing and Val 
leys. Copper or other non-cor- 
rodible metal is recommended for 
flashing and for lining valleys 
Copper for valley sheets should be 
not less than 16 ounces in weight 
and not more than 8 feet long 

(7) Slater’s Cement. This is used 
around flashings, valleys, etc., and 
for covering any necessarily ex 
posed nail heads 

(8) Nails. Large head, galvanized 
needle-point roofing nails are 
recommended. For new roofs, the 
114-inch size should be used; for 
roofing over old shingles the 2- 
inch size 

(9) Eave Starters. These asbestos 
shingles are made in shapes de 
signed to simplify the starting op 
eration and help assure the appli 
cation of a sound roof 

(10) Hip and Ridge Shingles or 
Ridge Roll with Metal Clips. Hip 
and ridge shingles, produced with 
a flair or taper especially designed 
to result 1n waterproof protection 
at hips and ridges, are recom 
mended for use with most asbes 
tos-cement roofing jobs. When 


1953 





Re LE NSBEST 


COBEN“ BMA 


mig. ——> 


4, \ 


THE ONLY COMPLETE LINE OF 
COLORFUL BRUSHES WITH 
“IMPACT PLASTIC’ HANDLES 


A sensationally new innovation that gives 
brushes that ‘‘eye and buy”’ appeal for REAL 
IMPULSE buying. 

Brushes GUARANTEED against breakage 
under normal use. Made of durable Sparklene 
bristles in a handsome array of Fiesta colo 
All price tagged and made with convenient 
handle hang-up hole. Brooms and mops also 
available in attractive assorted colors. 

And the patented CLEANSBEST self-serv- 
ice floor display rack insures rapid turnover. 

With more profit per square foot of floor 
space—and with the new ‘IMPACT PLASTIC’ 
handles, you'll 

CLEAN UP WITH 


#4@ us rar or 


H. HERTZBERG & SON, INC. 
2300 FIFTH AVENUE » NEW YORK 37, N.Y. 
Established 1889 


MANUFACTURERS OF BRUSHES, BROOMS, AND MOPS 
Deal 1100 


SEE US AT THE NAVY PIER BOOTH 661 — 663 
NATIONAL HOUSEWARE SHOW 





Beat out 
extra profits 


In ’53 


with Dicks-Pontius QUALITY! 


Here's why you can count on high quality D-P Glazing Compound to give you 
extra sales and profits in 1953: 


1 Much easier to use than conventional putty! 

2 Has dozens of other home maintenance uses in addition to glazing! 
3 Always ready to use—does not harden in can! 

4 Assures a good tight job every time! 


Display D-P Glazing Compound —tell your customers about its advantages. Once 
they try it and see its high quality performance, you can be sure they'll be back 
for more! Available in popular consumer packages of 1 Ib. and up. Order from 
your jobber today! 


More SALES with ‘ GLAZING COMPOUNDS + CAULKING COMPOUNDS + PUTTIES 


QUALITY-MADE 
D-P Products! 4m THE DICKS-PONTIUS COMPANY 


DAYTON, OHIO ALEXANDRIA, VA. DECATUR, GA. 
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Put a PROFITABLE END to this 
“cracker barrel” selling of fasteners 


ll their hardware need 


When Vou open nh RBAW prin kaye 
| ysicle 


You won t make sutisty d customers 
while vou 


by keeping them waiting 
to find 


fumble through stock drawers 


the fasteners thev want down te ir 
i store oucan tspilla single RB&W bolt, nut 


to fill an order, the clever “uy 
nmightvhandy 


ly meet compe tition today 


witl merchandise the | bel ipsic 


ordet (ie hse the coves bye il i uh 
i] | a] } ‘4 , von tal 


must be attractive 
irranged so customers can 
vemently Satisty 

nstant open 


stoe ked shelves ol ql it { mere ! ke io 
packages! " nel closu thout bendimg on 


quickly and con 
them with neatly 
RBAW upside down 


‘| hie nhyoucanh tm finnclinys enue thy 


istomers want on pl t¢ 
nut 


the RB&W fastener « 
ox, labeled volt 


Phere’s one product to ab 

in big black tvpe, with the product cre i eat hardware 

good fastener service iples that are alwa in demand 
out vl ire to build traffic 


pictured. Such 
you for 


will help bring customers to 


107 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


THE COMPLETE 


p Calif Addit ; sles 


t Chester, N Y.. Coraog 
! ts at Portland. Seattle 


Plants at Por 
390, D Fro sales oge 


Philadelphia, Pittsburgh, Detroit 


QUALITY LINE 
Available at Leading Wholesale Hardware Distributors from Coast to Coast 
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You Make 
More Money On 


CASTERS 


when you 
carry the 


FINEST! 


Today more people are caster-con- 
scious than ever before 

This TV age makes it essential that 
furniture be easy to move. More and 
more people want furniture that can 
be easily rearranged. These are just 
two of the reasons for the increased 
caster demand. 

So make sure you have the easy-roll- 
ing, quiet Bassick “Diamond-Arrow” 
and “Diamond-Dart” Casters on hand. 
They're sure to satisfy... because 
they're the most efficient ball-bearing 
swivel casters made 

Get the full advantage of today’s big 
demand by displaying Bassicks on 
your counter. Ask your jobber for 

this Bassick Display 
(HD-10) if you're not 
already using it 

THE BASSICK COM- 
PANY, Bridgeport 2, 
Conn. In Canada: 
Belleville, Ont. 


Bassick 


A DIVISION OF 


ARIS WORT NDS OF CASTINS «© WAKING CASTERS 00 Wont 
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they are employed, ridge rolls are 
not needed. The latter are com- 
monly employed, however, espe- 
cially with hexagonal shingles. 


Precautions 


Roofing of the shingle type, 
whether of asbestos-cement or 
other material, is intended only for 
roofs having a definite pitch 
Manufacturers are careful to state 
the minimum pitches for which 
their products are recommended. 
For some strip American method 
shingles the pitch is 4 inches to 
the foot. Most types, however, re- 
quire a minimum roof pitch of 5 
inches. 

Asbestos-cement roofing  shin- 
gles should be applied only in dry 
weather. They should not be in- 
stalled on a wet or damp roof deck. 
Ventilate new buildings while the 
plaster is drying by opening win- 
dows in the attic and the base- 
ment or first floor. This removes 
damp air which might cause roof 
boards to swell or warp. Cross 
ventilation in the attic is par- 
ticularly desirable 


Estimating Roofing Needs 


Fairly precise estimates can be 
made of the amount of asbestos- 
cement roofing required for a par 
ticular job if accurate measure- 
ments are available from blue 
prints or are taken directly on the 
job. Manufacturers supply man 
uals giving detailed estimating in 
structions and handy tables to aid 
in quick computations 

The dealer, however, may find 
the following general pointer 
helpful as an introduction to the 
subject 

Most 
cement 


roofs in which asbestos 
hingles are employed fall 
one of these categorie the 
gable or “up and over” type, with 
two straight sides running up to 

ridge; the hip type consisting of 
four sides running to a point or 
ridge from the four corners of the 
building; the gambrel type, with 
two distinct “breaks” or slopes 
the mansard and flat type, 
sisting of a flat top and sharply 


into 


con 


pitched sides 

To take measurements and ar 
rive at an estimate for a roofing 
job, one should be equipped with 
a 6-foot rule, sketch paper, penci’s 
and a pitch card. The latter is 
available from the asbestos shingl 
manufacturer 

The first step should be to walk 
around the structure and look for 
irregularities in construction of 
the roof. Then determine the type 
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CONSUMERS CRACK FILLER 


(COLO WATER PUTTY) 


For cracks, holes, and crevices in wood 
plaster, tile, stucco, and cement 
A “best seller" becouse it 


@ Dries hard 
@ Won't crumble, chip, or fall ovt 
@ Stoys where it's put—holds screws 
nails, tacks 
@ Water resistant 
@ Easy to work with—con be molded, 
ded, sawed, pointed, or st d 
@ No woste—mix with water only os 
needed 
Packed in 1, 5 Ib. cartons; also 25, 50, and 
100 Ib. drums 
Try it yourself. Find out why eosier, foster re 
pairs can mean easier, faster sales. Order from 
your wholesaler, or direct from us 


Another ‘Product of Merit 





by Consumers 








CONSUMERS GLUE CO. 


1515S N. HADLEY ST $T. LOUIS 6. MO 





of roof. Sketch the roof, drawing 
it from a downward perspective, a 
though it were being viewed from 
an airplane. Draw the ridge first 
To visualize better the area of 
coverage, the estimator should 
imagine himself pressing down on 
the ridge flattening the en 
tire roof. 

Standard roof pitches are one 
quarter three-eighths one-half 
one-third, and two-thirds. To use 
the pitch card, stand 50 to 100 feet 
away from the _ building—far 
enough to see the roof peak. Hold 
the card by its round edge at ey? 
level. Focus the angles of the card 
with the ridge or peak until find 
ing the that correspond 
with ridge or peak angle. The 
major roof slope will determine 
the proper pitch factor to be used 
in arriving at the total square feet 
Factors are found on the 


and 


angle 


roof area 
pitch card 

The length and width of the 
building, of course be deter 
mined by simple measurement on 
the grounu. Multiply the flat area 
by the appropriate pitch factor. A 
plain gable house of one-third 
pitch, for example, has a pitch 
factor of 1.30. Suck a home 
measuring 24 by 30 feet, there- 


can 
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REPUBLIC UPSON 
HEX HEAD CAP SCREWS 


Heads are square, strong, accurate ... to take a wrench 
snugly and keep their corners even on a tough pull-up. 


Shanks are tough to withstand tension and vibration. 


Threads are clean and sharp, strong and 
accurate to take heavy pull. 


All 20,000 shapes and sizes of Republic Upson 
Bolts and Nuts are made right and strong 
to meet your aeeds, save you time and delays. 


REPUBLIC STEEL CORPORATION 


Bolt and Nut Division 
CLEVELAND 13,0H1I0 © GADSDEN, ALABAMA 
Export Dept.: Chrysler Bidg., New York 17, N.Y. 
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KING 
ROYAL 

DELUXE 

33” high-66" x 19 
work surface 
Has electric spit, 
twin adjustable 
fireboxes, 

upright firebox 


RETAIL 
PROFITABLY 


from $495 
to $7995 


RC-37 
ROYAL 
PATIO 
PRINCE 

33” high. 
48"x19" work 
surface 
Exceptional 
styling and 
featyres with 
right price j 
for volume * 
selling. 


RC-22 
PICNIC 
PRINCESS 
30” high. 
16°x30” top 
Collapsible 
tubular legs 


WRITE FOR FOLDER. Complete 
line superior features, and 
priced (with full profit to you) 
for real VOLUME SALES! 


On display at SPACE 1119A, 
Merchandise Mart, Chicago, Illinois 


CHATTANOOGA IMPLEMENT & 
MANUFACTURING COMPANY 
CHATTANOOGA 6, TENNESSEE 


MANUFACTURERS OF GAS HEATING APPLIANCES, 
FIREPLACE FURNISHINGS, BARBECUE GRILLS 
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would have an area of 720 
square feet. Multiplying 720 by 
1.30 gives 936. Divide 936 by 100 
(the area covered by 1 square of 
shingles) 9.36 
squares required 

Similar types of precisely calcu- 
lated provided for 
estimating needed for 
valleys, flash 


fore, 


asbesto gives 


equations are 
material 
dormer hips and 


ings and so on 
Selling Asbestos Shingles 
The market for roofing shingle 
in most communities is practically 
inexhaustible. In every city a good 
percentage of the homes are handi 
capped by defective roofs. Farms 
particularly good field for 
sales addition to the 
home, each farm has from three to 
six or more service buildings 
Because of negligence or the 
cost factor, the average home- 
owner waits too long to have a bad 
sy the time he de 
about it 
done to 


are a 
since, in 


roof recovered. 
cides to do something 
erious damage may be 
the house and its contents by leaks 
The dealer can do a service for his 
customer, as well as making a 
sale, by calling his attention to the 
situation. 

A good list the 
basis for a steady business. Such a 
list can be built through observa- 
tional Drive through thi 
various neighborhoods in your ter 
ritory and note the buildings that 
are in need of re-roofing, especially 
those which are below the stand 
ards of they neighbors. Use the 
direct mailing pieces provided by 
manufacturers. Remind your cus- 
tomers of their for roofing 
when they drop into your store fo 
other purchases 

In selling asbestos-cement 
ing, the dealer should keep in 
mind that he is not selling merely 
a given number of bundled shin- 
gles. He is selling beauty, fire pro- 
tection, long-range economy and 
peace of mind. These factors, 
properly presented, will often be 
effective than a mere re- 
of competitive prices 
off, too, in consumer 


of prospects Is 


tours. 


needs 


roof- 


more 
counting 

They pay 
satisfaction 


o 


Displaying Light Fixtures 
(Continued from page 53) 


the 
respect 
were 


so I cannot reduce 
amount of sales in that 
Nevertheless, light fixtures 
very good for us there. But that 
was a residential territory where 


centage 





SALAD BOWLS 
EXPERTS USE 


FIVE complete distinctive lines to 
enthuse all classes of trade. Bowls 
in the exclusive Parrish finish— 
the finest 
woods; also popular priced lines 
of beautiful quality for home and 
professional use. Complete lines of 
woodenware backed by more than 
half a century of 
manship. 


made =—— fi choicest 


wood crafts 





SEE DISPLAY AT THE 
HOUSEWARES SHOW 
BOOTH No. 133 


J. SHEPHERD PARRISH CO. 


205 W. Wacker Drive Chicago 6, Ill. 














most of the dwellings had acquired 
considerable age, where remodel- 
ing was being done all the time 
That is what made light fixtur: 
business good. 

“It might be well for the hard- 
ware dealer considering the addi 
tion or emphasis of light fixtures 
to analyze his territory. Now we 
are in a district that is better for 
business generally. but all of it is 
practically new residential con- 
struction, The homes are new, the 
light fixtures are new and in most 
cases fixtures were selected by the 
owners So I really am wondering 
about what we can do with light 
fixtures in this territory.” 

Philipp is also wondering what 
to buy and what to stock for the 
territory he now serves. He says 
that although business was 
factory for his first six months in 
the new location, with some old 
customers following him to the 
new store, it will take time to build 
a regular trade. Furthermore, he 
does not know whether or not he 
has bought and stocked wisely 
From what he has already 
he was constantly moving 
arranging, emphasizing here, de- 
emphasizing there. The buying 
habits of his new territory may be 


satis 


learned 
and re 
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ways to make 
more money in eat 
the hardware 


Made from long, wiry, springy fibers — all 
beaten and twisted and intertwined and bound 
together to insure tremendous durability. 


business GS 


# pif 


Mineral-Surfaced 
Genuine Ruberoid Roll Roofing 
Liberally surfaced with firmly embedded, colorful 
mineral granules which give an attractive appear- 
ance and greater fire-resistance. 


H. re’s the key to greater sales 
and profits in your roofing depart 
ment. Feature all three of these great 
moneyv-makers. Ruberoid Roll Root 
ing is backed by more than 60 years’ 





experience in pleasing customers 

ince 1892 when Ruberoid produced 
the first prepared asphalt roofing 
ever made. And the original is still 
the best. For vour free literaturs 


write to ‘| he Ruberoid ('o.. S00 Sth 
Dub! Coverage Avenue, New York 36, N. Y., or youn 


Genuine Ruberoid Roll Roofing sansued anton tifien tn Melitenene TA 


Provides a double thickness and Dallas. Texas: or Mobile, Ala 
double protection for roofs . . . 
virtually a built-up roof. 


Color-Grained Asbestos-Cement Siding 
Dubl-Coverage Tite-On Shingles 
Stonewall Asbestos-Cement Board 


ire 41-34 -4°) | kee 


ASPHALT AND ASBESTOS BUILDING MATERIALS 


Cash In on The Greatest Advertis 
ing Program in the Business With 
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entirely contrary to those of the 
territory he previously served. Re- 
gardless of that, the move was 
mandatory, for sales volume had 
shown a steady decline over sev- 
eral years in the old location 


Store Fixtures 


Philipp finds that on the matter 
of retail hardware display fixtures 
two of his policies are in direct op- 
position. Although he designed and 
built his light fixture display, he 
vigorously advises against store- 
built display fixtures for other 
lines of merchandise. 

“When we moved to the new 


location we brought along a num- . 

ber of the tables we built for the Yes . . . you'll find the AUTO- 
her 9 a a LITE line....four well-designed, 

old location, he explains. Now, popularly priced models . . . will 

I wish I had left them sitting fill your year ‘round requirements 

there. for carbide hunters’ lamps. 


“And believe me, I wouldn't at- And best of all . . . you can be 
tempt to build another standard sure of AUTO-LITE's dependa- 
‘ : bility and performance, because 
fixture. In the long run it is cheap- for more than 37 years this name 
er to buy display fixtures. A deal- has meant “quality” to sportsmen 
er may save some money, but he throughout the South 
has the distraction of building the 118s MODEL 
' P “ar Furnished 
fixture and when he’s finished it with 4” ribbed 
doesn’t compare with the manu reflector. Burn 
P a ing capacity 4 
facturer’s article. hours. Rust 
proof con 
struction 
Rubber Bum 
¢ pergrip pro 
tects bottom 
Strong wire 
brace 


Year-'round Gun 
Promotion 


(Continued from page 76) je capecity 
: ented Ball 
Dropper it 
such as a fine deer gun before and sures steady 
during the deer season, or an auto- 
matic shot gun during duck season 
“Impulse buying holds good for 
guns,” he explained. “Many a 117 COM 
BINATION 
hunter who has wanted a good Consists « 
" de to 
automatic shotgun for years will = 
buy on the spot when he sees the sturdy rows 
. . th adjustab 
one he wants displayed attractive So aaa wanna 
be.”” attachment A 
real special this 
Traffic-Builder 
875 MODEL 
. / l burn ¢ 
Guns also have served as an ex- “a 
cellent traffic- builder, Hemze : 1 charge 
pointed out. “The purchaser often 
comes into the store several times 


“ 


e 


plated 
r an 


V il 
rs 
« t T¢€ i v 
Furnished 
} 
lect 
venier 
r : handles 


f : anal before he makes his selection, and 
he often buys other items before Sheed Ger eons 
he buys the gun. When he puts his “y g 


MORE PROFITS... purchase on lay-away, he has to 
De MORE CUSTOMERS return to the store many times to 


make payments 
Stock all these Wollrite designs Massey Hardware Co. does not 


V 
t 
te 
w 














Write for FREE maintain a gun repair department 
Advertising Material 


My of its own, but has repairs done by 
’ Ss own, as repairs done by 
\ sirile DECORATED : skilled local — encase tors U he I Vv B R q A L 
V0. BUILDING PAPER desiring repairs often leave their 
guns at the store and they are L A La Pp Cc @ ] e 
FLEMING & SONS, Inc. passed on to the gunsmith, who rT 
supplies any needed parts Springfield, ! nois 
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BUSINESS TRENDS 





(Continued from page 40) 


These declines were, however, 
nearly offset by higher prices paid 
for clothing, building materials, 
and gasoline. 

As a result of the greater decline 
in the Index of Prices Received 
than in the Parity Index, the 
Parity Ratio dropped to 99. This is 
the first month that the Parity 
Ratio has been below 100 since 
June 1950 


+ 


Consumer Credit in 
Upward Trend... 


PART OF THE expansion in retail 
sales, particularly of automobiles 
and other durable goods, has been 
financed by expanded consumer 
credit. Although consumer install- 
ment credit granted declined in the 
third quarter, credit granted was 
still in excess of repayments. Con- 
sumer credit outstanding at the 
end of September totaled 21.7 bil- 
lion dollars, 284 million above the 
previous month and 1.9 billion 
above the balance outstanding in 
early May when credit controls 
were removed 


* 


Increase in Shipments 
of Plumbing Fixtures 


MANUFACTURERS’ shipments otf 
plumbing fixtures during the third 
quarter of 1952 amounted to $72.1 
million, according to the Bureau of 
the Census 

This represents an increase of 
11 percent over second quartet 
1952 shipn.ents of $65 million, and 
a six percent increase over third 
quarter 1951 shipments of $67.8 
million 


7 


Unemployment Hits 
New Post-War Low 


UNEMPLOYMENT DROPPED to a 
new post-war low in October 
1952, according to the Bureau of 
the Census. The estimate for the 
week ending October 11, was 
1,284,000 as ccmpared with 1,- 
438,000 in September and 1,616,000 
in October a year ago. 

Only two percent of all civilian 
workers were out of jobs in 
October 





lf She 
You'll 


Pemscos NEW 
All-Purpose 


Foon “2'T!er- COMBINATION 


Pemsco’s ALL-PURPOSE Food Carrier-Cove 
combination keeps pastries fresh for day 

vides an easy way to carry pies, cake 

wiches, hot dishes and many other food items 
to parties, picnics, etc. Beautiful Hand Deco 
rated Flowercraft Design and 

add beauty to any kitchen, and it 

POSE uses gives this item year around appe 


- 
™ Large a ght compart 
nent for cake or hot 
jishe High enough t 
accommodate large 
angel food cake 
used a : sepa 


{ 


SELL ’em 


Pemscos NEW 
Mag-Rack 


The Pemsco Mag-Rack will give you an item 
with volume sales and year-round appeal. Every 
family will want one or more. An mexpensive 
rack, expertly made from heavy gauge 
und velvet ebony fini¥h with beautiful 

ecorated Flowercraft Design 


Can be used 
in any room 
in the house 


The Pemsco Mag-Rack 
fits w nto any room 
Not too big for crowded 
bathroom yet large 
enough to hold sufficient 
number of magazine The 
Pemsco Mag-Rack is at 
h 


tractive and rm 
len nt 
7 ' ative 
y bui the 
‘ 





__ Bh 


Each Item $9 Order Today 


Retails for Only 


From your Jobber 


VISIT OUR BOOTHS 741.743—CHICAGO NAVY PIER SHOW 


PEORIA METAL SPECIALTY COMPANY 


2505 $. Washington 


St., PEORIA, ILLINOIS 
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0600 


sells the 


~ YANKEE”’ 


130A Q-R’ Spiral 


tool that makes time for 
your customers makes sales 
for you. The “Yankee” 
130A converts a simple, 
easy push into a power- 
spin that drives the screw 
home. The quick-return 
(Q-R) spring automati 
cally returns the handle 
for another power drive. 
Keeps the bit in the 
screw slot. Makes an 
easy one-hand job of 
driving and drawing 
screws even in awk- 
ward positions 
overhead or down be- 
low, in narrow places 
or “blind” applica- 
tions. That’s the 
kind of speed with 
manpower econo- 
my aman can see 
in a moment and 
buy without hes- 


itation. That's 
worth money 
on the assem 
bly line, in the 
shop, for all 
kinds of mainte 
nance work. Built 
to do hard work 
the casiest way... 
for years and years 
of willing service. 


@ seu THESE WORK-SAVING ACCESSORIES 


//4/ f 


drills sockets bits with counter - 


centering sinks 


TOOLS Box 


sleeve 
NORTH BROS. MFG. CO. 
Philadelphia 33, Pa. 


WORLD 








WHOLESALER NEWS 





(Continued from page 48) 
marksman. On a recent 
trip to Lake Mattamuskett, Mr 
Roebuck and party bagged their 
full limit of three Canadian Honk 
ers each and one Blue Goose 

Included in the party in addition 
to Mr. Roebuck were J. Max Roe- 
buck, assistant secretary of the 
company; Jim Keel and Dr. E. W 
Larkin, Jr., nephew and son-in- 
law respectively of Leon Roebuck, 
and Ernest Larkin, III 


* 


Wichita Hardware Co. 
Occupies New Quarters 


WICHITA Hardware Co., Wichita 
Falls, Texas, held house at 
its new brick building, located in 
the recently-developed severly 
Industrial District on the outskirts 
of Wichita Falls, on November 17 
Hundreds of customers, as well as 
city, state and industrial officials 
were on hand to inspect the new 
brick warehouse, which afford 
21,000 square feet of floor space 

Wichita Hardware Co. is the 
first project completed in the new 
industrial district occupi 
one of 32 lots ware 
house and industrial facilities 

Robert G. Scheurer, 88 and old 
est member of the firm, moved to 
Wichita Falls in 1909 and opened 
a general retail hardware store. In 
1919 his 
in-law, Phil 
organization. In 
include 


hunting 


open 


and 
designed for 


on, Leroy, and his son 
A. Menke, joined the 
1922 the bu 
both 
and in 


ines 
retail 
and wholesale sales, 1941 
discontinued retail operations and 
efforts exclusively to 
wholesale trade In 1946 
Scheurer became a 
the firm. Today, it 
salesmen and 
in Texas and 10 in 


expanded to 


devoted its 
the 
Robert S 
partner in 
travels six 
in 40 counties 
Oklahoma 
The new Industrial 
District was developed by Leroy 
and R. S. Scheurer and P. A 
Menke. L. R. Scheurer planned 
the district more than four years 
before announcement of its forma 
November, 1951. He 
acquired the 


operates 


severly 


tion came In 
hi associate 
which is situated on a 
and which adjoins the 
the Fort Worth & 
Railway. Located at 
highways lead 
to Amarillo and Abilene, the 
is equipped with transporta- 
facilities in all directions 


and 
property, 
68-acre site 
line of 
Denver City 
the intersection of 


main 


tion 
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is more than a word 
with 
South Bend Croquet 


A substantial retail markup can mean 
a profit. To South Bend dealers this 
markup produces greater profits be- 
cause itis multiplied by quicker,easier 
why 


sales. There are 7 big reasons 


South Bend ¢ reoquet sales come easy: 


1. Deliveries——The largest croquet man- 
ulacturer ships promptly 

2. Popular price Meets family budget 
allowances 

Profit’ margin Big retai! 
make South Bend sales worthwhile. 
(huality Rock maple knurled balls, 
knurled mallet heads, 
dies. Colorful, practs al racks 


mi ark ups 


screw-in han- 


Complete line 12 models for every 
family purse. 

Re pl wement of mallets 
anst detects 


\hnown ind 


. (,uarantee 


and balls ay 
Nationally Advertised 


acce pete d line 


Ore 
¢ 


Write for 1953 catalog and name 
of nearest jobber 


SALES REPRESENTATIVES 


Fast—Julius Levenson, 7 East th Se. N.Y 
Sout/ Lours Williams & Co 4rd National 
Bank Bldg., Nashville, Tenn 
Midwest—South Bend Toy Mtg... So. Bead, Ind 
Calf. & SU Anderson Sales Company, 
40 W. 10th Place, Los Angeles Calif 
Denver & Pac. NW Leo Scherrer kao W 
94rd St., Seatth W ash 
Ixport Affiliated Exporters, Inc 10 East 
sath Sereet, New York City 


SOUTH BEND TOY MFG. COMPANY 
Dept. SH-1, South Bend 23, Ind. 


SOUTH BEND 
Croquet 
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This spring farmers will be asking for 


fence posts Tai@yUieeita Ny Ubals With 


Creosote Oil 








YOUR NEIGHBORS WILL TELL You: 


“I’m saving on farm labor 
with pressure-creosoted 
fence posts” 


MR. O. F. PATTERSON, @.. whose farm i located near 
Stanford, North Carolina, says 








Four years ago we installed pressure creosoted 
fence posta, and they look as good today as the day 


they were put in. We expect at least 20-25 


years 


more service out of these posts without any addi 
tional upkeep costs they certainly will cut down 


on replacement costs and labor 


— . | 


SAVE ON REPLACEMENTS AND FENCE, TOO 


Pressure-creosoted fence posts actually 
give you three-way savings. 


1. YOU SAVE ON LABOR— 
Preasure-creceoted posts are straight 
smooth and easy to eet And because 
they last up to 7 times as long as 
untreated posts, they save all the 
labor of repeated resetting 

2. YOU SAVE ON REPLACEMENTS — 
Instead of having to replace un 
treated poste time and again, you 


can do the same job with only one 
pressure-creosoted post Compare 
the cost of posts alone and the sav 
ings will surprise you 

3. YOU SAVE ON FENCE— 

Down fence often means damaged 
fence Pressure-creosoted posts helt 
protect your fence against this dam 
age and expense 


Be sure the wood posts you buy are 
PRESSURE-CREOSOTED with U-S-S Creosote Oil 


@ Pressure creosoted posts are eng: 
neered products of modern wood 
treating plants. The nght amount of 
Creosote Oil, forced into the wood 
gives it protection against termites 
fungi and dry rot 


UsS 


UNITED STATES ST* 


Many pressure creosoting plants 
treat their posta with US'S Creo 
sote Oil. You are familar with prod 
ucts of United States Steel, so you 
know that when posts are preasure 
creosoted wi > at oS bal 
a quality pre 





HIS year, more and more farmers are going 
ji take advantage of the savings they can 
realize by using pressure-creosoted fence posts 
They've been reading advertisements like this 

in their favorite farm magazines and they are in the 
mood to buy. . 

In these advertisements, farmers in the reader's own 
vicinity tell how pressure-creosoted fence posts are 
giving them savings in labor, replacements and fence. 
And farmers rely on the word of men like themselves 

To buy fence posts pressure-creosoted with U'S’S 
Creosote Oil, farmers are directed to business estab- 
lishments like yours. Be ready for this business by 
making arrangements now to handle these posts. 
You'll find it easy to build a profitable year-after-year 
post business. 

As a leading producer of Creosote Oil, we'll be glad 
to put you in touch with a wood treater who can supply 
you with pressure-creosoted fence posts. Just fill in the 
card and mail it today; no stamp is necessary. United 
States Steel Corporation, 525 William Penn Place, 
Pittsburgh 30, Pa 


Your fn MAIL THIS CARD TODAY—NO STAMP NEEDED! 


supply you 
posts. If hee 
stock he ca, 
quickly. For 2 
eat supplier. « 
no obligation ® 


525 William Penn Pia. 


Agricultural Extenmon Section 

United States Steel Corporation 

Room 2807-Q, 525 Wilham Penn Place 
Pittaburgh 30, Pa 


I would like to know mm about pressure 


nearest suppler No oblig 
Name 

Address» 

County 


1 would Like prices on 


creoaoted fence 


posts from the oe 
, . 


United States Steel Corporation 
Room 2808-G, 525 William Penn Place 


Pittsburgh 30, Pa. 


° I'm interested in handling pressure-creosoted fence posts. Please 


- Name 


a 


, Address 
City 


State 





send me more information and put me in touch with pressure- 
treaters who produce this product. 





Dont pass up this opportunity 
to build volume and profits in 


PRESSURE-CREOSOTED 
FENCE POSTS 


3 -_ "~. ) "a" 
P ee Pe > 2 Rey 
rn Ses a. er 


; I ,oete 








FIRST CLASS 


Permit No. 3117 
(SEC. 34.9 P.L A&R) 
Pittsburgh, Pa. 














BUSINESS REPLY CARD 


No Postage Stamp Necessary if Mailed in the United States 








— POSTAGE WILL BE PAID BY — 


UNITED STATES STEEL 
Room 2808-G, 525 William Penn Place 


Pittsburgh 30, Pennsylvania 
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(Continued from page 46) 


SSIRCO Promotes 
Deegan and Peek 


ANTHONY F. DEEGAN, formerly 
sales representative, has been 
made manager of Southern States 
Iron Roofing Company's Memphis 
warehouse. He succeeds Marion L 
Peek, who has been transferred to 
Savannah, Ga., and promoted to 
warehouse supervisor for the com- 
pany’s 16 wholesale warehouses 


A native of Savannah, Deegan 
joined Southern States in 1945 as 


by SS 
an accountant in the general of- e 
fices there. In August of 1950 he Wra 1 U, a 00 SQ. € 
went to Memphis as _ assistant 


branch manager. He became a 
sales representative in April of 


this year W, 
Peek has been with the company hen you wrap up Griffin Hack Saw Blades, you 


for 14 years. He has managed the . 
aaee 5 can be sure your customer will be satisfied. 

Memphis warehouse since it was . 

ne T Ee » c >» - . 
opened in November, 1949. Prior He'll like their long-lasting sharpness and the 
to that time he was assistant 
branch manager of the Savannah 

warehouse. . . 

The finest steels, accurate machining and careful 


smooth straight cuts they give. 


” heat treating are skillfully combined to solve your 


McKay Names Wilcock 
to New Sales Post When you sell him Griffin Hack Saw Blades, you 


know he'll be back for more. 


: 
customers’ cutting problems. 


JAMES W. WILCOCK has been ap- 
pointed assistant general sales For more information ask your jobber — or write 
manager for the McKay Company, 
manufacturers of commercial to us 
chain, tire chains and are welding 
electrodes. He will make his head- 
quarters at the company’s main : 
offices in Pittsburgh, Penna ( , \\ ( , RR’ i I | \ ( ’ ( ) 

Prior to his present appointment Je . J r’ i A . 
Mr. Wilcock handled the sale of all FRANKLIN. N.H 
McKay products in the Detroit 
area. In July 1951, he was trans General Sales Agent 


ferred to the McKay Company . y . > 
main offices, where he served a: J OHN H. GRAHAM & CO., INC, 
105 Duane St., New York 8, New York 


pecial assistant in sales 
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Naturalure Introduces 
New Wog-L-Bugs in Color . 


Naturalure Bait Co. of Pasadena, 
Cal., has announced three new addi 
tions to its line of Wog-L-Bug spin 
ning lures: Rainbow, Red and White, 
and Black and White. Other models 


are bright chrome, brass and copper. 
All are the serrated spoon’ type 
which cast like a plug and will not 
“sail” or foul light lines. 

Wog-L-Bug lures are 
weigh “% ounce, and retail 60¢ 
each (Wog-L-Bug Special, with 
feathered hook $1.00). For more in 
formation write Naturalure’ Bait 
Company, 1218 N. Fair Oaks Avenue, 
Pasadena 3, Cal. 


15%” long, 


for 


+ 


Western Wood Offers 
New Galley Shelf... 


A new idea in shelf design, with 
“at-sea” lines and built-in railing to 
keep small packages and bottles from 
falling, is the Galley Shelf, patterned 
after shelves found in ship galleys 
and built of select alder, rubbed to a 
natural golden finish. 

Said to be ideal in the kitchen for 
holding range sets and potted plants, 
or in the bathroom to hold cologne, 


facial creams, dusting powders, etc 
and decorated with a gay multi 
colored rooster on the front, the shelf 
is 11 inches long by 5 inches deep 
Manufactured by Western Woods, 
Inc., Portland, Oregon, the unit re 
tails for $1.49. Further information ji 
available from the manufacturer upor 


request. 


e 


Jacobsen Announces New 
18-Inch Rotary Mower. . 


balance, 


design 


and 
new 


Over-all sturdiness 
together with several 
features, are incorporated in the new 
Jacobsen 18-inch Rotary Mower, re 
cently presented to the trade 

The cutter bar, pitched to provide 
suction lift, is driven through special 
friction plates which absorb impact 
and prevent shock damage to engine 


and cutting unit. The two cutter 


blades are hardened, double-edged 
sections which are solidly fastened to 
prevent turning. These sections are 
reversible for longer wear and are 
easily replaced. 

The handle, of streamlined tubular 
design with comfortable rubber grips 
is free-floating to absorb ground 
may be quickly locked in 
place with a special catch so that 
mower may be tilted. The handk 
may also be placed in vertical posi 


jolts or 
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tion for convenient storage 
Further information is availablk 

from the Jacobsen Manufacturing 

Company, Racine, Wisconsin 


4 


New MIRRO Aluminum 
Cooking Foil ....... 


“MIRRO-Foil,” a new aluminum 
foil for cooking and household use, i 
being introduced by Aluminum Good 
Mfg. Co., Manitowac, Wis. Ideal for 


cooking and baking purposes, alum 
inum foil is becoming 
popular for wrapping ham and fowl 


for oven 


increasingly 


roasting 

Meats prepared in 
retain their natural juices and as a 
result have an excellent flavor. The 
foil also can be used to line fry pans 
for frying fish, hamburgers, and 
other foods, In addition to being used 
for cookery, the foil has an unlimited 
number of work-saving around 
the home. “MIRRO-Foil” is pack 
aged in 25-ft. rolls and is wrapped 
in a colorful display carton with ser 
rated cutting edge 


aluminum foil 


uses 


oe 


Seymour Smith Offers 
New Grass Shears... 


Seymour Smith & Sons, Oakville, 
Conn,, has introduced its new 
shears in which the mechanism to 
adjust blade tension to the toughness 


1953 





of the material being cut is housed 
in the handle. According to the 
manufacturer, this permits stream 


lined, modern design and also pro 

tects the mechanism from grass cut COMPLETE | . 

tings, dirt and other foreign matter Nf of Wind 

On the opening motion blade tension OW Fons 
is automatically released to assure ; 
easy, fast operation. Blades are hol f S f \ LOW p f 
low ground which gives self-sharpen- q ensd lond eW RIC } 
ing effect in use. 

Handles of the new No. 277 grass 
shears have same locking device as 
the “Snap-Cut” pruner No. 119 so | 99” CABINET MODEL WINDOW FAN... CR-20 
that, with catch set in down position, 


the handles lock automatically when 
closed. tion-wise homemokers and it's priced 


Sleek cabinet design means sales to decore 


No. 277 will retail at $2.75, giving with an eye to their budget. Powerful, 
Seymour Smith line a range of four 2 speed motor exhausts up to 3500 CFM 
grass shears from this price down to cools 2 or 3 average rooms in minutes. Easily 
$1.19. installed in windows up to 44” 


NEW 20” BUDGET PRICED WINDOW FAN... LC-20 


° Specially priced to the volume fan market, 
without sacrifice of power and efficiency 
t ful ad 
New Plastic Pi e Dependable 2 speed motor and full 20 
P clover-leaf blades move up to 3500 CFM 


Introduced by Bettis Expondable meto!l sides fit any standord 


Two new brands of plastic pipe eae 


are being introduced by the Bettis 


Corp. Drawer 9365, Houston 11, | wow gyelysive NO DRAFT reversible Fan by Ynlernali 


Texas. 

Bettis Everlite, a flexible pipe de Saray seers 
signed for almost any cold water use, NOW... A 20” NO DRAFT REVERSIBLE FAN ... RS-20 
is made entirely of virgin polythylene International's exclusive new swing-around 
and is distinguished by its gray color construction permits use as an intake fan 
and _ precision-smooth interior, the without annoying direct drafts. Air stream 
manufacturer reports. Bettis ClearVu, ; 

— : . con be directed 
a transparent, rigid pipe, is made of 
virgin butyrate only. It is said to be 
ideal for transmission of liquids 
when visual inspection is desired 

Both Everlite and ClearVu are speed fan. 
suitable for carrying liquids for 
human consumption. Everlite, which 
is expected to be widely used for a 
general farm and home purposes, Fa 
comes in 10 sizes from % to 6 inches 
in diameter. It is recommended for 
use in temperatures ranging from 
-40 to plus-140 degrees F. Everlite is 


in more heolthful, more 
efficient, circular stream. The NO DRAFT fan 
pivots easily to any position desired, without 
removing fan unit or screen. Full power 2 











Ser inotliclons 


DOUBLE 17” NO DRAFT REVERSIBLE CASEMENT WINDOW FAN . .. Di2 


For the great and growing casement window market 
the new NO DRAFT fan is available in a handsome 
easy to install, cabinet model. Two complete 12” 
3 speed fans in a safe, attractive mounting 


OIL BURNER CO. (Fan Division) 
3840 Park Avenue « St. Lovis 10, Mo 


supplied in coils with standard Ynternalional 
lengths ranging from 500 feet for the = saree Lours 

¥%-inch size down to 25 feet for the 
6-inch size. This long length. plus ; 
the lightweight and flexibility, in- Southern Sales Representatives “ASHINGTON 20, D.C. 


Mr. Jack Reynolds, Box 6966 


HOUSTON, TEX. 
Mr. S. BR. Perkins, 1803 Cleburne 


sure quick, easy and economical in ATLANTA 3, GA. 

stallation, the manufacturer declares Mr. A. H. Patton, 709 Walton Bidg 
Bettis Corp. also manufactures NORFOLK, VA. 

Igloo water cans and coolers for Mr. Bill Webster, Webster Corporation, BLOOMINGTON, IND. 

keeping drinking water cool. The 2300 Colley Ave Mr. Alan Dunlap, 709 Atwater Ave 

company’s products are marketed PITTSBURGH 22. PA. 

throughout the South by John T Mr. H. M. Mason, 207 Investment Bldg 
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Everett & Co., manufacturers’ repre- 
sentatives, with headquarters at 
Memphis, Tenn. 


o 


Wooster Introduces New 
Door-Step Threshold . . 


Wooster Products, Inc., Wooster, 
Ohio has developed a new door-step 
threshold with non-slip surface and 
beveled edges front and back, now 
available as Wooster Type 115-S 
Standard widths are 4”, 5” an 6” with 
a maximum length of 6’. Other 
widths and lengths to 8'6” require 
special patterns. The threshold is 


made of abrasive iron and aluminum, 
bronze and nickel when per 
mitted. Complete details may be ob 
tained by writing the manufacture1 
Wooster Products, Inc., Wooster, Ohio 


also 











THE OAKES MFG. CO. + BOX 122 - TIPTON, INDIANA | 
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Hyde Introduces New 
Putty Knives, Scrapers 


The Hyde Manufacturing Co. of 
Southbridge, Mass., is introducing a 
new line of putty” knive and 
scrapers, which are feather weight 
and feature attractive, rich 
easy 


which 
seamless, plastic 
Suggested retail 
$.50 to $1.20 

made from high carbon alloy 
steel with bright mirror finish. They 
are then hardened and tempered in 
neutral atmosphere electric furnace: 
Each blade is individually ground to 
the proper degree of flexibility or 
stiffness, and the blue plastic hand 
is unbreakable and non-flammable, 
locked to the blade by two 
rivet 


cobalt blue 
grip 


range 1 


price 


Blade 


handles 
from 


ire 


securely 


tubular brass 


Diamond line in 
SIX separate item two putty 
with 1%” blades four 
scrapers or taping knives with 3”, 4” 
and 5” blade widths. This offers suf 
ficient variety to for practically 
all household uses 

Hyde also offers 
different assortments, 
free hardwood 
and priced to give dealers a 66-2/3° 
mark-up on cost. The No. 703 Hyde 
Blue Diamond Display contains four 
dozen items; the No. 203 Hyde Blue 
Diamond display includes 4% dozen 
items, with products displayed in a 
compact wood merchandiser: 
the No. 903 assortment includes a 
variety of other Hyde tools in addi 
tion to the Blue Diamond putty 
knives and scrapers 

Free literature may obtained 
by writing to Hyde Manufacturing 
Co., Southbridge, Mass 


The s)ue 
clude 
knives 


Hyde 


and 


care 


a choice of three 
each with a 


sales merchandiser, 


sales 


be 


ae 


Faris Introduces New 
DeLuxe Picnic Jug . . 


De Luxe 
2-quart 


fea 


gallon capacity, 
companion to the 
same 


A new 1 
Picnic Jug, 


size and incorporating the 
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tures, has been announced by the W. 
W. Faris Manufacturing Co 

This new 1-gallon jug features two 
drinking cups, instead of one as in 
the case of the 2-quart size. It has an 
outer shell of ribbed aluminum, 
hence keeps contents cool longer, 
and may be taken apart completely 
for cleaning and drying of the Fiber- 
glas insulation, feature of both Faris 
products, The glass liner, full 1-gal- 
lon capacity, is replaceable 

Complete information on both the 
2-quart and l1-gallon size picnic jugs 
is available by writing to the W. W. 
Faris Manufacturing Co., 2103 South 
Hanley Road, St. Louis 17, Missouri 


° 


Permanent Merchandiser 
for Prepo Torches ...... 


Designed to augment torch sales 
with multiple burner and tip sales 
for dealers, a new Prepo “Permanent 
Merchandiser” counter display has 
now been made available to dealers 
by The Prepo Corp. 

This compact 11” wide x 14” high) 
pilfer-proof unit displays an actual 
Prepo torch with dummy fuel tank, 
and also displays three different 
tips and a conversion adaptor for use 


Cash In 
On The 
TREND... 


The consumer 
trend is to 
easier-operated, 
fool-proof, 
one-job 

power mowers. 
The hardware 
trend is to faster 
sales, greater 
profits. 

The mower trend 
is to Clark 
Rotary. 








The COMPLETE Line 


cut machine—belt driven—'!.5 HP 
engine 
cut machine—belt driven—2 HP 
engine 
cut machine—direct drive—2 HP 
engine 
cut machine—belt driven—2.5 HP 
engine 
cut machine—belt driven—3 HP 
engine 


Pius 2 New 
Self-Propelled Models. 








NOTE: A specially designed Clark Rotary 
sales feature is the one piece, vacuum lift 
blade—no breakage, no retrimming 

easily removed for sharpening 


CLARK MANUFACTURING CO. 
3024 Melville Rd., S.E., Decatur, Georgia 


Please send literature and franchise information 


Please send name of my nearest jobber 


NAME 


DEALERS: 


Clip coupon for 
literature and 
names of your 
nearest jobber 


JOBBERS: 
Clip coupon 


for franchise 
information 


nee AC Tug 


i % 
> wm00ti 20 











ADDRESS 





CITY 
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Nationally Advertised 


House Heautiful 





~ 


When you buy seine twine, remember... 


IT’S NOT WHAT YOU PAY 
IT’S WHAT YOU GET 
FOR WHAT YOU PAY... 


... and Gold Medal Quality Seine Twine gives 
you more for your money. Starting 
with the bale of cotton, Gold 


Medal is production-controlled 


every step of the way. 


From an economy point of 
view, this durable seine twine 
doesn’t cost you—it pays you 
with long service and 


superior quality. 


Alse available is our ' 
NYLON FILAMENT SEINE TWINE, 
which Is gaining in popularity 
with fishermen everywhere. 


QUALITY SEINE TWINE 
THE LINEN THREAD CO., INC. 418 Grand Street, Paterson 1, N. J 


60 East 42nd St 105 Maplewood Avenve 


New York 17, N_Y Gloucester, Mass 


nbard & Calvert § 158 W. Hubbard St 


_ as Baltimore 3. Ma Chicago 10, I! 


116 New Montgomery St x 


— 


_ 140 Federal’ St y . 
Boston 10. Mass San Francis 5, Cal \ 4 
—_—" >: fo 
~ = > 


a 


SOUTHERN 





with burners of earlier model Prep« 
torches 

The merchandiser is so designed 
that the prospective customer can 
pick up the Prepo torch for close in- 
spection. Display of the six inter- 
changeable burners and tips, with 
description of purpose of each and 
illustrated flame sizes, encourage the 
customer’s selection of a complete 
set of burners and tips with the in- 
itial Prepo torch sale. The burners 
and tips displayed on this board fit 
the older model Prepo torches 

The Prepo merchandiser is attrac- 
tively finished in bright red, green, 
yellow and black. Made of wood and 
masonite for rigidity and perma 
nence, it is available to dealers 
through their regular suppliers. In- 
quiries can be addressed to Prepo 
Corp., Skokie, Il. 


* 


Ruberoid Introduces New 
Asbestos Siding Finish... 


A new improved surfacing for 
Color-Grained, the decorator-de- 
signed asbestos siding recently intro- 
duced by The Ruberoid Co., 350 Fifth 
Ave., New York, has been announced 


Duroc, as the new finish is called, 
is a development of the Ruberoid re 
search staff which, according to the 
announcement, both enhances the ap- 
pearance of the siding and provides 
a protective coating against dirt, 
stain, wear and weather. Among the 
advantages claimed for Duroc is that 
it adds a lustrous surface, highlights 
the “shake” texture of the siding, 
and keeps the attractive duo-tone 
colors bright and fresh indefinitely 


+ 


New Test Methods Listed 
in ASTB Folder....... 


Eighty different methods for test- 
ing, inspecting, and analyzing some 
90 different types of products are 
listed in a new folder being dis 
tributed by American Standards 
Testing Bureau, Inc., of New York. 
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CAN'T KID US 


WITH "DOUBLE" TALK “ / 
| . © b) 0g: 
: 
. ) &- 


po YOU SEE 


WHAT | 4 4 
~ 


The NEW 
"“BANNOCKBURN” 


Selea mevicine casiner 





SOUTHERN 
wooo SCREWS 


(Slotted or Phillips Heads) 




















feature single-thread construction | J sannockaurn mode! DFW 


The most attractive bathroom 
Southern produces only wood screws with rugeed 
set medicine cabinet value ever 

single-thread construction. For the Federal Bureau Seced 
offered — recess type with stain- 

of Standards, in exhaustive tests, has prov ed beyond i 
a doubt that single thread screws with full-size less steel rims on three plate 
glass mirrors. Center Mirror: 


16" x 22"; Side Mirrors: 8" x 22"; 


shanks have far greater holding power than any 
other type. Government Specifications insist on 
single-thread, full-shank screws. Manufacturers Wall Opening: 14°x 18"x 354". 
using other types are disqualified from receiving 
government orders 


Southern brings you screws with sturdy, full-size Beautiful-Practical-Fast Selling 
shanks; sharp, cylindrical, cut threads; gimlet Features of BANNOCKBURN Beauty and Utility 


»oints with plenty of “bite”; and clean, pre n 
I + . nn —— Three Beautiful, Polished, @ Chrome Plated Tooth Brush 


milled slots. Made in a full range of types and sizes Siete Ghune Oittnees Holder 
and a wide variety of finishes. Large stocks avail ‘ 

. A Chrome Spring Rod ond Ball @ Non-Yellowing White Enam 
able for immediate shipment. Write for our cata Seer Chock el, Baked On at High Tem- 
peratures to a Hard, Lustrous, 


High Quality Bullet Type Easy-to-Clean Finish 

West Ohio Serect Door Catch Razor Blade Slot 

J rs On Chicago 10, I Heavy Gauge Stee! Cabinet, © Three Full Length Chrome 
Permanently, Electrically Plated Piano Hinges 

Welded @ Twe Bulb-Edge Gloss Shelves 


Atlanta, Georgia 
t for a copy of the New ideal Cotalog with illustrations 
S Oo U al e ny K Write Today end descriptions of nearly 50 distinctive ideo! Cobinets 


SCREW COMPANY IDEAL CABINET CORPORATION 


110 RICKERT STREET Division of Deslouriers Column Mould Co 
STATESVILLE, NORTH CAROLINA 7722 JOY ROAD e« DETROIT 4, MICHIGAN 


logue today. 
FACTORY WAREHOUSES 
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Continuous 
demand 
for 
Stanley 
CONTINUOUS 
hinges 


for tables, desks, 
chests, 
boat lockers, 











| sewing cabinets 


Get this FREE DISPLAY 
with purchase of 
311'4 Hinge Assortment 
. Customers see 
hinge operation and 
actual finishes. It's a 
big sales advantage. 
Ask your wholesaler. 











ic € e@ Stanley Works 
| a sh, thy lr aon 


The most famous doors in the world 
swing on Stanley Hinges 


[ STANLEY ] 


Reg. U.S. Pat. Off 


HARDWARE ® TOOLS ® ELECTRIC TOOLS 
STEEL STRAPPING © STEEL 
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CLASSIFIED) 
; 


HELP WANTED 


Progressive Carolina wholesale dis- 
tributor interested in training three 
young men for wholesale hardware 
business. Prospective future for in- 
terested parties excellent. In answer- 
ing give full details as to qualifica- 
tions, recommendations and experi- 
ence. All replies strictly confidential 
Box 665, SOUTHERN HARDWARE, 
806 Peachtree St., N.E., Atlanta, Ga 


HELP WANTED 


Leading Carolina wholesale hard- 
ware distributor has opening for two 
experienced, capable, and aggressive 
sales representatives. On percentage 
of gross profits territory should yield 
better than $10,000.00 per year. All 
replies strictly confidential. Box 664, 
Southern Hardware, 806 Peachtree 
St., N.E., Atlanta, Ga 








Prepared to show industry and 
business the scope of services avail 
able to them for the quality control 
of many products, several methods 
are touched on briefly such as Non 
Destructive Testing; Testing for Per 
formance, Corrosion Resistance, Pro 
tective Coatings; Chemical Analysis; 
Development of Specifications; Prod 
uct Certification; and the Seal of 
Approval 

Emphasis is placed on the facilities 
that make it possible to perform 
many of these services in the field, in 
the client’s plant or at the Labora 
tories of American Standard’s Test 
ing Bureau, Inc., in its own eight 
story building at 44 Trinity Place, 
New York City 


+ 


Lenk Introduces New 
Soldering Iron...... 


The Lenk Mfg. Company, 30-38 
Cummington Street, Boston 15, Mass., 
announces a new lightweight pencil 
type electric soldering iron for in 
dustrial, professional and hobby use 

This new soldering tool weighs 
only two ounces and is available in 
two popular wattage ratings—25 
watts and 40 watts. The handle is 
made from cool, comfortable plastic; 
the tip is “%” diameter, and the unit 
measures 742” overall 

It is especially recommended for 
soldering electronic components, pre 
cision instruments, radio and _ tele- 
vision parts, as well as for hobby, 
model and laboratory work 


. al 





CHENEY 


nail holding 
hammers 


Sell the hammers millwrights 
and carpenters ask for. Only 
hammers with the exclusive 
nail holding device that saves 
time and labor. Cheney 
Hammers have been known 
and used all over the world 
since 1836. 

Order some Cheney Nail 
Holding Hammers from your 
hardware jobber today and 
watch your hammer sales 


increase. 


Pride of the Tool Chest 


Sales Representatives 


JOHN H. GRAHAM & CO., INC. 
New York, W. Y. 


SANFORD BROTHERS 
Chattanooga, Tenn. 


HENRY CHENEY HAMMER 
CORPORATION 
LITTLE FALLS, N. Y. 
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Hey, JOE! WHERE'S 
OUR R-V- 


_V-LITE dealers 
waiting for R this vers 
Plenty of — display and SUBBEN a Enjoy 


hs ah 
who ie throughout 1 ee VIMLITE for 
u ie 


, rep 
brisk business ene : ents, P 4 


a insulation and laying ho 
ht useful 


r’s need, ne 
pocketbook. Are yo 


ready’ 


Are you cashing in on 
the increasingly popular 
V-LITE, the newest, 
all-purpose Household 
Material? Tough, crystal- 
clear. More and more 
practical uses every day 
baby bibs to shower 
curtains—heat sealed or 
sewed ... keep cash 
registers humming. 
Order your supply today! 


VA mem 


\ARARRRE 
14 BRAD 


Arvey CORPORATION 


Since 1905 3462 N. KIMBALL AVE. « CHICAGO 18, WL 
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We want you, Mr. Deal- 
er, to use this white, 
waterproof lubricant 
yourself... around your 
store or your home on 
any of the thousands of 
things that need lubri- 
cation . . . We’re sure 
that once you've used 
this excellent product, 
you'll stock it in your 
store ... We're so sure 
of this that we would 
like to send you a full- 
= sized tube absolutely 
ih free. 
There is no obligation 
—just fill in this cou- 
pon and mail it today. 


Fiske Bros. Refining Co 


4 

, 4 

g¢. BRIPLATE DIVISION 2 
137 Lockwood St., Newark 5, N.J 

a i 


i Please send me your free tube 
of Lubriplate—the lubricant 
’ of a thousand uses! 


é Name 


2 Address 


B sobber's Name_ 


4 Jobber’s Address 





: 

a 

+ 

. | 
a 7 
a 

é 

odd 


ee ee es 





WHERE 
TO GET 
LUBRIPLATE 
TUBES 


WAREHOUSE 
DISTRIBUTORS 


SOUTHERN 
DISTRICT 


SOUTHEASTERN 











STATES 
Emmett F. Cota 
S ivy St. Bldg 
Atlanta 3, 
Georgia 


SOUTHWESTERN 
STATES 
Ray Bellinger 
Frost Bank Bldg 
San Antonio 5 


Texas 


NEW POLICY FOR 
QUICKER 
JOBBER SERVICE! 


Jobbers can now 
purchase 
LUBRIPLATE 
tubes from the 
above listed 
warehouse 


distributors 


COMPLETE STOCKS 
AT ALL POINTS 


PROMPT SHIPMENT 
ASSURED! 
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Utica Offers New 
Tool Catalog ... 


Utica Drop Forge & Tool Corp. of 
fers its new and improved tool cata 
log No. 66-1952, which is replacing 
Utica catalog No. 63-D currently in 
use 

A special feature of the catalog i 
the accurate diagraming of the too! 
jaws, with accurate dimensions. The 
manufacturer states that this is prac 
tical because of the tolerance: 
to which the tools are held. 

The 24-page catalog, well 


close 


illus 


trated, contains a _ useful list of 
decimal equivalents and _ pertinent 
data on all Utica tools in many sizes 
82 models of pliers, regular and cu 
tom-built, Utica’: 
adjustable wrenches and full d 
tions of 10 Utica displays 

The catalog is available from Utica 
Drop Forge & Tool Corporation, 
Utica 4, New York. 


of 


complete ling 


scrip 
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Parrish Announces New 
Wood Bowl Catalog. . 


The J. Shepherd Parrish Co., 

W. Wacker Drive, Chicago 6, IL, has 
issued its first completely illustrated 
catalog of novelty woodenware. Th 
catalog is available now to dealer 
upon request. 

The catalog gives complete specifi 
cations, prices and descriptions of 
each product, with each item clearly 
illustrated, 


* 


National Lock Offers 
New Brass Assortment 
National Lock Company, Rockford, 


Illinois introduced its new A-80 
Brass consisting of a 


has 
Assortment, 





pu la " PAINT THINNER : 


IT’S PROVEN 
IT’S ECONOMICAL 
IT’S a Quality THINNER 





thinner 


ORDER 
TANDROTINE Today! 


Get ready for 
EXTRA Sales, 
MORE Profits. 


——E 


Get your supply now! 


ANDROTINE is 


painters and home-owners for use wher 


That is because 
an excellent thinner and cleaner of brushes, 


solves wax and does a hundred other house 
hold tasks. TANDROTINE has a high flash 
point, a pleasing odor, long leveling, and 
even flow. It is slow drying. 


preferred by both 


ever a high grade paint, enamel, or varnish 


is needed. 


ms suc h 


TANDROTINI 


as well as a remover of grease. It also dis 
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selected group of the most popular, 
fastest moving items of this type. In- 
several sizes of narrow 
butts, butts, plates, 
angle irons, hasps, hinge 
label holders, etc 

The assortment is acc ompanied by a 
natural birch finished display board 


cluded are 
mending 
butterfly 


broad 


at no additional cost 


. 


Swing-A-Way Introduces 
New Ice Crusher..... 


Improved features of the new 
Swing-A-Way Ice Crusher include 
simple adjustment for coarse or fine 
ice, self feeding to protect fingers, 
stainless steel cutters for long life, 
and multi-cube hopper. Body is 
sturdy cast aluminum with scratch 
resistant baked white enamel finish 
Shatterproof polystyrene cup is 
available in red, black or yellow 
This all-new ice crusher fits standard 
Swing-A-Way wall bracket. Further 
information is available from Swing 
A-Way Mfg. Co., 4100 Beck, St. Louis 
16, Mo 
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Old Hi Says 
£ 


Y, 


ORROCKS 
BOTSON 


UTICA, N.Y. 


Manufacturers of the Largest Line of Fishing Tackle in the World 
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$ast- Selling 
BUILDERS HARDWARE 


NATIONAL LOCK 


A65-124 “T" HINGE 





AG5-114 STRAP HINGE 


In-demand items... wide choice of sizes. Finishes in- 
clude Plain Steel, Zinc Plated (ZP-1), Prime Coat and 
Brass Plated (BP-2) on specific numbers. Packed one 
dozen in sturdy, easy-to-identify cartons. Order now! 


Ask also about Series “410° NATIONAL LOCKset. 


Regular and Half Surface 


BUTT HINGES 


a 


AG5-026 BUTT HINGE 


/ | 
“ 
a 
al 





Here is one of the many quality items included in the 
broad line of NATIONAL LOCK builders hardware. 
Regular and half surface BUTT HINGES are available 
with ball tips, button tips and loose pins. Packed one 


pair (with ’screws) in a sturdy, neatly-labelled box. 


Ask for Builders Hardware Catalog 


distinctive hardware...all from ] source 


IN NATIONAL LOCK COMPANY 


Rockford, Illinois @© Merchant Seles Division 
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CONVENTION DATES 





Alabama Retail Hardware As- 
sociation, annual convention 
and trade show, May 3-5, 
1953. Headquarters, Tutwiler 
Hotel, Birmingham, Ala. Secre- 
tary, Mrs. Euna G. Ramsey, 
1926 Fourth Ave. Birmingham 
3, Ala. 


Arkansas Retail Hardware & 
Implement Association, annual 
convention and trade _ show, 
Feb. 22-23, 1953. Headquarters, 
Robinson Auditorium, Lafay 
ette Hotel, Little Rock, Ark. 
Secretary, J. Wayne ‘Tisdale, 
908 Rector Bldg., Little Rock, 
Arkansas. 


Hardware Association of the 
Carolinas, annual convention 
June 9-10, Myrtle Beach, S. C 
Secretary, Mrs. Sally C. Masten, 
11842 E. Fourth St., Charlotte 
2, N. C. 


Florida Retail Hardware Asso- 
ciation and Georgia Retail 
Hardware Association, annual 
joint convention and _ trade 
show, April 12-14, 1953. Head- 
quarters, George Washington 
Hotel, Jacksonville, Fla. Secre- 


tary, W. W. Howell, Box 183, 
Waycross, Georgia 


Kentucky Retail Hardware As- 
sociation, annual convention 
and trade show, Feb. 10-12, 
1953. Headquarters, Brown Ho- 
tel, Louisville, Ky. Secretary, 
Dwayne W. Laws, 501 Repub 
lic Bldg., Louisville 2, Ky. 


Mississippi Retail Hardware As- 
sociation and Louisiana Retail 
Hardware Association, annual 
joint convention, May 3-5, 1953. 
Headquarters, Buena Vista Ho- 
tel, Biloxi, Miss. Secretary, Da 
vid O. Mansfield, Box 1696, 
Jackson, Mississippi. 


Missouri Retail Hardware As- 
sociation, annual convention 
and trade show, to be an- 
nounced, Secretary, Harry F 
Scherer, 1189 Arcade Bldg., St 
Louis, Missouri. 


Oklahoma Hardware & Imple- 
ment Association, 50th annual 
convention and trade _ show, 
Feb. 3-5, 1953. Headquarters, 
Municipal Auditorium, Okla- 
homa City, Okla. Secretary, F 
N. Thomas, 515 Midwest Bldg., 
Oklahoma City, Oklahoma. 


Tennessee Retail Hardware As- 
sociation, annual convention 


and trade show, Feb. 22-24, 
1953. Headquarters, Peabody 
Hotel, Memphis, Tenn. Secre- 
tary, Morris Jones, Box 784, 
Nashville 2, Tennessee. 


Texas Hardware & Implement 
Association, annual convention, 
Jan, 26-28, 1953. Headquarters, 
Shamrock Hotel, Houston, Tex 
as. Secretary, Ray M. Souder, 
822 Texas Bank Bldg., Dallas, 
Texas 


Tri-State Hardware & Imple- 
ment Association, annual con 
vention, Feb. 9-10, 1953. Head- 
quarters, Herring Hotel, Am- 
arillo, Texas. Secretary, M. D 
Shepherd, Canyon, Texas 


Virginia Retail Hardware As- 
sociation, annual convention 
and trade show, Mar. 24-26, 
1953. Headquarters, Hotel Ro- 
anoke, Roanoke, Va. Secretary, 
George T. Omohundro, Jr., 
Scottsville, Virginia 


West Virginia Retail Hardware 
Association, annual convention 
and trade show, Mar. 16-18, 
1953 Headquarters, Daniel 
Boone Hotel, Charleston, West 
Va. Secretary, James C. Field 
ing, 1628 McClung St., Charles- 
ton, West Virginia. 
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RIFFIN 


Griffin Butts ore Quality Butts . . 
produced from highest grade steel, 
carefully rolled in our own plant and 
finished by expert craftsmen. You can 
be sure of satisfied customers when you 
sell them any items in the Griffin line 
of fine builders hardware. 

For more than a half century Griffin 
has been producing fine products. That 
experience assures you of the best. Sell 
Griffin . . . and you sell Quality. 


: 
PLY) Ever voor NEEDS THREE 


MANUFACTURING COMPANY 





ERIE +©+ PENNSYLVANIA 


REPRESENTATIVES 


RF. BEVERS H.C. GLOVER 
4524 East 60th Street 2611 Garrison Bivd 
Seattie, Washington Baltimore 16, Maryland 
ROY L. ROGERS 


CHARLES L. LEWIS 
1639 W. Forge Avenue 1355 Market Street 
Chicago 26, tilinois Sen Francisco 3, Calif 
GEORGE A. GREGG WALTER S. JOHNSON & SONS 
17134.6 Wyoming Avenue 917 St. Chorles Avenue 
Detroit 21, Michigan Atlante, Georgia 
THE 8. S$. ALDER COMPANY AUSTIN & EDOY INC £. H. FARRAR 
45 Warren Street 115 Brood Street 6637 Golf Drive 
New York 7, N.Y Boston, Massachusetts Dotios 5, Texos 


WILBUR H. DAVIS 


. G. FULLER, @ 
644 Wellington Rood 1620 Garfield Street 
Jackson 6, Mississippi Denver 6, Colorado 

HARVEY D. RUSH & SONS WwW. C. MEIBAUM & CO 
4638 Nichols Parkwoy 6954 Oleatha Avenue 
Kansos City, Missouri St. Lowis 9, Missouri 
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IL Fae BLAST 


“Leaders in 
room heaters 
since 1897” 


GAS-OIL-COAL 


"ad 


ra) 


FOR Ecsy CLEANING 
- 


MODELS 775.52 776-52 


Exclusive COLE ‘'Tilt-A-Way" Cabinet for easy cleaning 
Both single and dual burner models 
Glass lined (porcelain) heating units 


Sold and serviced nationally thru leading Distributors 


Write for catalog 


COLE HOT BLAST MANUFACTURING CO. 
3817-35 South Racine Avenve 
Chicano 9 Illinois 


HARDWARE CLOTH.. 
every wire round and 
true to gauge .. uniform 
mesh... free from bulges 
. straight selvage . . 
heavily and brightly gal- 
vanized the Wright way. 
A Wright product all 
the way from rod to 
you. 

Southern Representatives 

D. C. Hornibrook 

E. L. Hornibrook 

Box 176 

Avondele Estates, Go. 
Lowrence + Baldwin 


on 
306 Corondelet Bidg. 
New Orleans 12, Le. 


STEEL & 


MANCSMA ati 





1\2zPCORA 
we Cu A 























TROJAN SAW BLADES 


ALL TYPES 
Jig, Coping, Jewelers’, Fret, Scroll, Hack, Machine 


World-famous Trojan 
Saw Blades. Over 130 
different types for 
every hand and power 
sawing operation. Un- 
equalled in quality. 
Teeth are individually 
filed and precision set. 
Blades are hardened 
and oil tempered for 
a long, sharp life. 


Manufacturers of World- 
Famous Parker Line Tools | 


PARKER MFG. CO. 


Worcester, Mass. 





























Insist on 
TROJAN by name 
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938 W. Welnut St. 
e Milwaukee 5, Wis. 
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SOLD 
EXCLUSIVELY 
THROUGH 


Increase your 

sales of America's 

leading wicks . . . GLASWIK 

and FLAMEMASTER. These attractive 

merchandisers increase sales and MAKE YOU MONEY! 
Wick can be dispensed quickly and easily, with no waste 
er spoilage. They make excellent counter displays or 
can be hung on c¢ wall or side of the counter. 


FOR COMPLETE INFORMATION 
WRITE FOR BULLETIN NO. 90 


ASBESTOS 
ATL A Scompany 


MANUFACTURERS OF ASBESTOS PRODUCTS AND SPECIALTIES 








RUN UP YOUR PROFITS WITH 


PRICE PROTECTED .. . NATIONALLY ADVERTISED 
... POPULAR IN THE HOME AND WORKSHOP 


To insure that you make your full profit, @ ‘ 
Rogers Gorilla Grip Glue is price pro- & 
tected . . . is sold only through local 

hardware stores like your own. 


To keep your market wide awake, Rogers 
Glue is advertised continuously in lead- 
ing national publications such as Popular 
Science, Popular Mechanics and Popular 
Homecraft. You're dollars ahead when 
you sell popular Rogers Glue. 


Cash in on this fast moving item. Rogers users 
are satisfied customers that 
keep coming back for more. 
Rogers Glue is easier to 
work . . . makes a stronger, 
more solid joint or mend. 


Order today through your 
jobber or write direct to: 


_retix 


ROGERS 


ISINGLASS & GLUE CO. 
GLOUCESTER, MASS. 


3,865 Ibs. Shearin 
Strength per Square Inc 
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==— 
FOOT AND CHECK 


with the 
famous 


THEY CAN'T LEAK 


Strataflo Foot and Check Volves 
end leokage troubles, save their 
cost many times over in service 
calls. Ideal for jet type pumps 
Ask for Bulletin 203 


order from your jobber 


STRATAFLO 
PRODUCTS, INC. 


FORT WAYNE 1, INDIANA 


World's Finest Rotary 


ROTACUT — Gas and Electric Mowers 


PATENTS PENDING — I5 features. 3- 
Wheel base. 6° Caster Wheel. Most ma- 
neuverable. Pulverizes grass. No windrow 
ing. Insures level cut. Thousands sold— 
Coast to Coast. 

ES—ELECTRIC. Most powerful. Full '/2 hp 
high speed (3300 rpm)—MOW-MOTOR (shock 
proof), IDEAL—family mower. MATCHES—gas 
mowers. Econemical. 18 Cut 

GC-7—GAS MOWER. CLINTON 2 hp, 4cyc engine. ALL-PURPOSE. Cuts 
toughest grass-weeds. Mower section, cutter tips. 10° Side Wheels. 18° Cut 

RP—GAS MOWER. Power Products |.2 hp Engine. 16° Cut. Special deal 
No excise tax—on warehouse stock 

FARMCO Buzz-Cut mobile wood-weed-brush saw. 20° cut 

LIVE DEALERS WANTED. Extra discount—NOW. Freight allowance. Exclu 
sive deal. Write today 

FARM PRODUCTS COMPANY, Inc., Dept. RD-75 

EXCELSIOR SPRINGS, MO. 

















“The Big Profit Line 
JUMBO FABRICATED 
TOOL BOX 


A tough and sturdy 

all steel tool box. 4 

trays. Continuous pi- 

ano hinge. Durable 

baked enamel! finish. 2 

side bolts and center 

hasp. Form Fit Aluminum 

Handle. 18" long « 10!/2 

wide «x 13 high. Also in 
21" and 24” sizes 

Write for catalog and price list 


SIMONSEN INDUSTRIES, INC. 


1414 S. Michigan Ave. Chicago 5, I! 
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tee ter 
FALL Natl. Garden Supply 


SUMMER 
( Larson) See us at uwe enam one Sweerime am See tis York 
<n a 

TH32I ” SPRING LAMBERT | 




















uwe 
Cibamine 


3-Row | Now there's 


TOOL 3-SEASON SALES IMPACT 


with 


HOLDER |, LAMBERT DYNASWEEP 


Lawn Sweepers 








The most practical tool holder on the 
market. 

, LOOK FOR THE 4. LEAF 
Holds large assortment of hand tools. 2 CLOVER EMBLEM 


Fine zinc coated finish—36” of tool : = “ ADVERTISED IN 
space. . AMERICAN HOME 
HOUSE & GARDEN, 
Packed in two-color attractive boxes. — SUNSET AND 
LEADING 
CIRCULATION 


Ask your jobber about this one! % ‘a NEWSPAPERS 


CHAS. O. LARSON CO. e & c_ 
STERLING + ILLINOIS es 


Year mis 
ae ae Beets gees 




















' : > SELL THE 3-SEASON USER BENEFITS 

ou 0 etter ; : CUTS TIME, WORK AND COST OF LAWN CONDITIONING 

‘ ae . Spring—removes stones, nuts, dead leaves, 

with WOODRUFF a toys and debris, prepores lawn for spring care 
. Summer—picks up grass cuttings, stonds up 

grass, weeds ond crab grass for easier, more 


lawn seed Be ttticient mowing 
a Fall—eliminates leaf raking—cleors lawn bet 
nie: 


fer, easier, Quicker 


This year Woodruff lawn seed 


is treated with Du Pont Arasan A CLEAN SWEEP OF 
for protection against soil-borne 


diseases. This treatment insures 2 ‘ PRODUCT ADVANTAGES, TOO! 


fullest germination. 





Machine-cut steel gears and pimons 
Your customers will be happier Best merchandising colors 
with Woodruff Arasan-treated 


Lawn Seed. 


21” and 30” sizes 





All stee!l chossis 

Roller supported collopsible hamper 
Ball bearing mounted reversible brushes 
Shipped completely assembled 


Notional and local advertising 


CONV SYN = 


Point of sales promotion 


AND LOWEST PRICES! 


Ask your jobber or write 


LAMBERT INCORPORATED 
F. H. WOODRUFF & SONS, INC. 


MILFORD, CONNECTICUT Dept. SH-!, Ansonia, Ohio 
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CARPENTER SQUARES TROWELS, FLOATS, CEMENT TOOLS, DARBIES, HAWKS 


AmERICA’S FIRST FOR THE TRADE a 
one ty * a FOR THE FARMER / . 


ZEPHYRLITE 


Varad iy 
NICHOLLS MANUFACTURING CO., OTTUMWA, IOWA — U.S.A 











: US 
Ss . =—p.4 Fe. 
: STRONG ON SALES PR aon A-?.s LQ. 
LONG on PROFIT : YY bee 
Y "4 _f Locktwist Weave onge ay — 


uniform, more rigid 
when unrolled basi« 
and cut Stretches bette 
Neates in appearance 
More stistactory in service 
U.S _HEXLOK P, sultry Netti 
in one-inch 
20 wir . 
and after wea 
ard width 


is 
tw 
ve 


. t cor 
ineal feet, guarantees 
length and weight 




















rd equir 
ideal for buil 
suse can be 














De Lure a 
CHAIN STRINGER a ee 


. full 60" . . . welded link cad fore and after weaving, 
widths 12 to 72 inches 


mium plated . fitted with need! 
e, 8 tain 150 lineal feet, guaranteed full 


individual slide hooks additional length and weight er 
slide hooks available 4sh your jobber to see these modern nettings! — aye 
»ENDUAWNA sreer & wire company 


FRABILL MFG.CO. ii..." | | nn ch oi 


: UKELELES, GUITARS, VIOLINS 


“VVite Matter 
' 
































and other string instruments 
o 


Make extra profits by han- 

dling these additional lines. 

WRITE US FOR DEALERSHIP DETAILS 

iNlustrated is the ‘‘Flite-Master Super Deluxe,"’ the only 

complete play unit of its kind on the market. Flite- 8 
Master comes in many models with various combina- CONTI N ENTAL M U ic 
tions of play activities. Ask your wholesalers about DIVISION OF C. G. CONN, LTD 


Flite-Master, America's No. 1 Gym. 
Atlanta 3, Ga. 


CONSOLIDATED METAL PRODUCTS COMPANY 146 Marietta St., N. W. 
424 EAST PEARL STREET © CINCINNATI 2, OHIO 


wes 


MARSHALLTOWN, IOWA 


























MARSHALLTOWN TROWEL COMPANY s+ 
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FARM EQUIPMENT 


806 Peachtree St., N.E. 
Atianta 5, Ga. 
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You profit by selling Minneapolis-Moline 
Modern Machinery because your farmer 
customers profit by owning it. That’s why 
hundreds of MM dealers say: “there’s no 
business like the farm equipment business 

you make a profit by helping your cus- 
tomers make a profit.” 

And that’s why farm machinery has be- 
come hig business. Modern Machinery per- 
forms a “must” service that progressive 
farmers demand. What's more, the future 
is bright. Everything points to continued 
high farm income and fast machinery Sales. 


THERE'S REAL OPPORTUNITY FOR YOU 
WITH AN MM DEALERSHIP! 


Here’s how you can get into the profitable 
farm equipment business! Now, Minne- 
apolis-Moline is opening terr:tories for new 
dealer franchises. In communities where 
there are no MM dealerships, old terri- 
tories are being extended. Many first-rate 
areas are available. 


cs 


> MINNEAPOLIS- MOLINE sins 


IF YOU WANT TO SHOW A PR 
IT WILL PAY YOU TO READ THESE FACTS 





- 
MINMEAPOLIS MOLINE 


/ ‘ 











MM OFFERS ALL THIS TO HELP YOU FORM 
YOUR OWN FARM EQUIPMENT BUSINESS 
1. A complete line of highest quality farm 
equipment that is known ‘round the world 
for profitable performance and dependable 
operation. Modern, work-saving Farm Trac- 
tors, Seed Bed Preparation Equipment, Plant- 
ing Tools, Harvesting Machinery, Power 
Units to fit every farm in every locality. 

2. A deferred sales system that makes MM 
and MM Farm Machinery the easiest line to 
handle in the entire industry. 

3. A progressive Dealer Program that es- 
tablishes the dealer in his own business. 
4. Manufacturing and distribution facilities 
that insure fast, reliable delivery at the 
sales level. 

5. Advertising and sales-promotion tech- 
niques that have proved themselves for 
thousands of dealers. 

If you want more facts on the MM Dealer 
Franchise for your community, write at once 
Your correspondence will receive immediate 
executive-level attention 


Zualily Coutrol IN MM FACTORIES MEANS DEPENDABLE PERFORMANCE IN THE FIELD 


FIT IN YOUR OWN BUSINESS 











With the big MM machinery line you sell 
the right equipment for every form, every 
type of soil 














The complete MM line is often called the 
eatiest line te handle in the farm equip 
ment field.” 












roll a > 


oe iw Wee 





wl 


MM deferred sales system helps you sell— 
never ties up your profits! Ask ebout it. 








EAPOLIS 1, MINNESOTA 


MARK OF T QUALITY FARM EQuitf 
MANUFACTURER USING LABELLE DISC 





VYV YY YY 


SM 


* 


SF » . 
aarti 
lig a 
be 4 es 


- y od | f = 
eS “Se ee j ¢ “y ee ; , Ta ~— 
ae BSE AEE ip Figo 
a . 
Pictured is the Massey Harris Number 509 one-way disc 
plow. Massey Harris is but one of the many big name farm 
equipment manufacturers using LaBelle discs as standard 


equipment 


sell ‘em the dise thats (ime-proved 


A quality dise as good as fine steel careful 


Time itself has proved to disc-users that LaBelle l. 
workmanship and continuing research can 


dises are built to last. Practical farmers have been 
using LaBelle discs since 1880 to get better seed make. 

beds in all types of soil. Whether fields are sandy, 2. A disc designed to fit your customers imple- 
clay or other combinations of soil and cover, ment and his kind of farming. 

LaBelles have given long service in every county LaBelle round or cut-out dises are available for 
that’s fit to farm. your line of disc harrows and plows . . . and also 
Our 72 years of disc-making experience enable you for every disc harrow or plow ever made. Look for 
to sell LaBelle: the triangular trade mark %& of LaBelle. 


|CRUCIBLE| first name in specia! purpose steels 
52 yoou of Fs \otetmadig AGRICULTURAL STEELS 


CRUCIBLE STEEL COMPANY OF AMERICA, GENERAL SALES OFFICES, OLIVER BUILDING, PITTSBURGH, PA. 


SPECIAL PURPOSE STEELS 











STAINLESS © REX HIGH SPEED * TOOL * ALLOY * MACHINERY °* 
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For dealers using direct mail 
advertising, a prospect list, 
up-to-date and carefully se- 
lective, can bring a substan- 
tial increase in sales volume 


By Richard Lane 


bi 


How this equipment dealer built a 


Sales - Making 
Prospect List 


=H 





How MUCH is 

prospect list worth to you? 
It’s hard to put a definite dol- 

lars-and-cents figure on that. But 


your custome! 


one thing is definite—your pros- 
pect list is worth a whole lot more 
if it’s carefully prepared and kept 
up-to-date for selectivity. 

That's important if you are 
using direct mail advertising. 

You can take the word of Walter: 
May, owner of Walter May Farm 


Direct mail advertising has paid 
off with sales of such large items 
as cotton pickers, through use of 
name selectivity. Right: Com- 
pany's well-kept building 


Implements, Mem- 
phis, Tenn 

Walter May, for 
14 years a farmer! 
himself, 


has been 


in the implement 
business not quite 
two years He's 


quik k to admit he 
doesn't know all 
the answers. But 
he’s quite certain 
he’s learned 
since opening his 
tore in early ‘51 


It's no easy job for a new dealer 


with 





new 


line 


highly 


to enter! 


rT 
ann 
i 
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WALTER MAY FA 





Walter May pin-points another 
sale on map of his territory 


competitive territory and get near- 
ly 1,000 good names—let’s under- 
that “sood"’—on in- 
dexed cards in the length of time 
that the company has been in busi 


core word 


re Many old, established dealers 
can't say as much 

Walter May didn't get those 
names by sitting at his desk and 


wishing for prospects 
How did he do it? And how has 
he used those names to the best ad- 
antage: 
At our formal opening, we had 


three ‘Get-Acquainted Days’,” he 
recall A feature was the award- 
(Continued on page 130) 
Ay 
(*) 


PLUS CHaLmees 
RM IMPLEMENTS 
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By L. D. Worley 


Zone Conservationist 
Soil Conservation Service 


No. 4 in a series 


Using Modern Farm Equipment in 


FARM WATER DISPOSAL 


gee FARM equipment is one 
LYE of the things that makes the 
job of soil and water conservation 
easier and enables farmers to ap 
ply it to the land faster. 

One of the first things that must 
be considered in developing a 
complete farm soil and water con- 
servation plan is a water-disposal 
system. This includes terraces, dis- 
posal areas, meadow outlets, and 
other practices that will promote 
the safe disposal of run-off water 
and help to control loss of fertile 
topsoil. 

Changes have been made in con- 
servation practices, as well as in 
the design of farm machinery to do 
a better and faster job of conserva- 
tion farming with farm machin- 
ery. Equipment with power-oper- 
ated angling and lifting devices 
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facilitates the work of constructing 
and maintaining conservation prac- 
tices. But the problem of designing 
a water disposal system to simpli- 
fy the use of farm machinery and 
to do a better job of erosion con- 
trol also must be considered. 

Where two-row equipment is 
used, land steeper than 8 percent 
is considered too steep to terrace 
and should be put to one of the 
other land uses, such as pasture, 
woods, or wildlife, depending upon 
the farmer’s needs. In some sec- 
tions of the country, where one- 
row cultivators are still employed, 
slopes up to 10 percent may be 
terraced and cultivated satisfac- 
torily. 

There is some land less than 8 
percent slope that should not be 
terraced because, owing to rough 


The W-ditch can be used either 
for drainage, as shown here on 
a Mississippi form, or as a 
meadow outlet in slightly defined 
depressions for disposal of sur- 
plus terrace and row water. Be- 
low: The V-shaped meadow out- 
let can be used in well-defined 
and fairly well-defined draws. 
Under normal conditions, 12 to 
18 inches is sufficient depth to 
give adequate terrace and row 
drainage. The outlet should be 
at least 20 feet wide 


topography, it is difficult to fit a 
system of terraces to the uneven 
slopes and obtain a satisfactory 
row pattern. If farm needs require 
this land to be cultivated, the 
natural depressions should be kept 
permanently in perennial vegeta 
tion and a grass-based, contour 
strip rotation should be on 
the row crop areas. 

All natural depressions in culti- 
vated fields should be used for out- 
lets. The type of depression—well 
defined, fairly well defined, or 
slightly defined—and the soil ma- 
terial usually determine the kind 
of outlet to use 

Well defined depressions usual- 
ly are sharply outlined by changes 
in slope on each side. Such de- 
pressions are relatively narrow 
and deep. In such locations, V-type 


used 
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A report to you about men and machines that help maintain International Harvester leadership 


It’s “SOP” at Trobaugh’s- 


“Making more play space for children or overhauling a tractor 


overnight is ‘Standard Operating Procedure’, 


, 97 


says Dale Trobaugh, Manager, North Liberty Machinery, Inc., North Liberty, Ind. 


“We're adding more play space for children in our city 
park by filling in several fish ponds that aren't used any 
more,” Dale Trobaugh explains to Service Manager 
Jasper Price. As a member of the North Liberty park 
board, Mr. Trobaugh contributes his time and effort 
wholeheartedly to civic improvements like this. He is 
also active in Chamber of Commerce work and was 
president two years ago 


~~ . 
Faas ay Ss 
” 


oa 
6 
= 
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“We always find time to talk over a farmer's problems 
with him,” says Dale Trobaugh, right, shown giving 
helpful recommendations to farm customer and 4-H lead- 
er Stanley Ness, standing at left. “It’s visits like these 
that build good will for our dealership, that enable us to 
make constructive recommendations on farm equipment.” 


"We worked all night overhauling a customer's tractor 
last spring so it would be ready the next morning,” says 
Dale Trobaugh 
during the day, we're always ready to provide emergency 
service like this 
stake, when minutes count. We'd do the same thing for a 
customer's baler, combine, corn picker or any other 
machine needing emergency service.’ 


“You see, in addition to regular service 


to help our friends when a crop is at 


Tee = 
"We all pitched in to double our service department 
facilities,” says Dale Trobaugh. “This 45 by 65-foot addi 
tion enables us to provide more complete service for our 
customers. We did the work ourselves during off hours, 
spare time, and week-ends. Now, customers get faster, 
better service than ever—day or night, the year around.” 


As a leader in the community, North Liberty Machinery, Inc , believes in being he Ip 


ful to both customers and their town. Like so many IH dealerships from coast to coast, 


North Liberty Machinery recognizes the value of good, sound “human relations” in 


its contacts with customers, the community and the retail farm equipment business. 


INTERNATIONAL HARVESTER 


International Harvester products poy for themselves in use 
Motor Trucks ... Crawler Tractors and Power Units 


McCormick Farm Equipment and Farmall Tractors... 


Refrigerators and Freezers — General Office, Chicago |, Mlinois 


SOUTHERN FARM EQUIPMENT Section for JANUARY, 1953 





“Island” Method of Terrace Construction Adapted to Use of Moldboard or 
Disk Plow* 
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CROSS SECTION OF COMPLETED TERRACE 


oul 








“Number of rounds required will depend on type of soil, slope of land, type 
of equipment, width of island, etc. 


established by 
planting adapted grasses and 
legumes without any _ shaping, 
other than land preparation. 

V-type meadow outlets can be 
used also in fairly well defined 
depressions, which are wide and 
shallow and usually require deep- 
ening or widening, or both, to per- 
mit free discharge of row and ter 
race water onto the outlet. In 
deepening the outlet, the soil must 
be spread so that it blends into the 
natural slope on each side of the 
outlet 

Slightly defined depressions, 
which are very wide and shallow, 
do not lend themselves well to 
shaping into V-type meadow out- 
lets. In such locations, W-type out- 
lets, constructed like a_ terrace 
with a channel on each side of the 
ridge, make it possible to dispose 
of the spoil most economically. 
This provides two ditches instead 


outlets can be 


of one to accommodate run-off 
from rows and terraces. The depth 
of these ditches below ground 
level should be at least 12 inches 
and the width at least 20 feet. 

Another type of vegetative out- 
let, commonly called a disposal 
area, is used for disposal of terrace 
water where natural depressions 
cannot be reached, because of such 
obstructions as highways, ,rail- 
roads, on. It is simply a 
vegetated area extending down the 
slope in the form of an expanding 
wedge to accommodate the increas- 
ing volume of run-off water at the 
lower levels 

All outlets must be of sufficient 
width and depth to give adequate 
row and terrace drainage. Under 
normal conditions, 12 to 18 inches 
is sufficient depth. The width will 
vary according to topography 
However, when hay is to be cut, or 
seed harvested from the meadow 


and so 


outlets, they should be at least 20 
feet wide to provide convenient 
and economical use of farm ma- 
chinery. 

Where every natural depression 
is used as a meadow outlet for the 
row and terrace water, the result 
is shorter terraces, better align- 
ment of terraces and rows, fewer 
short rows, and easy construction 
and maintenance of terraces. These 
advantages facilitate the use of 
farm machinery in applying soil 
and water conservation practices 
and producing crops. 

Equipment such as two-bottom 
disk plows, fertilizer distributors, 
heavy-duty disk harrows, seed 
drills, and cultipackers are needed 
to establish meadow outlets. In de- 
pressions where trees, shrubs, or 
gullies are found, a bulldozer will 
be needed. 

Depressions that do not have 
sufficient capacity can be shaped 
by plowing out the area, leaving 
the dead furrows in the lowest 
place in the depression, or by 
plowing as in the case of the W- 
type outlet. When this has been 
accomplished, the jobs are the 
same as in the well defined de- 
pressions (1) preparing the seed 
bed by disking, (2) applying suf- 
ficient minerals to make a quick 
growth, and (3) seeding adapted 
grasses and legumes. 

Both heavy equipment—pri- 
marily motor graders—and farm 
tractors and plows are used for 
constructing terraces, but moto! 
graders are not being used as 
widely as tractors and plows 
Broad-based, channel-type _ ter- 
races can be built with farm 
tractor and either a mold-board or 
disk plow. For best results and a 
more desirable cross-section, the 
Island Method of terrace construc- 
tion is recommended, The terrace 
is built (see diagram) as follows 

(1) Lay out an island approxi- 
mately 11 feet wide. Be sure that 
the island is laid out uniformly. 

(2) Continue plowing around 
the island until there are about 7 
feet of plowed land on each side. 

(3) Now, start moving the soil 
farther toward the center of the 
island. Begin at the inside of the 
plowed land on the upper side of 
the island, moving the soil to the 
center of the island. Make the re- 
turn trips on the lower side of the 
plowed soil, doubling the width of 
the lower strip by the time the up 
per strip is re-plowed 

(4) Next, start plowing again at 
the inside of the upper strip. On 


(Continued on page 133) 
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ISTORIANS have a way of wrapping the past in 

a sparkling coat of glory that often casts a 
dullness on the present. Time, like distance, lends 
enchantment and the heroes and heroines of the 
history books take on new color with each passing 
year. The era itself, of a century ago or longer, 
sometimes seems to us to have embraced broader 
vistas of opportunity for greatness and fame. But 
when we pause to give it thought, we know this 


isn't true. 


i a A iad ea 





There Will Always Be a Frontier! 


We realize that frontiers aren't limited to wilderness 
and prairie and that the garb of the pioneer isn’t 
limited to buckskin and calico. We realize that in a 
hundred different directions lie new worlds to dis- 
cover, new lands to explore. We realize that these 
new worlds and new lands lie hidden in the untrod 
depths of modern science, modern business and 
industry, and modern government . . . that these 
fields offer opportunities just as challenging and 
just as rewarding as any wilderness or any prairie. 
Then it is that we remark with the great man who 


once said, ‘So little done, so much to do!” 


So, equipped with the axe of knowledge and the 
powder horn of courage, the youth of today faces 
the horizon of the future—prepared to carve a place 


in it, determined to ‘find a way, or make one!"’ 


JOHN DEERE |. MOLINE, ILL. 


Quality Farm Equipment Since 1837 
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In Catering to Orchardists — 


Service Insures Sales 


_— 75 percent of the sales 
volume of Lupton Orchard 
Service, Inc., Winchester, Virginia, 
comprises general farm equipment, 
the company has ever been alert 
to the needs of the orchardists in 
the area, particularly in matters 
of service. 

Despite a steady and increasing 
trend in the area toward general 
farming, these farm equipment 
dealers maintain close contact with 
apple and peach growers through 
a follow-up service system, that 
is supplemented by demonstra- 
tions and clinics in the latest farm- 
ing and orchard methods. 

“As our name indicates, Lupton 
Orchard Service was originally 
established as a sales and service 
organization for orchardists and 
fruit packers, but over the years 
we gradually added general farm 
equipment as demands arose,” 
said Herman B. Stine, general 
manager. “While, today, the major 
part of our business comes from 
the sale and servicing of plows, 
harvesters, combines, elevators, 
hay balers, corn planters and other 
items in a fuil line of general 
equipment, we maintain complete 
service to orchardists not only in 
equipment but in packing house 
graders, conveyors and fruit pack- 
ing supplies. 

“An item 
than one or 


show no 
sales in a 


more 
year 


may 
two 
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Company sales manager, Horace Browne, explains to an 


McSherry Lupton, president of 
Lupton Orchard Service, Win- 
chester, Virginia, explains the 
features of a speed sprayer to an 


interested orchardist 


By B. Miller 


orchardist how 


@ speed sprayer is mounted on a truck and gives pointers in operation of 
the unit prior to an actual demonstration 


yet we carry it, should a call come 
in for it,” added Stine. ““Any item 
that has had six sales a year is 
stocked regularly. Dead _ items 
that have not moved within a 
couple of seasons are returned to 
the factory wherever possible, or 
put on special sale. But we feel 
it vital to carry a large parts in- 


ventory for good service means 


having parts when customers need 
them.’ 

Counter displays of items in 
season are presented to remind 
customers of items they will need 

Seasonal demonstrations on the 
use of various pieces of equipment 
are held. Recently such a demon- 
stration was a vacuum apple pick- 

(Continued on page 128) 
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Plow stony fields without breaking 
shares or bending beams. Eagle Hitch 
Break-Away Contour Plow simply re- 
leases when it strikes stump or stone. 
Recouples automatically by backing 
tractor. Hydraulic control lifts plow over 
obstacle, ready to go on plowing. Pivot- 
al action, from point in plow itself, keeps 
all bottoms cutting correct width on 
curves as well as straight ahead, makes 
uniform furrows on winding contours. 
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FARM IMPLEME 
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One-minute hook-up,* sitting down. Stay on tractor seat, 
: ' Ce 

touch hydraulic control to bring Eagle Hitch in position. Its 

claws take hold of rear-mounted plow, planter, or other imple- 


ment. Slip in one pin and GO! 


Constant power take-off on Models “SC” and “DC” has 
its own separate clutch, brings PTO machines to full speed 
before tractor moves, keeps them at normal speed through 


stops and starts. 


Constant hydraulic control, completely independent of 
clutch and gears. Acts instantly any time engine is running, 
tractor moving or standing. Works with all mounted imple- 


ments, most pull-behind machines. 


Constant-depth principle. With hydraulic control in free- 
floating position for normal tillage, Eagle Hitch tends to 
maintain uniform depth automatically as adjusted by handy 


turnbuckle in top link. 


Farmers are in a “saving” mood. They want to shut 
off a host of little leaks and losses—lost motions, lost 
minutes, lost soil, lost production, lost money. They 
are ready to welcome a whole new approach to their 
farm work—but they have to be shown. 

Case dealers can show them what they want in Eagle 
Hitch Farming—the most complete power package 
ever offered. It’s complete provision of all the worth- 
while operating conveniences, built into tractors of 
proved perfurmance and exceptiosal endurance. It’s 
complete tillage and cultivation by mounted imple- 
ments, with easier hook-up and more consistent depth 
control than ever before was possible. At a hundred 
farm jobs, a demonstration of Eagle Hitch Farming 
is a dramatic revelation—a demonstration that only 
Case dealers can make. J. I. Case Co., Racine, Wis. 
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Winning Profits from Garden 


Merges TRACTORS are no mere 
side-line. When properly mer- 
chandised they major 
source of volume 

Proving this is Robert C. Sharpe, 
owner of Sharpe Feed & Seed Co., 
Miami, Fla., who, as a result of a 
well-defined merchandising for- 
mula, has led the greater Miami 
field in sales of garden tractors 
for several years. 

“The main angles,” said Sharpe, 
“are to carry a good make of ma- 
chine, to display in a conspicuous 
place a complete line of garden 
tractors and all attachments, to 
provide for an adequate time-pay- 
ment purchase plan, and, most im- 
portant of all, to have a real work- 


can be a 


In merchandising garden trac- 
tors, this company particuiarly 
emphasizes their handiness for 
women and boys. Right: Bob 
Sharpe, center, never neglects 
the feminine vote in selling gar- 
den tractors. Uniess convinced 
that such machines do save labor, 
many wives, he finds, can “veto” 
many sales. But once women are 
convinced that they too can use 
@ garden tractor in their garden- 
ing efforts they often become 
enthusiastic prospects 


A complete inventory of attachments, 
adequate display, and a convenient in- 
stallment plan help this dealer make 
garden tractors a leading volume line 


ing knowledge of the equipment 
and its many uses in the gardening 
and farming field. 
“The line we carry 
plete in all sizes that we can meet 
the needs of anyone from a home- 
owner on a city lot toa farmer with 
moderate acreage. We can always 
show them how to save time and 
money at plowing, disking, fertiliz- 
ing, planting, cultivating, mowing, 
hauling and many other jobs 
“This multiple-purpose feature 
opens up a wide range of prospects 
and provides us with a constant 
backlog of potential Even 
some of the big farms use supple- 
mentary garden tractors for ex- 
tra jobs and in rush _ periods 
They're handier at some tasks than 
the big tractors, and women and 
handle them fa 


is so com- 


sales 


boys can 


easily 
“As far 
did about 


goes, I every 


more 


as working knowledge 
chore 


there is, myself, while growing 
up on an Alabama farm. I have 
both worked with many different 
tractors in the field and sold them 
for other firms for 25 years. And 
I am still studying agricultural 
problems on a _ scientific basis 
every chance I get. My son Robert, 
who is associated with me, also 
has studied at ‘ag’ school and op- 
erated tractors. 

“So when the ’phone 
a customer asks garden questions 
in person, as they do from 20 to 
50 times a day, we can give them 
which we have real 
growing anything 
from roses to potatoes. When, 
through these contacts, we get a 
chance to demonstrate tractors and 
attachments, we know how to 
make the most of our selling op- 
portunities by supplying specific, 
practical information on how ou 
will do the job cheaper 


rings or 


answers in 
confidence on 


product 
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ractors 


By Hal M. Newsome 


“We don’t have to 
act: we really are gardeners 
we're selling an item with 
formance and profit possibilities in 
which we really believe, ourselves 
If I didn’t have this background 
and experience, I’d feel compelled 
to hire a salesman who did, in 
order to realize the full potential 
of the line. 

“Also, we feel that proper dis- 
play of the equipment is perhaps 
the greatest single additional aid 
to sales; and in my observation 
this is the phase of garden tractor 
merchandising in which many 
hardware dealers fall down. In 
making incomplete and _ split-up 
displays, they give the impression 
they are handling the product as 
a sort of casual side-line. 

“We find that people don’t buy 
this type of merchandise as quick- 
ly as they’d pick up a package of 
seeds or a garden hoe. It’s import- 


put on an 
And 
per- 


Robert Sharpe, Jr., left, and Robert, Ill, have ex- 
tensive knowledge of farming, gardening operations 


 sHARPE 


* SHARPE 


reeDeSeeD Co. FEEDESEED (, 


ant to have sufficient space to 
show a full line all together, and 
to locate it by itself where pros- 
pects will feel they have plenty 
of time to look it over without 
interruption and without being un- 
derfoot 

“Folks want to study this sort of 
the family 
and 


purchase and consult 
We find that on the 
part-time farms, and especially in 
the home-owners, the 
women folks have a great interest 
pays to 


small 
case ofl 


in garden tractors, and it 
take them seriously as principals 
in the deal. On the home and part- 
time plots they have more garden- 
ing time than the breadwinners, 
and they really appreciate our 
machines which take the ‘back- 
out of the jobs. Helping 
them learn more about gardening 
gains us much goodwill, so that 
when they get considet 
a ti buy, we're 


break’ 


ready to 


acto naturally 
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Outside displays such as those 

shown above have helped this 

company to develop large volume 
sales of garden tractors 


the sale 


too, is 


first in line for 

“Our display, aimed 
largely at these people and others 
begin with, are not too 
Maybe it’s my 
but 


ours, 


who, to 
tracto! 

country-store 
with a small 
I like to have our 
front where folks can see it. In 
planning our new store, we built 
a covered, concrete display-porch 
facing on the street for this very 
reason, and it works like a charm! 
No matter what 
for, they have to 
or through the tractor display 
They're either to see it, or fall 
over it! And it’s an unusual pros- 
pect who doesn’t eventually re- 
spond to these repeated stimuli and 

(Continued on page 124) 
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conscious 
background, 
building like 
big display out 


anyone comes In 
walk right by 


The store's broad inventory gives buyers a variety 
of machines and attachments from which to choose 
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As 
fone 


qactot Engine 
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hig Announcement, 


NEW? 


Aus new tractor is news. A new Ford Tractor 
is still bigger news. But the biggest news of 
all is what the opportunity to sell this new 
Golden Jubilee Model means to Ford Tractor 
dealers throughout agricultural America. 

What other dealer franchise in the whole 
farm equipment industry has so steadily 
increased in value year after year? 

What other group of dealers has had the 
backing of such a product development 


program, such consistent and resourceful 
advertising and promotion? 

What other organization has benefited to 
any comparable degree from ‘‘dealer-minded” 
policies which, in several instances at least, 
have given dealers new help and new oppor- 
tunities previously unknown in this industry ? 

Yes, this new Golden Jubilee Model is NEWS 
not only for farmers, but for farm equipment 
dealers everywhere. It makes a dealer fran- 
chise of outstanding value more valuable still. 


DEARBORN MOTORS CORPORATION 


Birmingham, Michigan 


National Marketing Organization for the Ford Tractor and 


Dearborn Farm Equipment 


TRACTOR 
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The new tractor's "Red Tractor” engine has ample power 
to operate three-bottom plows in many types of soil 


Live-Action hydraulic system provides the tractor 
operator with fast, positive control of implements 


New “Golden Jubilee’ Ford Tractor 


THE NEW GOLDEN Jubilee model 
Ford tractor, powered by the new 
four-cylinder overhead valve Ford 
“Red Tiger” engine, was _ intro- 
duced January 3 in dealer show- 
rooms throughout the country by 
Dearborn Motors Corp. 


Streamlined in appearance, the 


New engine provides more power 
than previous models. To reduce 
piston travel and add to engine 
life and power, the stroke has 
been shortened to 3.6", cylinder 
bore increased to 3.44" 


Diagrammatic cross section 
shows many of the new features 
of the new tractor which con- 
tinues to offer the principle 
features of previous models and 
has many new advantages in both 
the hydraulic system and the 
power train 





Golden Jubilee model is larger, 
longer, heavier and much more 
powerful than previous Ford trac- 
Painted forest gray and ver 
red, the new tractor fea 


tors 
million 
tures: 

(1) Four-wheel design 
automotive-type steering 

(2) Built-in, Live Action Hy- 
draulic System with 3-point hitch 
for hydraulically controlled 
mounted implements 

(3) “Finger-tip” Selector Lever 
for Implement Position Control 
and Constant Draft Control 

(4) “Exacto-Speed” throttle con 
trol for speed adjustments 

(5) “Hy-Trol”—a_ device 


with 


that 


permits selection of speed for op- 
eration of the hydraulic system. 

(6) Entirely new, Ford “Red 
Tiger’ overhead valve engine that 
develops an ample reserve of 
with new efficiency and 
economy 

(7) New, Live Power Take-Off 
attachment is available for con- 
tinuous operation of tools whether 
the moving or standing 
still 

(8) Streamlined design for ta- 
pering lines for better visi- 
bility in row crop work 

(9) Weather - proofed 
system 

This faster acting system allows 


power 


tractor Is 


hood 


ignition 


SOUTHERN FARM EQUIPMENT Section for JANUARY, 1953 





--e THERE ARE NO4 


WITH THE 


Heat-Houser 


ONE COMPACT PACKAGE 
WITH A MAXIMUM OF 
INTERCHANGABLE 
MODELS 


=f 

PG House; | Heat Houser 
ouses | Heat Houset) 
use | Heat-Houser 


Houser | He House 


House 
user 
‘lUSer 


SN 

fee | Heat-Houser FT ete 

= | SERVICE NATIONAL DISTRIBUTION INSURES 
< PROMPT DELIVERIES. FOR CLOSE DEALER 


Se > ) COOPERATION LoD e Bila 72d jeat-Houser 
FORT DODGE TENT & AWNING CO. - FORT DODGE, IOWA 
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'Guit Your Customers Needs Exactly 


our )Nizw )[Dza 


Quicker 
On and Off 











Fite Most 


: 2 | . — : Tractors 


~ 


. @ ’ 


_ 
' 


r Square 
‘Turns 








Here’s why NEW [DEA 
“gai ‘en for you... Cafety Release 


® protects cutter bar 
against breakage 
You can offer your customers either a trailer type or semi-mounted 


mower. You can offer them in either mechanical or hydraulic cutter bar 


lift, without a lot of extras 


You can satisfy any customer, regardless of his mower problems, and d d 
... and @ Gozen 


be certain in advance that no other mower can do a better job in the 


field other great feature 


. each one of which 
makes it easier for you 
to sell New IDEA against 
territory may be open, Why not write us and cash in on the 1953 mower othes enaesete 


You make more profit per mower because of New IpEa’s modern 1953 


franchise and the liberal terms and discounts it guarantees you. Your 


business that is certain to come to New Ipea dealers. 











ly with One of These 


Mowers 


Giving you four ways to boost 
your mower sales this season 


No 
Trailer Type Mower 


has a mechanical 
cutter bar lift operated 
from tractor seat 


Trailer Type Mower 


with hydraulic cutter bar lift 





Semi-Mounted Mower 
has spring balanced 
hand lift 





Semi-Mounted Mower 
with hydraulic 
cutter bar lift 





FARM EQUIPMENT COMPANY 


SUBSIDIARY rr CORPORATION 
COLDWATER, OHIO 

















quicker automatic corrections for 
changes in soil conditions, for ex 
ample when plowing, and also pro 
vides quicker, more positive con 
trol for other hydraulically con 
trolled farm operations, according 
to the manufacturer 

The hydraulic mechanism pro 
vide both Implement Position 
Control and Constant Draft Con 
trol at the flick of the Selector 
Leve! 

The hydraulic pump itself is a 
live pump, driven directly from 
the engine. Thus, the hydraulic 
ystem functions whenever the 
tractor engine is running, elimi 
nating the need for much gear 
hifting, and enabling the operator 
to raise and lower mounted impk 
ments at any time on the job 

An advancement in the hy 
draulic ystem is Hy-Trol, which 
PiVve the operator a choice of hy 

rating speed Hy-Trol 

o greatly increased ef 

in operating many mount 

ed tools and remote cylinder con 
trolled tool 

Another available feature is 
Selec-Trol. A flick of the Selec 
Trol lever instantly directs the hy 
raulic power to either a front or 
rear-mounted tool. This permit 
operatior of a front-mounted 
Dearborn Standard Loader and 
rear-mounted tool by the same 
Hydraulic Touch Control Lever 
vithout the necessity of buying an 
extra hydraulic pump 

\ convenient outlet at the toy 
of the hydraulic lift cover permit 
mounting of a remote control valve 
for the operation of either single 

double acting remote hydraulic 
cylinders to supply power to con 
trol combines, corn pickers and 
other remote-control implement 

The new Ford Tractor can be 
equipped with a Live Power Take 
off attacliment which permits PTO 
driven implements to be operated 
continuously whether the tractor 

moving or standing still. Thi 

eliminates much gear shifting a 
well as the necessity for dismount 
ng from the tractor to clear 
clogged corn pickers or combine 


“Red Tiger” Engine 


The completely new four-cylin 
der overhead valve Ford “Red 
Tiger” engine develops ample re 
erve power to bring heavier farm 
obs well within the economical 
working range of the tractor. It 
develops high torque necessary to 
tart heavy load moothly and to 
keep going 

(Continued on page 132) 





Cotton P 


LONDON, ENGLAND—Inhabitants 
of the Kremlin, a notably re- 
luctant bunch when it comes to 
producing real evidence of claimed 
progress behind the Iron Curtain, 
are letting some segments of the 
world have a look at a Soviet 
produced cotton picker. 

This latest Soviet cotton har- 
vesting machine was first dis- 
played at a trade fair held in Bom- 
bay, India, early in 1952 and was 
shown again at the Leipzig Fair 
held in Eastern Germany in 
September 

So far as known the machine 
was introduced without the usual 
claim that Russia was the first to 
visualize, invent and mass pro- 
duce the machine—an oversight 
that prebably will lead to the 
purging of some Fifth Vice Com- 
missar in Charge of Inventions, 
Imagination Department. 


Efficiency Unknown 


The cotton picker is one of the 
units the Russians are offering to 
countries such as India and 
Pakistan as part of the determined 
bid the East is at present making 
for trade with the under-developed 
countries. Currently available in- 
formation does not reveal the ef- 
ficiency of the machine. 


112 


The latest Soviet cotton harvest- 
ing unit, a stripping machine, 
was displayed at trade fairs in 
India and Eastern Germany dur- 
ing 1952. The cotton picker is 
one of the units the Russians 
are offering such under-de- 
veloped countries as India and 
Pakistan in a determined effort 
to develop trade with those 
countries 


icker--Russian Style 


The machine 
according to avail- 
able’ information, 
is a vertical spin- 
dle type designed 
for harvesting ripe 
raw cotton on Irl- 
gated land. The 
working mechan- 
ism consists of a 
spindle 
ment made up of 
drums with 
spindles 
Each 

two 
brush 
devices 


arrange- 


four 
vertical 
set in them 
drum has 
cylindrical 
stripping 
for raw material 

As the machine 
moves. the cotton 
plants are directed 
into the working 
mechanism by 
lifts guides 
and pass into the 
areas between the 
drums. The rotat- 
ing drums _ press 
and roll the cotton. Spindles with 
toothed surfaces seize the cotton 
from the bolls and wind it. By 
the rotating of the drums the spin- 
dles with the cotton secured to 
them move from the collecting 
position to the cylindrical brush 


and 


stripping devices. Here, the cotton 
is taken off the spindle and thrown 
into the receiving bin, from which 
it is transferred pneumatically to 
the hopper 
The available description states 
(Continued on page 124) 
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Introducing a powerful NEW .money-maker...the 


three forward speeds and REVERSE 


Here's a brand new addition to the Simplicity line — a powerful utility tractor to take its 
place alongside the 2 HP Model L-1 and the 3 HP Model M.-1. It's the rugged 5 HP 
Model V. And two brand new Simplicity implements have been added to give users the 
full advantage of Model V's greater power —a sturdy new 10-inch moldboard Plow 
with rolling Coulter, and a new Rotary Tiller attachment for effective mulch cultivat- 
ing and tilling. 

All the famous Simplicity features are here — the versatility and dependability your 
customers demand plus greater power to handle bigger jobs faster, easier, more 
efficiently. 


SIMPLICITY — The Line That Sets the Pace for the Industry 


amerrcas NO.71 eaeven Tractor 


Now more than ever 
the most valuable 
franchise in the 
garden tractor 


industry ! 


_ a > 
J. — r 


NEW Rotary Tiller Attachment 
for the Model V Simplicity 


3 Forward speeds and REVERSE 


Simple, positive gear shift eliminates 
belt changing 

g 
Fully enclosed transmission 
heat-treated, drop-jorged gears with 
thalts hardened and ground to 
precision specifications 
Patented “OQuick-Hiuch" for implement 
changes in less than a minute 
without tools 
Adjustable wide-spread handles and 
open frame for easy handling and 
full wistbility 
Big tires for greater traction, better 
baiancé, €atler Manenvering 
Rugged, reliable 5 HP Briggs G Stratton 


engine 





DO 
DOLLAR WISE — DEALER WISE wise” 


Im plicityuvces More 
= = 
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because it’s easiest to sell 
because it’s easiest to stock 
because it’s easiest to service 


easiest to sell 

Simplicity is America’s Number 1 Garden Tractor because it does 
so many jobs — and does them all so well! Your customers find it's 
easy to keep Simplicity busy every week of the year, more than 
paying for itself in savings of time, money and labor. And you find 
it easy to sell the tractor that combines top value with reasonable 
cost, plus the steady profits of year ‘round implement sales! 


easiest to stock 

Simplicity implements are interchangeable for all three tractor 
models! That means low inventory investment for you easier 
inventory control, less important storage space tied up. It’s another 
reason why Simplicity is the profitable line to handle 


easiest to service 

Simplicity is quality-designed, quality-built to give long, dependable 
service with minimum “‘time-out’’ for maintenance and repairs 
another feature with strong customer appeal. And you're 

assured of the integrity of a company famous for precision 
manufacturing over thirty years. 


\ 
THE LINE. THAT SUPPORTS YOU BEST. 


with consistent advertising 


with strong merchandising 
with steady promotion 


No other garden tractor line makes it so easy for you to sell as 
Simplicity — because no other manufacturer backs its product 
and you — with as much effective year ‘round advertising, 
merchandising and promotion material! From consistent adv ertising 
in national magazines reaching your best prospects to 
saleswinning display material, direct mail and posters, Simplicity 
supports its dealers a// the way. It’s a strong combination that means 
more sales leads, bigger sales and sure-fire profit building for you! 













D> BUILD MORE PROFITS FOR you ! 


iM 





New for ’53! 


the Simplicity MODEL J, compact, self-propelied 
versatile power unit for the average yard 
Self-propelled, light, easy to handle, two horsepower 
Simplicity Model J mows lawns, cuts weeds, plows snow, 
Brings all-season power to the average yard for the first time, 
at a price every home can afford! Makes single purpose 
power mowers and snow plows obsolete. 
Thousands of home owners and renters in every 
dealer area are prospects for this new profit 
producer in the Simplicity line. 









a 
-\ SIMPLICITY MODEL 4 bXZ 20” REEL-TYPE MOW- if ROTARY WEED CUTTER SNOW PLOW 
x WITH ROTARY CULTI- 7" ER—<cuts 20-inch swath, int — cleers thick weeds — surdily bell? with 5 
VATOR cultivotes hou ossures velvet smooth ies and dense growth Cuts 2 chain driven blodes Cuts 

‘ ‘ew 


| closely. Adjustable / trim. Free swiveling * @ 20-inch swoth ey , 12-inch swoth through 
& / depth. Easy to hondle if casters AS my ~ i snow up te 12” deep 
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DOLLAR WISE — DEALER WISE 


att 
Sim plicity “DOES MORE TO BUILD MORE. PROFITS FOR you 








versatile attachments a steady source of sales 

For garden, yard or farm, Simplicity all-around utility makes a big hit with customers. 
Once they realize that they can extend their garden tractor usefulness to save 

time and labor the whole year through, they are sure prospects for efficient, easy-to-use 


Simplicity attachments. And for you that means year ‘round sales . . . year ‘round profits. 


DUMP CART 30” AND 24” LAWN MOWERS 


42” AND 30” BLADE (SNOW PLOW, 
BULLDOZER) 








RIDING SULKY SPIKE TOOTH HARROW 


and 20” Rotory Weed Cutters 6-Shovel Cultivator 


(Not illustrated) 26” 
Extra Cultivating Tools 


(front mount) Power Toke-Off 


Continual expansion and improvement of manufacturing 
facilities enables Simplicity to make available 
dealerships in selected areas. Fill out and mail 

the coupon today for full information! 


« 
yh © 


No. veaters es 


TO: SIMPLICITY MANUFACTURING CO., 
5351 Spring Street ire x 
Port Washington, Wis. 


Gentlemen: Please send me complete information on Simplicity dealer 


SELL 


ships now available 


AMERICA’S 


No.1 GARDEN \ | | _ z 


TRACTOR city zone 





f 
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CAMPBELL een 
CHAIN 


\ 


) 
' 


CHAIN sales are more profitable 
with the Campbell line because it is 
packaged for profit and easier to 
stock, display and sell. 


Campbell is the one source for all 
your chain needs—from dog leads 
to log chain, from tie-out chain to 





sling chains, from sash chain to an- 
chor chain—chain for every need, 


for every purpose. 





Ask your wholesaler or write direct for complete information. 


Chain for everyneed... INDUSTRIAL... MARINE... 


MAKERS OF FAMOUS CAMPBELL LUG-REINFORCED TIRE CHAINS 
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Oliver Introduces New Tractor 
Spreader and 3-Point Hitch 


THE OLIVER Corp., Chicago, IIL, 
has announced two new units: a 
3-point hitch for its No. 66 tractors 
and a specially designed 2-bottom 
14-inch plow for use with it, and a 
new 77-bushel tractor spreader to 
be known as the No. 17. 

The new hitch, designed to ac- 
commodate many  rear-mounted 
implements, will operate with 
Oliver’s Hydra-Lectric control sys- 
tem or the manually-operated 
hydraulic system. A new type 
floating linkage assures uniform 
depth for the rear-mounted tools 
when the tractor rolls over bumps 
or into holes. 

A special drawbar is available 
which permits the operator to pull 
drawn equipment without remov- 
ing the 3-point hitch. Where ex- 
cessive side draft is encountered 
on the 3-point hitch, a stabilizer 
bar may be installed between the 
lower links to maintain the imple- 
ment directly behind the tractor 
A special hitch support bar can 
replace the hydraulic cylinder to 
make it available for front 
mounted or drawn implements 
The hitch can be supplied as a fac 
tory installation on new No. 66 
tractors, or as a package to be in 
stalled on tractors already in use 
The new 1214 plow has ample ad- 
justments for all plowing condi- 
tions, and lighter draft Raydex 
bottoms are standard equipment 

The new “77-bushel _ tractor 


spreader is ground driven and de- 
signed to handle tough manure 
usually encountered with mechan 
ical loaders. A completely auto- 
matic self-locking hitch stand is 
operated entirely by the forward 
or backward motion of the tractor 
and all controls, as well as coup 
ling and uncoupling from the trac 
tor drawbar, can be accomplished 
without leaving the seat of most 
tractors 

Other features include: wide 
flare boards and a slanting front 
board that extend above the side 
to prevent spilling during trans 
port to the field; inverted arch 
that eliminates need for bracing 


over the top cylinder, making it 
possible to haul extra high loads 
without the danger of clogging; 
specially designed main cylinder 
for separating matted chunks of 
material; special heavy-duty pin- 
tle-type chain to drive the cylin- 
ders and widespread; reinforced 
widespread blades to resist bend- 
ing, replaceable blades; wide- 
spread that pulverizes and evenly 
material over 7-foot 
balance that prevents 
“riding up” on the 


spreads 
swath; 
spreader from 
tractor hitch 


° 


Allis-Chalmers Reports 
Increase in Sales .... 


ALLIS-CHALMERS Manufacturing 
Co. reports net sales for the first 
nine months of 1952 _ totaled 
$384,600,892. This is a 20 percent 
increase over 1951 when sales for 
the first three quarters totaled 
$320,354,570. 

Sales in the third quarter of 
1952 total $117,459,005. Net earn- 
ings for the third quarter of 1952 
were $6,242,370 and after de- 
ducting preferred dividends of 
$210,753 are equal to $1.94 a com- 
mon share. This compares with net 
earnings of the third quarter of 
1951 of $5,024,110 equal to $1.84 
a common share after preferred 
dividends. 

Unfilled orders as of September 
30, 1952, for the general machinery 
division amounted to $241,644,526 
as compared with $242,717,341 as 
of September 30, 1951. Orders of 
the tractor division are not booked 
until billed; however, as of Sep- 
tember 30, 1952, unfilled military 
orders at the tractor works 
amounted to $96,238,188 
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Only the Far More Powerful 


FERGUSON "30° 


has the 


FERGUSON SYSTEM 


For comple te information on _— this fac t is importan t 
to me eking greate yy Ss opportunities, write 
“8 ry Ferguson, In we roit 32, Michigan 





The Franchise with the Future (and tit is FERGUSON! 





Myers Introduces New 
Electric Water System 


A COMPACT electric water sys- 
tem, economically priced, called 
the “Ejecto, Jr.,” is being intro- 
duced this month by The F. E. 
Myers and Brother Co., Ashland, 
Ohio. 

The water system, which can be 
used either for shallow or deep 
wells up to 40 feet, comes complete 
with either an 11 or 21 gallon tank 


New officers of the Georgia Farm Equipment Association elected at the 

annual convention in Atianta, Ga., December 1-2, are left to right, front 

row: R. W. May, Jr., director; Joe F. Pruett, secretary-treasurer; M. A. 

Nuckols, president; Alvin Wight, vice president, and G. W. Westbrook, 

director. Back row, left to right: L. H. McCauley, W. C. Holman, Jr., Francis 
Nunn, A. P. McKinley, and Felton Christian, ail directors 


The pump and 11 gallon tank are 
connected as a unit by a sturdy 
steel bracket which enables the 
pump and tank to be bolted onto 
the installation base as a unit. 
The “Ejecto, Jr.” is especially 
designed for installation under 
kitchen sinks, in utility rooms and 


into other places where space is at 
a premium. 

Although the new water system 
is the lowest priced ejector-type 
system to be introduced by Myers, 
company officials say there has 
been no sacrifice in quality 
Ejector bodies, foot valve, impelle: 





eee a Year ’Round Profit Selling 





1903—GOLDEN ANNIVERSARY—1953 





Complete Line-Big Market 
FOR THESE NATIONALLY ADVERTISED 
NATIONALLY-ACCEPTED MACHINES 


Garden and Small Farm TRACTORS 





@ OUTSTANDING FEATURES 


1%, 2%, 3, and 5 H.-P. 


| 


© PRICED LOW 


A Reputation for Quality Construction 


} Walking Tractors . . 
and Customer Satisfaction 


Profit-making opportunities are wide open to those hand- 
ling the established SHAW line. Dealers are assured of a 
famous brand name . . . national acceptance . . . greater 
market potentials. 


© CHEAP TO OPERATE 


Walking Models. Do all yard and 
georden jobs. Ruggedly built for power 
and traction. Features include variable 
speeds, adjustable wheel widths, in- 


dividual gang tool con- 
trols. Power turn models 
available. Riding Mod- 
els. Provide low cost 
power for small farms. 
Pull 10, 12, 14-inch 
plows. Plow, plant, cul- 
tivate, mow, rake, do 
many other jobs with 
ease. Power take-off 
pulley operates many 
different attachments. 
New Rotary Pulver- 
izer model available. 
Extra Money 
in Attachments 
Complete line easy mount 
tools for all land prepar- 
ation and cultivation 


Popular power take-off 
attachments available. 


120 








5, 8 and 12 H.P. 
RIDING 
TRACTORS 


ESTABLISHED DEMAND 


Seven different walking and riding models, ranging from 
1% to 12 HLP., help you sell everybody ...the complete 
market... from home gardeners to owners of good sized 
farms. You feature these sturdy, efficient machines with 
utmost confidence because they are fully guaranteed by 
SHAW ... nationally-preferred for quality construction and 
simplicity of design. When you sell SHAW you 
sell superior tractors famous for outstanding per- 
formance... proved dependable for many years. 


Get Facts on Dealer Openings 


Write, wire or phone for catalogs on com- 
plete SHAW line, franchise information 
and liberal dealer discounts. 


SHAW MANUFACTURING CO. 
8301 Front St., Galesburg, Kansas 
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IX (NS 


DISTINCTIVE PROMOTION 
for chickens of distinction 


These chickens are proud, very proud of the fact that they are protected by 
a netting that receives outstanding, distinctive promotion... it gives 
them distinction in their business. 

Smart poultrymen, who use easy-to-handle, longer-lasting, no-sag, no- 
bag Keystone Improved Poultry Netting are proud to use a top product so 
distinctively merchandised . . . it gives them distinction in their business. 

Smart dealers know that the extensive Keystone Improved Poultry 
Netting merchandising program including State and National Farm and 
Poultry magazine advertising, point-of-sale displays, free envelope stuffers, 
radio scripts, inventory tags and advertising reprints is unusual . . . it is 
distinctive promotion. By having available the poultry netting most 
poultrymen want, and by getting greater NET profits from selling Key- 
stone Improved Poultry Netting ... these dealers gain exceptional dis- 
tinction in their business. 


ORDER FROM YOUR JOBBER, OR WRITE FOR CATALOG SHEETS AND PRICES 


KEYSTONE POULTRY NETTING 


Keystone Steel & Wire Company, Peoria 7, Illinois 


RED BRAND FENCE RED TOP STEEL POSTS + GATES « KEYMESH PLASTER AND CONCRETE REINFORCING 
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and wearing ring on the new sys- New Humboldt Model MLW 
tem are all brass. The pump shaft Hydraulic Loader....... 
is stainless stee] and uses the same 
rotary seal as other Myers Ejecto THE SILBAUGH Mrc, Co., Hum- 
Highest quality motors and acces- boldt, Iowa, recently announced 
sories are furnished the addition of a new model hy- 
The Ejecto, Jr. can be converted draulic loader to its present line 
from shallow to deep well use by The new Humboldt model MLW 
changing only one threaded con- Loader has been designed to fit th 
nection and by adding necessary most popular makes of both row 
well pipe and the deep well crop and wide front tractors 
ejector. No bolt, gaskets, special The new loader features the ex- 
parts or tools are required clusive Humboldt “Variable Con- 
The “Ejecto, Jr.” is now avail-_ trol’ for greater speed, height and 
able to dealers from Myers dis- power. The new Humboldt is easy 
tributors throughout the country to mount and remove, according to 





the manufacturer. There are no 
belt pulleys, chains, or cables. The 


WHATEVER HE NEEDS 
loader will go anywhere a tractor 


YOU CAN SUPPLY will go, even with a load in the 
bucket 
WITH THE FAMOUS The company will continue man- 


ryY ufacturing the standard Humboldt 
Ga Ct SPRAY NOZZLE Loader in addition to the new 
LINE MLW 


. 


With TeeJet spray nozzles you have the 
advantage of a complete line of products C. R. Rose. New Idea 
_ all precision made to give exact per fllapaasglt ® 
formance and dependable customer satis Executive, Passes... 
faction. Advantages include: 
® Orifice tips milled and drilled for ex GALEN R. ROSE, assistant general 
act center location, precision diameter sales manager of the New Idea 
and long life performance. Farm Equipment Co., Coldwater 
¢ Flat spray produced by tip and open ies Ohio, passed away suddenly at his 
internal contour design. No internal 621.07" —o : - ee 
baflle behind tip to vary capacity or dis- 1ome on November 5th from 
tort pattern, caused by too tight or too heart attack. 
loose hard-to-adjust baffle. Mr. Rose was 54 years of age 
¢ Precision cap and body thread to A FEW OF THE MANY NEW and had been associated with New 
gether to hold strainer and tip in exact DEVELOPMENTS FOR 1953 Idea for 24 years. He was well 


yosition and alignment. 
f - known throughout the industry 
® Strainer easily replaced just by remov- 





hai oom TeeJet Spray Nozzles you now have having served as a salesman head- 
& Pp. a selection of over 400 different inter : I Ww 
© Precision produced, with every nozzle changeable orifice tips to meet any quartering at Lancaster, Iscon - 
giving exact volume, atomization, and ne ae sin; as a salesman headquartering 
. oomjet the nozzle . 
patiern .. . not just the ones selected assembly that gives a flat at Fond du Lac, Wisconsin: as as- 


for “test. er Cee ee Se Se eee sistant branch manager in Sand- 
© The nozzles found more often on orig- sen or weed contrat ; 

les in grains, grasses and other wich, Iliinois; as Omaha _ branch 
inal equipment than other nozzles of general broadcast spraying Ae ; - 
their type. such es spraying of Navid manager, and for the last 5% 

fertilizers "as . re 7 ‘ 

——— se confidence . years in Coldwater, Ohio, as as- 
For complete confidence in the spray Guniet the engineered gun , 
nozzles you sell . . . for assurance that type unit, with loads of ex 
your farm customers will obtain the clusive poate for 

. aie . ae x spraying orchards, cattle 
spraying performance they need .. . sell ck eee dae ane 
the TeeJet line in 1953. 


SPRAYING SYSTEMS CO. INFORMATION 


ENGINEERS AND MANUFACTURERS = 2 


3277 RANDOLPH STREET © BELLWOOD, ILLINOIS 58 .... and name of 
your nearest distributor. 


SPRAVING SYSTEMS THE COMPLETE FARM SPRAY NOZZLE LINE 


r Pe, 
> INTERCHANGEABLE 
leelet ee 
spray*7 NOZZLES [fm © ey 
SWIVEl SPRAY 


FLAT SPRAY CONE SPRAY NOZZLE 


- 
) iY TRIGGER TEEJET 


SPRAY NOZZLES |) osc tree coneet | e TYPICAL EQUIPMENT 


sistant general sales manager 








STRAINER 








Galen R. Rose 
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EASIER TO REMEMBER! EASIER TO SELL? 


National Advertising Program 
Spotlights “FaW” in Two Big Markets! 


This year you'll find America’s leading water 
system line in even greater demand and 
easier to sell than ever before. Not only 
does F & W continue to give you the pumps 
with the exclusive sales advantages, but has 
already begun an advertising campaign to 
tell your customers and prospects about 
F & W Water Systems! 

This new advertising campaign features 
hard-hitting ads that turn the spotlight on 
the “F & W” brand, making it easy to 
remember by associating it with Flowing 
Water and top quality! 


F & W is giving you plenty of advertising 
power in 1953 in the farm market which 
continues to be big and profitable. In addi 
tion, you will receive advertising support 
in the big, suburban home market beyond 
the water mains, which is growing so rapidly 
in every town and city 

With F & W in °'53 you have the right 
pump for every need . an 87-year proven 
record of dependability . and plenty of 
advertising and sales help. Write now for 
full information on how you can profit with 
F & W Water Pumps this year! 


F & W Means Flowing Water by 
FLINT & WALLING MANUFACTURING CO., INC. 
119 Oak Street, Kendallville, Indiana 


F & W Wiulti-Purpose Pump 
Change from shallow to deep well 
simply by moving jet off the pump 
and down into the well. No extra 
package or parts to buy. Available 
with or without vertical tank, or asa 


compact package unit. '2 HP motor trated. ‘4, '4, ‘e, 


F & W VARIJET Bullet 
Pumps 40 70% more water 
electricity than any other shaliow well 
jet pump, thanks to exclusive design 
patent. Available with or without vertical 
tank, of as compact package unit illus- 
% HP motors. 


uses less 
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Consistent advertising in these 
magazines will help 


leadi nig 


vou sell 


I 
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& W in 1953! 





Taylor Introduces New 
Giant Rotary Mower . 


TAYLOR MACHINE Works, Louis- 
ville, Miss., is now introducing to 
the dealer trade its new Pasture 
Dream Clipper, Model C-3, a giant 
rotary mower which cuts a 10-foot 
swath and is designed especially 
for those farmers who want a big 
rugged machine 

Pasture Dream 
C-3, has three 


Mode] 
with a 


Clipper, 
blades, 


spring-loaded clutch mounted over 
each blade. It is equipped with 
hydraulic cylinders for raising 
and lowering from tractor seat. 
Cutting height varies from 2 to 18 
inches 


* 


Cotton Picker— 
Russian Style 


(Continued from page 112) 


that the machine is drawn by a 


“10-20 h. p. cultivator tractor 
equipped with balloon tires. The 
drive is operated from the re- 
movable transmission shaft of the 
tractor. The weight of the machine 
without the tractor is 3660 
pounds.” With a claimed capacity 
of half an acre an hour, the ma- 
chine is said to handle plants up 
to 47 inches in height. The capacity 
of the hopper is given as about five 
cubic yards 


& 


Winning Profits from 


Garden Tractors 
(Continued from page 105) 


further information. Also, 
passers-by can see the display 
from the street, and it takes the 
place of a sign or billboard ad 

“If we were in a climate or a 
neighborhood where the ‘front 
porch’ approach was _ unsuitable, 
I'd plan a large lobby or tractor 
space on one or both sides of the 
front door. 

“We rarely do much of a selling 
job on a prospect who is merely 
looking at the display: patience is 
what’s needed in this game, never 
high pressure! We usually wait 


ask for 





HEAT TREATED 
FOR TOUGHNESS — 


TEMPERED 
FOR PERFORMANCE 


Special 


analysis “hot top” 
tillage tools split-proof and cur!-proof. 
products are scientifically heat treated by our exclusive 
Isothermal process for extra springiness, clean scouring, 


makes “EMPIRE 
“EMPIRE” built 


steel 


keen cutting and longer life. There are none better 


CLEVELAND 27, OHIO 


“It pays to sell the line with ready trade acceptance.” 


THE EMPIRE PLOW COMPANY 


"96 Our Second Ce talurty Og Progress ; 
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AC Series 
% to 1/2 hp. 


2-24-22 hp. 


Underlying the public's growing preference for 
Continental Red Seal power, on lawnmowers, 
garden tractors, and similar machines, is the greater 
satisfaction derived from such equipment by reason 
of the fact that every Red Seal is built expressly for 
its job. A Continental Red Seal is NEVER “‘just 


y 


2-24-22 h.p. 


AW Series 
2-2%-2% h.p. 


tacked on.’ It doesn't need to be, because the Red 
Seal line includes at least one model for virtually 
every application within its power range. More and 
more wise buyers are buying . . . more and more 
wise dealers are SELLING... 


that feature famous Continental Red Seal power. 


makes of equipment 


vw AVAILA NLY " NTINENTA 


(Continental Motors [orporation 


AIR-COOLED INDUSTRIAL ENGINE DIVISION 


12800 KERCHEVAL AVENUE 


¢ DETROIT 14, MICHIGAN 
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until the customer has been in 
several times, has been fully in- 
formed, and the deal seems ripe. 

“Most peopie are surprised at 
how many jobs the little machines 
can do, such as grading, sawing 
wood, pumping water or spraying 
trees, shrubs, crops and paint or 
disinfectants on farm buildings: 
and they get a real kick out of 
all the attachments. Of course, the 
profit and time-saving angles are 
the most important, but when they 
see the slick-working tools there’s 
a gleam in many a home-owner’s 
eye of the same sort that leads 
so many fathers to play for hours 
with junior’s electric train. Folks 
are often fascinated when they 
see the motors run, and we always 
keep one ready to go to capitalize 
on this instinct. In selling to home 
and estate owners this is particu- 
larly effective, and we find that if 
you let people ‘get their feet wet’ 
playing with tractors, they’ll often 
take the plunge and sell them- 
selves. 

“We believe much of the sales 
resistance in some tractor set-ups 
is caused by the lack of a sound, 
ready-made system of installment 
financing. This should be worked 
out in advance by the dealer so 


that it presents no obstacle at the 
crucial moment of closing the deal 
It sometimes calls for a bit of 
pioneering, for often big-city fi- 
nance companies know nothing 
about agricultural machinery and 
are hesitant to make loans on it 
because they are uncertain of its 
value in case of reposses- 
It’s up to a dealer to ‘sell’ 
loan agency the idea 
that this business, mostly with 
property owners, is a good risk; 
and that you can resell at a good 
price, the occasional machine that 
might come back. In five years 
we haven’t had even one 
session. However, credit is a prob- 
lem you have to handle in one 
way or another, for about 75% of 
our customers want to buy on time 
Our calls for 25% of the 
price as a cash down payment, 
and the rest to run in 12 monthly 
installments 

“In dealing with 
usually quote and sell them all 
the needed attachments together 
with the tractor in a one-package 
deal. They don’t get their money’s 
worth out of the tractor in any 
other way, and it’s much less 
trouble to finance the whole thing 
But with home-own- 


resale 
sion 


one good 


repos- 


plan 


farmers we 


at one time 











FINE EDGE TOOLS SINCE 1886 


COUNCIL Weed Cutters, 
made of finest quality high 
carbon steel. Forged and 
tempered in automatically 
controlled furnaces. Blades 
furnished plain and ser- 
rated, with both edges 
ground, polished and paint- 
ed blue. Patterns as_illus- 
trated. 


Write for catalog and full informa- 
tion on the complete COUNCIL line. 


Distribution through Jobbers 


THE COUNCIL TOOL COMPANY, INC. 
WANANISH, NORTH CAROLINA 











ers or part-timers we sometimes 
sell the most needed implements 
first, and let those pay for the 
others or wait till the garden fever 
There’s something about 
things that really ‘gets’ 
person that goes for 
understanding and 
feeling for their enthusiasm 
establishes a relationship that 
can’t be duplicated by a salesman 
only read about it in a 
book. In selecting and training 
sales personnel we always bear 
in mind and try to get men with 
ag school or farm experience 
Sales personnel who aren't, or 
can’t get, interested in what they’re 
selling are mere ‘order-takers’ and 
can’t help you really build up a 


mounts 
growing 
the type of 
it; and our 


who’s 


business 

“We believe that good base pay, 
plus commissions or incentive-pay 
for the staff, is only good, sound 
sense for a dealer who wants to 
build a business; and we plan to 
extend our own commission system 
and our promotion work as 
we are able 

“I came out of the army about 
5 years ago with $200 cash capital 
and a lingering desire to go into 
business for myself. Starting with 
a ‘hole in the wall,’ a healthy am- 
bition and a small stock, we have 
built up to a gross of $500 a day, 
a full balanced stock and a new 
cement building of about 2,000 
sq. ft. total assets around $25,- 
000. We have a paved driveway 
and space for trucks to load, turn 
and park out back. 

“We run a good ad in the classi- 
fied pages of the ’phone book; and 
the rest of our promotion consists 
of personal calls based on tips from 
fellow merchants in the neighbor- 
hood, real estate, soil and nursery 
salesmen, with whom we have an 
informal, reciprocal understand- 
ing. Our necessity of plowing back 
all profits into more stock has kept 
our promotion down; but for our 
business and neighborhood, on the 
outskirts of a _ rapidly-growing 
city, I believe a full-time, outside 
equipment salesman would be our 
best bet. In connection with this 
we could use newspaper, radio and 
Any family with an 
is a prospect for 
garden 


also 


direct mail 
acre of ground 
our new 1 _ horsepower 
tractor. 
“About 60% of our trade comes 
from small and moderate income 
groups, and we have to be suf- 
ficiently versatile to sit on a bag 
of feed and talk about bull-tongue 
plows, corn pone and black-eyed 
peas and how much seed and fer- 
tilizer they need for a ten-acre 
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Comes off the Assembly Line mas ® 


: - ’ 
o. “t 

: : 
‘ \ aN 
Two million of anything is a lot! In terms of Wisconsin “ 
Heavy-Duty Air-Cooled Engine production it repre- : ja 
sents an aggregate total of more than 26,000,000 hp., Ke | 
based on an overall average of slightly more than 13 Se! 
hp. per engine, covering the total number of Wiscon- \* > 
sin engines produced up to November 12, 1952. 


os 


The real significance of these round statistics lies in 
the fact that they represent overwhelming preference 
for Wisconsin Engines both by power users and 
original equipment manufacturers. Today, Wisconsin 
engines are specified either as standard or optional 
power equipment on hundreds of machines — used 
extensively in practically every field of industry where 
engine power can be used advantageously. 


And the constantly growing preference for Wisconsin 
Air-Cooled Engines, quite logically, is the direct result 
of better performance on-the-job—heavy-duty depend- 
ability, operating economy and low-cost maintenance 


As the 2,000,000th Wisconsin Engine goes out to do its 
bit toward multiplying the productive capacity of men, 
machines and nature . . . a significant milestone has 
been reached and passed in modern power progress. 


Here is Serial Number 2,000,000...a Model VF4 Wisconsin 
Air-Cooled Engine... coming off the assembly line. The 
occasion was made notable by the attendance of the Com- 
pany's “Top Brass" whose personal pride and interest is 
reflected in this picture. Reading from left to right, members 
of the “Welcoming Committee” ore: Peter Zagorski, Pres. 
U.A.W.C.1.0., Local 283; A. F. Milbrath, Vice Pres. and 
Chief Engineer; A. J. Brown, Plant Superintendent; E. C. 
Wurtz, Vice-Pres. in charge of manufacturing; Phil Norton, 
4-cycle single cylinder 2-cylinder models V-type 4 cylinder Vice Pres. and General Sales Manager and H. A. Todd, Pres. 
models 3 to 9 hp. 7 to 14'/; hp. models, 15 to 36 hp. 


WISCONSIN MOTOR CORPORATION 


World's Largest Builders of Heavy-Duty Air-Cooled Engine: 
MILWAUKEE 46, WISCONSIN 
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piece; and also to take a Coral 
Gables estate owner into the front 
office and talk scientific soil con- 
servation and the latest pest con- 
trols. We meet each sincerely on 
his own grounds, and win their 
friendship and their tractor busi- 
ness. The little sales of supplies 
lead to big sales, and big sales of 
tractors, which do what we say 
they’ll do, foster a whole brood 
of continued purchases. 

“Our tractor display runs us 
about $1,500, and our inventory 
there and for other items is for- 
tunately low because of fast serv- 
ice from our distributors. 

“We've aiways made a point of 
handling only nationally-adver- 
tised goods and never cutting 
prices. All around us, stores start 
up with cut-rate stock, but few last 
very long. Cheap goods simply 
don’t take the place of quality or 
of qualified service by an informed 
dealer. A dealer who carries a 
good line and keeps hammering 
away at it year after year in the 
same location sets up a momentum 
in his favor which we think can’t 
be gained by dabbling in one side- 
line after another. 

“We're just a little outfit and 
we've had to work hard, but we 


can see this formula steadily pay- 
ing off: a good product made by 
a manufacturer with know-how 
who stands behind it; a good 
wholesaler who takes first-class 
care of the retailer; and a deale1 
who tries hard to learn his busi- 
ness and keeps plugging away at 
giving real service to the custome! 
it’s a combination that’s bound to 
get results for anyone who works 
at it.” 
* 


Service Insures Sales 
(Continued from page 102) 


er which was demonstrated in one 
of the larger orchards to which 
neighbors were invited. Clinics on 
farming methods are conducted 
primarily to bring orchardists up 
to date in the latest developments 
in equipment and practices. 
However, as significant as any 
other factor in the firm’s rising 
repair volume is the low turnover 
of its factory-trained mechanics 
and supervisory staff. 
“Many of our mechanics 
been with us for 15 to 20 
and know the orchardists person- 
ally as well as the orchard equip- 
ment owned by each and the con- 


have 
years 





ROTO-HOE dealers are happy dealers because 
here is a complete garden tool at a price the average 
home owner and farmer can afford. Individual sale mar- 
gin is good——big turn-over means extra good profits. 


Look at these advantages: 


Nationally advertised in over 35 consumer and farm magazines 
(including Hollands, Progressive Farmer, Southern Planter). 
Exceptionally good customer acceptance. 

Priced right—for much wider group of prospective buyers. 

Low 1947 retail price of $134 for complete unit still in effect 
Plenty of he!p from manufacturer—circulars, ad mats, posters, 


displays. 


Low cost special attachments, increase usefulness to customer— 


create ‘repeat’ sales. 


Write today for full details. Some attractive dealer franchises still open. 


ROTO-HOE s spraver coMPANY, Box 65, Newbury, Ohio 
ONE SE 8 EM I TS A A ATRESIA SCS 


DEALERS REPORT 
EASY SALES at 
GOOD PROFITS 





dition it is in,” said Stine. “Cus- 
tomers return to the same mechan- 
ics who have been servicing their 
machinery for years and years, 
and feel fully confident in raising 
questions and turning their ma- 
chinery over to our mechanics for 
any reoair work.” 

Geared primarily for service, 
Lupton Orchard’ Service Inc. 
showed a 20 percent gain in repair 
and parts volume in ’51 over ’50, 
and another 20 percent gain in re- 
pair volume for 1952. 

“We pay a regular monthly vis- 
it to every new and old customer 
to find out how their orchard ma- 
chinery is operating,” said Stine, 
recounting the various services 
given the fruit growers by his or- 
ganization. 

“While these visits by our four 
outside salesmen bring parts and 
accessories sales, they are primar- 
ily a goodwill service call to learn 
whether machinery is giving top- 
notch performance and to learn 
whether there is anything further 
we can do.” 

Thirty days after a piece of e- 
quipment is sold, a free inspec- 
tion call is made by mechanics who 
go over equipment and its opera- 
tion and write up a detailed re- 
port on the new piece, and also on 
the condition of allied equipment 
If a 60-day visit seems to be war- 
ranted after this first inspection, 
that is carried out as a free serv- 
ice call. 

From these reports, information 
of interest to the sales department 
is made available. The shop keeps 
these detailed reports on machin- 
ery in its own files. In this way a 
history of defects and repairs 
makes a reliable reference when 
the machinery reappears for serv- 
icing. The report includes name of 
equipment, serial number, date 
sold, calls made, defects, repairs, 
parts sold, etc. The shop foreman 
determines from the first inspec- 
tion report whether a 60-day vis- 
it is advisable. On the second visit 
further details are added, and 
progress of the operator and re- 
sults of machine operation record- 
ed. A duplicate copy of the report 
is turned over to the equipment 
manufacturer. 

Carrying a $40,000 parts inven- 
tory of slow and fast-moving items, 
the company prides itself on a rec- 
ord of having a negligible number 
of delays on parts in any given 
season. 

Company mechanics are paid an 
hourly wage rate and average, 
throughout the year, a 50-hour 
week which includes 10 hours of 
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overtime pay. In season they aver- 
age about 70 hours weekly which 
brings wages up considerably 

“It may be the opportunity of 
earning increased wages as we 
work at full capacity throughout 
the year that keeps our labor turn- 
over down,” suggested Stine 

Stine also pointed to the em- 
ployment record of the shop fore- 
man sales manager and general 
manager who each have 25 years 
service with Lupton Orchard Serv- 
ice, Inc. The long personal ac- 
quaintance with all customers 
combined with their accumulated 
years of experience makes them a 
dependable, responsible team 
which places service first and 
“makes everything second- 
ary,” according to Stine 

Continual and regular promotion 
throughout the year includes news- 
paper advertising, direct mail, ra- 
dio and personal contact. The two 
local Winchester 
daily ads promoting 
orchardists. A 15-minute 
news program sponsored 
weekly on a local station has spot 
announcements of orchard ma- 
chinery repair service 

While Lupton’s puts out no di- 
mail advertising of its own 
literature is used monthly 
in accounts receivable mailings, 
and several times a year in 
moting a piece of orchard or farm 
equipment 


else 


newspapers carry 
services for 
radio 
once 


rect 
factory 


pro- 


Surrounding the 
2,000,000th Wiscon- 
sin Air-Cooled en- 
gine are, left to 
right: Peter Zagor- 
ski; A. F. Milbrath, 
vice president and 
chief engineer: A. J. 
Brown, plant super- 
intendent: E. C. 
Wurtz, vice presi- 
dent in charge of 
manufacturing: Phil 
Norton, vice presi- 
dent and general 
sales manager: H. 
A. Todd, president 
of Wisconsin Motor 
Corp. 


Wisconsin Engines Reach 
2-Million Mark ....... 


On NOVEMBER 12, 1952, Wiscon- 
sin Air-Cooled Engine No. 2,- 
000,000 came off the assembly line 
Was immediately ear-marked 
life of leisure as a “show 
engine” for exhibition at variou 
trade shows throughout the coun 
try 

Proving that 
is the hardest 


and 
for a 


million’ 
were re- 
t millior 
Engine 


“the first 
17 year 
quired to produce the fir 
Wisconsin Air-Cooled 
and only five years were 
to turn out the second million. Ac 


nec de a 
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cording to officials of Wisconsin 
Motor Corp., Milwaukee, Wiscon- 
sin, present indications point to 
production of the third million 
within the next four years or less 

Currently, a plant expansion 
program is underway, involving an 
expenditure of $350,000 to provide 
an additional 41,000 square feet 
for a new experimental laboratory 
and storage space. Including the 
present new construction, the plant 
will have a total floor space of 
291,000 feet, devoted ex- 
clusively to the manufacture of 
Wisconsin heavy-duty air-cooled 
engines 

At present, approximately 500 
manufacturers of agricultural, con- 
struction, oil field, railway main- 
tenance, industrial and _ other 
types of equipment specify Wis- 
consin air-cooled engines as stand- 
ard or optional power equipment 


square 


. 


Dearborn Introduces New 
Fold-Over Disc Harrow . . 


THE NEW Dearborn Fold-Over 
Disc Harrow is two harrows in one, 
according to G. D. Andrews, vice- 
president in charge of sales, Dear- 
born Motors Corp., Birmingham 
Mich 

The used as 
a tandem disc harrow or as a bush 
and boa harrow. To convert the 
harrow from a tandem disc harrow 
to a bush harrow, the 
imply three bolts 
and 


implement can be 


and bog 


farmer! remove 


and a cotter pin assembly 


disc gangs over the 
front gang Changing back to the 


just as 


tanden dist position is 


ta 
eight 
diam 


have 
inehe in 
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not hed 


front gang 
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CHAPIN 


SPRAYERS + DUSTERS - FUEL TANKS 


NEW spitt PROOF 
FUEL TRANSFER 
TANK 


COMPARE IT FOR PROFIT 
Full Mark-up 


This exclusive Spill-Proof fuel transfer 
tank gives you a high mark-up, yet can 
be sold for only $8.95 retail. It's a fact 
~ check your price lists! 


Can't be beaten for 
Quality and Price! 


With its low, popular price ond new 
safety features, (see below) Moto-Fil is an 
attractive traffic building item. Display it 
ell year round for continuous extra volume 
sales 


. 
Unlimited Uses 
Markets are not restricted. Use Moto-Fil 
to transfer fuel or industrial fluids 


‘MOTO-FiL 


COMPARE IT FOR EASY, 
EFFICIENT USE 


Spill-Proof. Pouring is eliminated. No need 
for funnels of spouts. High winds can't 
spray fuel into the air 


Instantaneous Shut-Off 


Trigger’ controlied — Press it flows . . 
release it stops... No spill... No waste. 


Pressurized 

A few easy strokes of the built-in bross 
pump and abundant pressure is ready in 
the 2 gal. ‘plus’ capacity, heavy gauge 
Armco Zinc Grip, rust resistant galvanized 
steel tank. Every seam electric welded! 
48" oi! resistant hose affords a ‘‘long- 
reach’. Carry by “fold-away” formed 
handle. 

* Registered Trademark 


THAT EXTRA SALE 


Double nozzle for double 
duty hand spraying. Copper 
& Brass tank 33 
ounce capacity 
Resistant to all 
caustic solutions. 
One of a family 
of many in this 
outstanding line. 


R. cE CHAPIN Mfg. Works, inc. 


Since Mima 
1887 


100 CHAPIN ST. BATAVIA, WN. Y. 
Southern Representotives: 
K. Roth, P. O. Box 1664, Asheville, N.C 
Killebrew and Brackman 
738 3rd National Bank Bidg., Nashville 3, Tenn 
John H. Mullins, P. O. Box 13044, Houston, Tex 
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eter and spaced nine inches apart 
There are ten 18-inch discs on the 
rear gangs, spaced at seven and a 
quarter inches. Both front and rear 
are permanently set at 20- 
angles for efficient per- 
in all types of soil and 
field conditions. Used as a bush 
and bog harrow, there are 90 
pounds of weight on each blade 
The cutting width is six feet in 
either position. 

Designed and built to withstand 
the hard use of bush and bog 
harrowing, as well as tandem disc 
harrowing, the frame is structural 
angle and channel steel, arc 
welded. Blades are heat-treated 
for longer wear, and all bearing 
are heavy-duty white iron with 
convenient pressure grease fittings 
The implement weighs approxi- 
mately 720 pounds. 

Ford Tractor Hydraulic Touch 
Control lifts and lowers the har- 
row and regulates working depth 
A three-position assembly on the 
frame allows the rear discs to be 
raised or lowered in relation to the 
front gangs for proper working 
depth. The tractor leveling crank 
adjusts the implement to fit vary 
ing ground contours 

Used as a tandem disc harrow 
the unit is well suited for work in 
rough fields where there are large 
chunks of sod or clay, in bottom 
iland, in heavily manured land, in 
trash, weeds and cotton land, and 
wherever penetration is difficult 


« 


gangs 
degree 
formance 


Carroll Offers Portable 
Winchester Unloader . . 


THE CARROLL Implement & Man- 
ufacturing Co., Carroll, Ohio, is 
producing a new, improved, port- 
able wagon unloader. The new 
unit can be mounted on either side 
of the truck or wagon, and may 
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MILKHOUSE CABINET 
fvery Deirymes « Prospect! 
convenent and 


SELL 


Hoids 6 nflet.ons—finwhed on bewut ld blue 
qrey hemmertone enamel—24" wide, 28 
gh ¢ deep 
te . 
= s$42.98 
& 
. wares ’ ee. 


THE RHINEHART co. 7130 POLK ST. 





CALF-TERIA 
NIPPLE PAIL 
“The only Pail with 2 SIPHON valve!” 

Seves 100 Ibs. of mit 

por calf fed. 

@ Milhouse Cabinet $12.9 

@ Electric Dehorner $ 7.00 
Write TODAY for catalog 
sheets and prices 


THE RHUNEMART CO., [mars | ce 


— 


FE: 
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ortea Hhave 
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BUY NOW! GET QUANTITY DISCOUNTS 


First Quatity—Poputar 
Brands. Save money— 
stock up NOW! 250- 
watt — frosted pyrex — 
diffused. Special offer 
on Quantity Discounts 
for Limited Time Only 


INFRARED 
i tele} +) 3 | 
LAMPS 


Dealers and whole salers 
~—— TODAY 
THE wt Wayne 7 ons. 
RHINEHART co. “1130 Polk Str 








CALF-TERIA SALES, INC. 


Dept. C «+ Fort Wayne 3}. indians 











be used while the vehicle is in 
motion for spreading feed to live- 
stock, etc. 

Construction features include 
stress-proof, oil-sealed, steel cut 
gears and specially designed roller 
which will not deflect under heavy 
loads. Two heavy type universal 
joints permit out-of-level and out- 
of-line operation 

The Winchester portable is 
equipped with heavy duty har- 
vester duck and is available with 
false end-gate. 

Additional information is avail- 
able from the manufacturer upon 
request. 


. 


Prospect List 


(Continued from page 97) 


ing of an all-steel wagon complete 
with bed and four ties. Registra- 
tion in the contest was limited to 
farmers. We got a lot of good 
names from that contest 

“Soon after opening, we started 
a regular program of free machin- 
ery inspection on any farm within 
50 miles of Memphis. We appealed 
to farmers to get their machinery 
ready for the following spring, and 
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we offered a free report on every 
major machine on the farm. This 
brought us more prospects. 

“Then the fact that everyone in 
our organization has a farming 
background and has many farmer 
friends helped in compiling our in- 
itial list. 

“We immediately launched a 
newspaper and radio advertising 
program and stayed with it. This 
carefully planned program, pitched 
at the farmers by radio at the noon 


calls by salesmen, in most cases, to 
make the sale,”” May emphasizes 
“We use the call-back system 

“Of course, many of our sales are 
made in the office. Our location 
near the Memphis Fairgrounds is 
convenient to major highways en- 
tering the city—and farmers like 
to come to Memphis. That was a 
factor in the decision to locate in 
side the city rather than on its out- 
skirts or in a smal] town 

“We have a large proving 


tions. You've simply got to do a 
lot of demonstrating when you 
have a new line.” 

Walter May Farm Implements 
concentrates its sales efforts in 
Shelby County (Memphis) and four 
Mississippi counties, Tunica, DeSo- 
to, Marshall and Tate. However, it 
also does some selling in Arkansas, 
just across the Mississippi River 
May continues to operate a farm 
near West Memphis, Ark., in Crit 
tenden County 

In fact, his farm led him into the 


ground adjacent to our building 


hour and by newspaper ads on the 
This is valuable for demonstra- 


market and farm pages, opened 
the farm doors and brought us 
more names. 

“Our salesmen working the ter- 
ritory fill out an indexed card for 
each farmer they call on. 

“Every time we sell a tractor or 
a piece of machinery, we put an- 
other pin in the map of our terri- 
tory. We’ve found that when we 
have a satisfied buyer in a certain 
area it’s easy to build more sales in 
the section. One sale just naturally 
leads to another. When Farmer 
Brown hears that Farmer Jones 
his neighbor, has a new tractor, a 
cotton picker, or a cultivator, he 
becomes a prospect himself. We 
work on those neighbors by per- 
sonal calls and mail.” 

May has been well satisfied with 
results obtained from direct mail 
advertising through use of his cus- 
tomer prospect list 

He believes direct mail is the 
most effective advertising medium 
for his store, although he sees a 
continuing need for use of newspa- 
per advertising, as well 

Here’s what he says about direct 
mail advertising: 

“By carefully’ selecting the 
names to receive our direct mail 
pieces, we get what we consider a 
good return. 

“For example, we did some di- 
rect mail advertising of cotton 
pickers in Crittenden County, Ark., 
got a couple dozen real prospects 
and soon sold three of them. When 
you consider that a cotton picker is 
a big and expensive item, that’s 
not a bad sales percentage. We are 
continuing to work on those other 
20 or more farmers whom the di- 
rect mail returns showed are good 
prospects. 

“We vlan our direct mail adver- 
tising campaigns to take advantage 
of the seasons. We make seasonal 
lists of merchandise and mail] them, 
then follow up by having our sales- 
men call on those farmers receiv- 
ing the mail 

“While direct mail, radio and 
newspaper advertising bring live 
prospects by planting the idea of 
buying, it still takes the personal 


implement business. “I saw the 





CUTTING PARTS 
TO FIT MOWERS 
and COMBINES 


Fast, clean cutting is a “must” at harvest time for your customers. In order 
to complete the harvest without breakdowns and delays, prompt and periodic 
replacement of cutting parts in power mowers is necessary 


MANUFACTURING CO, INCORPORATED 


The service-minded dealer thus maintains a representative stock of HER 
SCHEL PARTS. Guaranteed to fit accurately the applications for which 
they are intended, HERSCHEL PARTS are the product of specialists in 
the manufacture of cutting edges for 65 years. Field-tested HERSCHEL 
PARTS are first in quality and uniformity 
@ FREE SALES AIDS — write for your copy of the 
Herschel Catalog No. 87 and big Herschel Wall Chart 
showing parts to fit ALL MAKES of power mowers 


R. HERSCHEL MFG. CO., Inc., Peoria 8, ill. 


Pioneer mokers of cutting parts to fit mowers and combines. 
Branches at: Minneapolis, Minn.; Omaha, Nebr.; Auburn, N. Y.; Harrisburg, Pa.; Toledo, Ohio 


DISTRIBUTORS 
R. C. Cropper Co., Macon, Georgia The Southern Supply Co., Dallas, Texas 


HERSCHEL PART S 
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The ‘ladies’ favorite.’ 
Dome top welded 
tank. 16” curved brass 
extension. Light 
weight. Extra long, 5 
ft. hose and adjustable 
nozzle enables user to 
spray trees, gardens or 
flowers with no effort 
Long or short distance 
spray. Brass pump 
Good seller. Highly 
popular 


Complete line of sprayers ond dusters 


As advertised in House & Garden, House 
Beoutiful and Many other National Publications 


D. B. SMITH & CO. 


428 Main $+., Utica 2, N.Y. 
"Originators of Sprayers” 
Canadien Rep. G. t. Cohoon 
1265 Stenley $¢., Montreal 2, Caenedea 

















steady trend toward farm mechan- 
ization and decided a farmer could 
run an implement business for 
farmers,’’ May muses. “I naturally 
look at implements from the farm- 
er’s side of the fence. I've tried to 
build an organization geared to 
making machinery pay for the 
farmer.” 

In addition to being one of the 
most active users of farm machin 
ery in the Memphis area, May has 
come into contact with the prob 
lems of many other farmers 
through his work as vice president 
of the 40,000-member Arkansa 
Farm Bureau Federation 

Knowing the value of good ser 
vice, May selected one of Memphis’ 
best known servicemen as his ser- 
vice Manager Allen Hurley, a 
real trouble-shooter with more 
than 16 years’ experience repai! 
ing farm machinery 

Sales manager of the firm is 
Fisher Trigg, whose family has 
long operated a farm near the May 
farm in Arkansas, Trigg was with 
a mechanized cavalry unit during 
World War II and did a lot of sal 
vage work on battlefields. He's 
especially good at appraising old 
equipment 
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Power Take-Off for 
Papec Hammer Mills 


A NEW PORTABLE power take-off 
drive for the Papec farm type 
hammer mill is announced by the 
Papec Machine Co., Shortsville, 
New York 

Use of the drive eliminates the 
costly drive belt, reduces power 
loss from slippage, and offers the 
convenience of grinding where the 
feed is needed 

Optional wheel 
ther drop center rim wheels for 
6.70 x 15 tires or flat rim wheels 
is furnished to meet individual re- 
quirements. Also optional is wagon 
box delivery equipment, including 
a hoisting device to raise and lowe 


equipment, ei- 


the air separator assembly 

For stationary operation of the 
hammer mill, the PTO 
supplied less transport 


drive | 


* 


Dayton Appoints Two 
Southern Representatives 


TWO NEW sales representative 
for southern territories have been 
appointed by the Dayton Pump & 
Mfg. Co., Dayton 1, Ohio, accord 
ing to Gerard J. Carney 
sales manage! 

They are Melville C. Sorrell of 
Lexington, Ky., who will cover 
Kentucky and Eastern Tennessee 
and Vernon R. Chesteen of Stark 


general 


who will cover Missis- 
Alabama, and 


ville, Miss.., 
sippi, Louisiana, 
Western Tennessee 

Both men will sell the com- 
pany’s complete line: Rapidayton 
water water softeners 
cellar and gasoline 
pumps 


systems, 
drainers, 


New “Golden Jubilee" 
Ford Tractor....... 
111) 


(Continued from page 


Costly engine friction has been 
minimized by increasing the cylin- 
der bore and shortening the piston 
stroke. This more powe! 
longer engine life. Pistons are 
type, made of 
cam ground 
leeves are 


means 
and 
the autothermic 
aluminum alloy 
Dry cast alloy 
used 

Features of the engine include a 
carburetor, higher 
volume oil pump, responsive gov 
precision molded alloy 
and full-flow oil filter 
wheelbase of 
73% coupled with the 
heavier engine, gives the 
tractor improved front end stabil- 
ity and permits the use of heavier 
equipment. The front axle support 
assembly incorporates a number of 


and 
cvlinder 


recalibrated 


errno! 
crankshaft 

The increased 
inches, 
new 


mounting holes for convenient use 
of front mounted equipment. A 
new front power-take-off has been 
added which simplifies the use of 
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front end implements, such as th Farm 1 Water Disposal 
loader. _ . ued from page 
Overal! ngth : een 
creased to I i n u ir? rip, re-plow 
to 2,510 poun tart at the 
A new design feature is the full ‘ontinue u | bot! 
view instrument cluster a 
aised section of the streamlined 
hood. Instruments include an im low 
proved Proof-Meter, which regis- ! ection, a 
ters engine peed, tractor travel in the: ving diagran 
peed PTO peed belt pulley numbe: f round 
peed and hours worked; ammete: 
temperature gauge, and oil 


ure gauge 


required Ww 

depend on the type ol oil lope 

pre the land, type of equipment 
width of the island 








your customers “Y/// //KE /7/ 


QO M —, You Will Do Fine tl 7 


Selling the 
TRACTOR CUS ion / 


RUGGED. jannito| | "carmen vane 
TRACTOR CUSHION / ne new popular type of Anhy 


Ammonia trailer type appli 
Ideal for past ~4, land ' We 
© feature lhehter weieht trailer 
--- sell to all tractor owners! a SE Geer GeNENS appre 

_ 
CUSHION OF RESTFUL WRITE for NEW 
SHREDDED FOAM RUBBER. Complete Catalog 

* 

COVER OF ccgptcnch enced FERTILIZER DISTRIBUTOR 
FABRIC—WATER RESISTANT! and SIDE DRESSER 
FITS PRACTICALLY ALL 


With the accurate Auwe hes 


TRACTOR SEATS. oar a eet Bare 


two and four-row m 


FABRICS cemented | MARIE GR, (OR prescuses. os scces 


1 kquipment 
write us for your nearest source of supply ae 
> 





TOR FERTILIZER DISTRIOUTORS 


: Oss AAW TLAMIEEE OO oass Suan Orin MARGOWS  \O8SE Suawn BrSTareU 
311 BELL ST. MONTGOMERY, ALABAMA ee 2 


HORM ORAWH DisTEr 
(Antyd: ows Ammo 











TRACTOR CROP DUSTES TRACTOR MOUNTED 4 








YOUR PERSONAL NEEDS 


for information about the hardware business are met every 
month in the year in the pages of SOUTHERN HARDWARE 
For more than 34 years SOUTHERN HARDWARE has been a 
and friend to hardware men down South 
built on a program of service to 


this water system! 


It’s going places ... and 
de you can get your extra 
The magazine has beer profits by ordering to c 
readers that covers day from your Goulds 

Window isploy, Counter Disploy, Store Modernizotion, “ : . 


Customer Relations, Sales Promotion and Advertising, distributor. 
Inventory Control, Employee Relations, Service Depart- Watch the 
ments, Credit Control, Accounting Procedures, Associa- 
tion Activities. 

Plus, loce! news about friendly people and their activities 
Southern hardware trade @ feature that no other magaz 
developed so fully. Each of these subjects is giver 
in its relation to the specia needs 
were men 


other de 
pendable Goulds pumps 
a the ... the com profit 
ne has line for 53. Hop on the 
and problems of So 6 ee Goulds brand-w agon! 


if you are not already a subscriber, send in your $!.00 tod 
ids Pum n 
a yearly subscription or $200 for three years Goulds Pumps Inc 


ences Falta, 04.¥ GOULDS Balanced-Flow JET 
SOUTHERN HARDWARE 


for Shallow Wells ” 
806 Peachtree St., N.E. Atianta 5, Georgia 


GOULDS Water Systems 
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simmers 
iminum (r0« 
American Chain 
Ine 
American Mar 
American Pad 
\merican Steel 
Cyclone Fe 


You make more 
money selling 
DEMPSTER because ames © 

it’s America’s net ‘rm . Ranct ‘ine. 
quality water system! wor o crm Tools. In 


ederated Mutual Imy 
& Hd Ins 
rguson In< 
lire 


irance ( 
Harry 
irestone und Rubbe 
No wonder the farmer won't have anything else! Dempster 7 
offers him a tried-and-tested water-supply system— backed 
by the 73-year-old Dempster reputation for unquestioned 
quality, It's just plain sense that you can sell more Dempster 
Water Systems. In a day of increasing shortages, with 
replacement materials harder to get, your customer is more 
quality-conscious than ever before. You sell quality when 
you sell the Dempster Water System— it’s America’s finest! 


These Dempster Pumps are star 
members of America’s finest line... 


. 
t 
> 
. 
' 
‘ 


‘ 
‘ 
pior 


t : 
hapin Mfg 


SHALLOW-WELL JET. 
MASTER — Only one moving 
part. No special pressure tank 
needed. Easily installed and 
exceptionally efficient 


DEEP-WELL WATER SYS- 
TEM — Positive lubrication 
Modern design. Available for 
electric motor or gasoline engine 
operation. Can be supplied with 
windmill attachment 


DEEP-WELL JETMASTER 

Ideal for offset installation or 
to be set directly over the well 
Unusually simple in operation 
only one moving part 


CENTRIFUGAL PUMPS 

impellers are semi-enciosed 
for greater efficiency. Balanced 
drive shafts ride on double Tim 
ken Bearings. there are no bet 
ter inngation pumps made than 
Dempster Centrifugal Pumps 


America’s Quality Line of Farm 


EM 


a 
WATER SUPPLY EQUIPMENT | 


Water Systems 


Pumps @ Tanks © Windmills 


Irrigation Equipment 


DEMPSTER 
MILL MFG. CO. 
Beatrice, Nebroska 


hattanoc 


Mfe. Ce 


K 
Demir 
Dempster 


Dicks-1 
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TYGART 





PLAN NOW — MORE BUSINESS — BETTER PROFITS 
Over a period of years the TYGART TRACTOR MOUNTED DUSTER has done 
a better job and given better service. Proven in quality and performance. Mount- 
ings for all makes and model tractors. Easy to install, simple to operate. Dealerships 
open in many areas. Write for literature and particulars. 


NEWIDEAL SPRAYER CO. 


NASHVILLE, GEORGIA 














PAGE frectore 


will make more money for you! 
Every PAGE tractor is packed with 


more features, more satisfied cus- 


Ss E g Vv | i E Yas tomers and more money for 


you! Every tractor guaran- 


| teed, backed by over 25 
\ years’ experience! 


AS rw (—_—_1z OVER SIXTY 
ATTACHMENTS 
AVAILABLE! 


Patterns are available 


for practically all 
Full plow s, listers, middle- © Walking, riding models—2 to 6HP 
. ; © Geor-driven transmission (like big farm tractors) 
breakers in No. 1 soft with direct drive—no belts or chains 


GUARANTEED . center or No. 2 cru- © Reverse gear and “instant hitch” on every model 
, © Also new 1 wheel Page ‘Bantam 
cible steel of the high- ' 
AS TO QUALITY, lien cia an NO OTHER GARDEN TRACTOR GIVES YOU AS MUCH FOR THE MONEY! 
est quality obtainable 
FIT, AND os ; Comalcte catalogs and Weretwe 
FINISH ena today tor catalog, to hehe yon soll mare, (US talendive 
Write or phone today national advertising program! 


See how easy it is to 
become a money-making Page dealer! 





STAR MANUFACTURING COMPANY 
DIVISION OF ILLINOIS IRON & BOLT CO | P A G 7 GARDEN TRACTORS Phone: EXchange 7177 





CARPENTERSVILLE, ILLINOIS, U. S. A. (EST. 1873) 2276 Peachtree Road, N.W., Atlanta, Go. 
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Planet Jr. 


PLANETIZED 
SWEEPS 


triple your sales 
opportunities! 


Now, in addition to the finest steels on the 
market, and the exclusive Planetizing Process 
(toughening and tempering), Planet Jr. gives 
your customers sweeps for each of the three 

methods of cultivation: 


——=tOw Sao -— 


] to 2 miles per hour 


“Tractor” 


6''10 24" — MEDIUM SPEED — 
3 to 4 miles per hour 


5 to 7 miles 
per hour 


NEW! Planet Jr.'s new self 


service steels display rack pro 

duces more sales, saves space v7 : 
acts as a complete steels depart y/ 
ment. Available at cost. Send 

for details 





THERE ARE MORE 
Reern how Plone? tv.’s THAN 200 SIZES AND SHAPES 
"'3-speed'’ sweeps IN THE PLANET JR 
can mean more LINE 
sales for you. Get 
the full facts 


S. L. Allen & Co., Inc 
3421 N. Sth Street, Phila. 40, Po ss. 
Round Cha 
Gentiemen RPM Mfe ¢ 
Ruberoid ¢ 


Please send me Sweeps Details Display Details Rus 
und ‘Nut ¢ 


Nome 


Address 





‘Works 
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FOR FACTORY 
MODEL 3A — 16 IN. SIZE 
MOST COMPACT SAW 

EVER MADE 

20° SIZE 271.50 


FASTER PROFITS GO 
from FASTER SALES! 


DEALERS LIKE IT because CUSTOMERS WANT IT 


ee YOUR customers want it too, BECAUSE: 
ocr it has INCREASED POWER .. . MORE SPEED 
$297.50 ' . . « GREATER EYE AND SALES APPEAL 
FOB. FALTORY . « « PROVEN PERFORMANCE 
. - -« LOMBARD DEPENDABILITY 
All this at the SAME LOW PRICE! 


ALSO 5 H. P. AND 7 H. P. UNITS RANGING FROM 19” TO 60 


DEALER OPPORTUNITY IN SOME AREAS 


if es 
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Back Wuere THey BELONG 
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Here's a tractor that came “‘home"’ because 
of good dealer service, actively promoted. It 
will get the benefit of original A-C parts, fac- 
tory-trained mechanics, and personal interest 
. .. going out as a real “salesman” for other 
Allis-Chalmers tractors and machinery. 


benefits both 


Recent University of Nebraska tests on farm- 
owned tractors show an average power loss of four 
horsepower below official ratings. Fortunately, 
it takes surprisingly little shop time to bring such 


“tired” tractors back to good performance. 


At Nebraska, a valve grinding job and carbon 
removal, plus careful ignition and carburetor ad- 
justment, added nine percent to performance and 
nine percent better fuel economy. ‘These valve 
jobs and tune-ups returned engine output to 
within one-half horsepower of the 100 percent 
maximum reached in official Nebraska tests of the 


same models. 


Such results emphasize again the need for regu- 
lar attention to hard-worked tractor engines—and 
the importance of having the service work done 
by competent mechanics with pride and personal 
interest in the result. 


dealer and 


customer 


The dealer who originally sold the machine is 
the only logical place for most farm equipment 
customers to get this kind of service. No one elss 
has an equal stake in each tractor’s performance, 
nor an adequate stock of original, company- 
supplied repair parts. No other place in the com- 
munity has the same opportunity for factory 
training of shop men, nor an up-to-the-minute 
file of service data based on nation-wide experience 


over many years. 


Customers, dealers, and tne entire industry will 
profit as more tractor service and repair parts 
business is brought back where it belongs——to the 
farm equipment dealer with his basic interest in 
the field performance of every machine he has sold. 





Quality—from design to finish 
ter Muilele(-M ite O)S7IMil Multimeric te 
for cutlery on the market. Blades 
are made of high carbon tool steel, 
highly polished. Oil hardened and 
tempered and full taper. ground 
under water. Red Devil's full line 





2 contains a wide range of sizes, 
Pl Series— 
, styles, and prices to svit 
Putty Knives and Wall Scrapers 
every requirement 

An example of mechanics’ cutlery at its 

best. Available in all sizes from 1'4” to 

P25— 4” blade width and various blade tempers 

I 

Burn-Off Knives —stiff, flexible, and superflex 


Extra-long handle 


(712") prevents burned 
fingers and skinned 

knuckles Provides a 999 Sertes~ 
long reach for those 7 
hard-to-get-at places. Putty Knives 
Blade tane fastened 


ly to 
' 





and Wall Scrapers 


secure 
slotted beect 
handle with 
3 large brass 





compression 


saw rivets : a 
212" to 4” blade widths] s 
s 











P15—Putty Spreader 
Extra heavy taper grour d A 
eal n hank ool, designe . . 
for P2 Series— 
wh rece Wall Scrapers 
the st 
Extra strength prov oli No ha p wen 
brass ferrul l ‘ ze} 


of caretulls 

















P19—Bent Knife 
Perfect tool for 
steel sash work 
filling floor 7 

cracks pointing available in stiff, flexible 
up wall board joints, “spachtling” or superflex tempers 
trim, etc. Tool steel blade is tem- 
pered and ground to have the 
right “hang.” 144” and 142” width| 


widths 





P17—Putty Chisel | P105—Putty Knife 


Extra-heavy hardened tool steel blade, uni- Inexpensive fast-selle 


househol 


form in thickness from handle to end cellaneous use. Strong ’ lorful 
Chisel point. Handle permanently fixed to highly-polished blade, 114” wide 
blade tang. Blade width 1'%4 Available cae ee _ - 
with full blunt point (No. P17-144B) 
_ — . SEND FOR RED DEVIL'S 
NEW CATALOG 21—WRITE DEPT. SH 


e T, 
Red Devil oot Irvington 11, New Jersey, U.S.A, 
4) fp & oF t 
| SF = \\ 
Ry wee = © 
& pam fo) Ee 


, : TT ~ ; 
WA woot woot ANDPAPER BLADE r T WASS Paint PAIN! GRADY FLOOR FLOOR ELECTR 
RAPER SCRAPER SCRAPER WOLDER HOLDER ' INDI TIONER ONDITIONER WEDGES SANDERS POLISHERS FENCER 
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MODEL 8910 
wat © For use in factories, cotton fis Ids, farms, warehouse ice-waqgons, or wher- 


CHICAGO 22 ‘ ; 
ever an accurate balance of this type is required Made in six capacities to 


take core of innumerable weighing require ments 


Construction: The case of these balances is made of two tubular 








steel telescoping members, finished in durable enamel! 

The load head is doubly reinforced and electrically welded to 
the outer member. Tempered steel is used for the spring which is 
heat-treated and triple tested for accuracy 

The solid brass dial is recessed for protection and has figures 
and graduations deeply etched. An adjusting screw at the bottom 
of the scale allows the indicator to be set at zero to balance a con- 


tainer. A red indicator makes recorded weights easily read 


Complies with Federal Specifications, Type IV Class 2 Number 


AAA-S-133, April 16, 1946. 


Each balance its equipped with a hook. 





No, 892, 895 packed one to colored folding box. 
No. 8910, 8916, 8920 and 8930 one to a corrugated car- 
ton. Master shipping carton, as listed 


JUNIOR MODEL 


¢ Built on the same principal of construction as the 








heavy usage models. Sturdy steel case. Tempered spring, 
tested for accuracy. A handy scale for home use, 


mechanics, fishermen, etc. Not legal for trade. 
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